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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 


A 
Acco Products, Inc 82 
Ace Fastener Corp..... 72 
Acme Card System Co.. .128 
Acme Staple Co........... 173 
Adams, Henry T., Mfg. Co.172 
Bee Ge Gee GBbcceccceoes 164 
Alien & Co.... oee .169 
Allen-Wales Add. Mch. Cp.175 


All-Steel-Equip. Co. .. .152 


Alma Desk Co 140 
American Can Co. 122 
Amer. Number. Mach. Co..144 
Amer. Writing Mach. Co.. .67 
Ames Supply Company... 70 
Artility Met. Products, Inc. 88 
Art Metal Constr. Co... 75 
Art Steel Co., Ine .156 
Autmtc. File & Index Co..110 
Autmtc. Mastergraph Dpl 
Gs céesbesoece 175 
Autopoint Company 161 
B 
Bankers Box Co sestte Ue 
Bankers & Merch. St. Wks.149 
Barkley, C. L., & Co 162 
Bassick Company 112 
Bates Mfg. Co.... -125 
Beach Publ. Co... 171 
Better Packages, In 170 
Blaisdell Pencil Co 155 
Boorum & Pease Co 136 
Borg, George, Corp 174 
Bright Chair Co mee .152 
Bristow, Stanley R 170 
Browne-Morse Co. ....... 170 


Buckeye Ribb. & Carb. Co.13 


Cc 
Calvert Lamp Co 160 
Cameron, Cal 174 
Cel-U-Dex Corp » A773 
Clarotype Co., The .173 
Cleveland Container Co 140 
Cloyes Gear Works 172 
Codo Mfg. Corp 175 
Collier-Keyworth Co 76 


Columbia Rib. & Carb. Co. 66 
Columbia Steel Eq. Co 115 
Copy Papers, In 167 
Corona Typewriter -.. 63 
Corry-Jamestown Mfg. Cp.141 
Crown Ribbon & Carb. Co..165 
D 
Darnell Corp , . 156 
Dawn Mfg. Corp., The 158 
Defiance Sales Corp 146 
Dick, A. B., Co... se Oe 
Dictaphone Sales Corp .142 
Doppelt, Chas., & Co .166 
Downey, C. L., Co . 169 
Dunham-Watson Co -174 
E 
Eagle Ottawa Leather Co..155 


Eaton Paper Corp oteeee- ae 


Ellingsworth Mfg. Co 161 
Elliott Address. Mach. Co 

jeekeseeeeehacenese 74, 97 
Elliott-Fisher..69, Back Cover 
Esterbrook Steel Pen Co..164 
Evansville Desk Co... 159 
Ever Ready Calendar Mfg 

Ce. «. 148 


through the journal. 
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Pas de Wes Ms couches 135 
Faber, Eberhard, Pencil 
ik enaceas « se 107 
ee: ee, Com, go wk ee 117 
Faultless Caster Corp.....153 
o> a Bee Giiccees 170 


Feldco Loose Leaf Corp...152 


Fibroin Stencil Corp...... 173 
Fulton Specialty Co....... 154 
@ 

Cae Bes Gack céceasba 163 
General Duplicator Corp.. .118 
General Fireproof Co....64, 5 
Globe-Wernicke Co. ...... 104 
Se ee, Din Gibbs cteeeed 168 
ee ee, Com, wn wcctnaset 123 
Guide System & Supp. Co..102 
H 
H. A. Ink Eradicator Co...174 
Hall-Welter Co. .......... 158 
Hanson Scale Co.......... 171 
Harriman-Welts Prod. Co.172 
Harter Corporation ...... 78 
Hellesoe, Hans H......... 171 
Heyer Corporation ...... 177 
Higgins, Chas. M., & Co...158 


High Point Bd. & Chr. Co..156 


ee 170 
Hotchkiss Sales Co 151 
I 
Imperial Desk Co... 148 
Imperial Mfg. Co......... 150 
Imperial Methods Co...... 138 
Indiana Desk Co...... 144 
Invincible Met. Furn. Co..127 
J 
Jasper Chair Co........ . 92 
Jasper Desk Co....cccess 151 
Jasper Office Furn. Co 147 
Jasper Seating Co .167 


zx 
Kahn, David, Inc.... ‘ 151 
Kellogg, Allyn W., Sales 
Ce 20nedsonsdtnnceveces 170 
Kilian Mfg. Corp.........160 
L 


Lackawanna Leather Co..159 
Loose Leaf Metals Co..... 
Lynn Paper Products Co..165 


Lyon Metal Prod., Inc 169 
M 
Majestic Lounge Co...... 126 
Manifold Supplies Co 62 
Markilo Co. ...... ee 
Markwell Mfg. Co........ 106 
Mashek, Frank, Co........ 155 
Meilicke Systems, Inc.....171 
Meilink Steel Safe Co.....133 
Melind, Louis, Co......... 173 
Metal Office Furn. Co...... 108 
Meyer & Wenthe.........172 
Mimeograph, The ........ 61 
Mitchell Binder Co.. 86S 
Mittag & Volger, Inc.....143 
Moore Push-Pin Co.... 172 
Munson Supply Co........ 164 
Murphy Chair Co..... .116 
N 
Nat’l Brief Case Mfg. Co..159 
Nat'l Business Show Co...124 


Nat'l Office Cushion Co....163 


Neidich Process Div......119 
Neva-Clog Prods., Inc...95, 6 
New Indiana Chair Co....144 
Niagara Duplicator Co....111 


°o 
Oxford Filing Supply Co.. 73 
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Pacific Cb. & Rib. Mfg. Co. 
Parrot Speed Fastener Cp.145 
Peerless Key Co., Inc..... 
Peerless Steel Eq. Co..... 94 
Pelouze Mfg. Co 
Perfect Rub. Seat Cush. Co,174 























or to replace the 


THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of 

dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways 
forms useful service, all without charge. 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have evidence of its proved value. Subscribers’ 
requests for catalogues to bring their files up to date, 
le in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers 


In the execution 


It answers by per- 


desirable agents and 


er- 
Subscribers 








They do, however, offer their services in resolving any disagreements which result from relations established 


Phillips Process Co — 
Precision Metal Workers. .167 
Progressive Mechanic. Cp.139 


Pronto File a oe a 
Pes Gn 6 6eW a ebeeeceees 166 
Q 
Quality Park Env. Co. 80 
R 
Regal Typewriter Co...... 132 


Reliable Tw. & A. M. Cp..172 
Rishel, J. K., Furn. Co... .156 
Rivet-O Mfg. Co.......... 175 


tockwell-Barnes Co. ..... 101 
Roosen, H. D., Co.... 171 
Rotospeed Co., The 35 
Royal Typewriter Co......176 

s 

Sanford Mfg. Co. or .130 
Schwab Safe Co., The .168 
Security Steel Equipment 

Ea idea seebecaawesenes 8&9 
Sengbusch S-C Inkstand 

CA eecdeseceucs 
Shaw-Walker Company... 71 
Sheaffer, W. A., Pen Co 120 
Sheppard, C. E., Co .143 
Sherman-Manson Mfg. Co.137 
a ee es 87 
Shipman-Ward Mfg. Co... 93 
Smith, Bradner & Co...... 152 


Smith, L 


C., & Cor.Tw.tInc. 63 
Speedex Co., 7 


The .173 


Speed Key Mfg. Co Teer 
Speed-O-Print Corp. ...90, 91 
Spencerian Pen Co........ 109 
Stein Brothers Mfg. Co...147 
St. Johns Table Co.... 163 
Storms, H. M., Co. . .139 
Stow & Davis Furn. Co... .103 


Sturgis Posture Chair Co..105 
Sundstrand...69, Back Cover 


Superior Type Co......... 31 
T 
Technygraph, The wot) 
Tell City Desk Co........162 


Toledo Metal Furn. Co.... 98 


Triner Scale & Mfg. Co....168 

Trussell Mfg. Co oeenee 

Turn-Table Sales Co...... 175 
Uv 


Underwood-Elliott-Fisher 


ee 69, 119, Back Cover 
Union Rubber & Asbestos 
Ce ccutheaseectecdeans 170 
U. S. Tw. Rib. Mfg. Co....171 
Vv 
Vail Manufacturing Co....121 
w 
Wabash Cabinet Co.... 129 
Wagemaker Co. ........ 160 
Walz, Geo. J. . .160 
Warshaw Mfg. Co 155 


Webster, F. S., Co 


Weeks, Frank A., Mfg. Co.173 
Weis Mfg. Co.. . 83, 4, 5, 6 
Wiggins, John B., Co......171 
Wonder Lock .. 170 


Y 


Yawman & Erbe Mfg. Co.. 99 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 


are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 


communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, 


Adding Machine Parts 


Ames Supply Co. .........6:. 70 
Cloyes Gear Works.......... 172 
Shipman-Ward Mfg. Co. ..... 3 
Adding Machine Rolls and Paper 
Lynn Paper Products Co..... 165 
Rockwell-Barnes Co. ........ 101 
Smith, Bradner, & Co. ...... 152 


Adding Machines 
Allen-Wales Add. Mach. Cp..175 
Sundstrand...... 69, Back Cover 
Adding Machines wy: 
Reliable Typewr. & A. 


COED. ccccccccccsecccseses 172 
Adding Machines, Rebuilt and Used 
Pes GE. caccccesececeseeas 166 

Reliable Ty pewr. & A. M. 
GO. sevcsccevcconceesces 172 


Adding Typewriters 
Underwood, E. F. 
GA; esaccneceon 69, Back Cover 
Addressing Machines 
Elliott Addressing Machines 
GE. anaccdsesesésoosoes 74, 97 
Adhesives 
(See Inks, Adhesives, etc.) 
Arch and Clipboards 


Globe-Wernicke Co. ......... 104 

Rockwell-Barnes Co. ........ 101 

Shaw-Walker Co. ........... 71 
Ash Trays, Office 

Defiance Sales Corp. ........ 146 

Precision Metal Workers..... 167 
Banker’s Note Cases 

Ase BiG GO. ceccceccecesecss 156 

General Fireproofing Co. ...64, 5 

Globe-Wernicke Co. ......... 104 


Billing Machines 
Underwood, E. 


Ti oeeseseoeve "69, Back Cover 
Binders, Catalog and Periodical 
Acco Products, Inc. ......... 82 
Aigner, G. F., CO. ccccccecees 164 
Mitchell Binder aaa. 5: 168 
Binders, Manuscript 
Ellingsworth Mfg. Co. ....... 161 
Binders, Permanent Storage 
Bankers Box Co. ......... 77, 79 
Binders, String 
Bankers Box Co. ......... 77, 79 
Biank Books 
Boorum & Pease Co. ........ 136 
Rockwell-Barnes Co. ........ 101 
Blotting Paper 
Smith, Bradner, & Co. .....152 
Blue Print and Plan File ee 
All-Steel-Equip. Co. ........1 52 
Art Metal Construction Co... 75 
BEE Te GI ke cscccccseses 156 
Browne-Morse Co. .......... 170 
Columbia Steel Equip. Co....115 
Corry-Jamestown Mfg. Corp..141 
General Fireproofing Co.....64, 5 
Globe-Wernicke Co. ......... 104 
Shaw-Walker Co., The....... 71 


Yawman and Erbe Mfg. Co.. 99 
Bond Boxes 


ES 6. wen esccacesvsn 156 
General Fireproofing Co....64, 5 
Globe-Wernicke Co. ......... 104 
Book Cases 
All-Steel-Equip. Co. ........152 
Be PE Bis. 6.04.3 saccades 140 
Art Metal Construction Co... 75 
Browne-Morse Co. ..... .-170 
Corry-Jamestown Mfg. C orp .141 
General Fireproofing Co. ...64, 5 
Globe-Wernicke Co. ......... 104 
Shaw-Walker Co. ........... 71 
Wabash Cabinet Co. ........ 129 
Weis Mfg. Co. 83, 4, 5, ¢ 
Yawman and Erbe Mfg Co.. 99 
Book Rings 


Adams, Henry T., Mfg. Co...172 


Bookkeeping Machines 
Underwood, E. 


Fs 69, Back Cover 
Box Letter Files 
C8 Oe 156 
Globe-Wernicke Co. ......... 104 
Rockwell-Barnes Co. ........ 101 
Wels Be. CO. ccocces 83, 4, 5, 6 
Brief and Zipper Cases 
Doppelt, Charles, & Co. ....166 
Mashek, Frank, Co. ......... 155 


National Brief Case =. Co. .159 
Stein Bros. Mfg. Co. ........ 147 


without obligation. 


Business Shows 

Nat’l Business Show Co. ....124 
Calculating Devices 

Meilicke Systems, Inc. ...... 17 

Reliable Tw. & A. M. Corp...17 
Calculating Machines 

Allen-Wales Add. & Mch. Cp.175 


— 


Sundstrand....... 69, Back Cover 
Calculating Machines, Used 

PUN ED cawcncionesceoes 166 

Reliable Tw. & A. M. Corp...172 


Carbon Papers 
(See Ribbons and Carbons) 


Card Cases, Social Security Reg. 


Feldco Loose Leaf Corp...... 152 
Card Index Boxes and Trays 
All-Steel-Equip. Co. ........ 152 
Art Metal Construction Co... 75 
BEG GE GR. 6cvccceesdsaves 156 
COMMOTION, GOR. ocncessccesses 174 
Columbia Steel Equip. Co....115 
Corry-Jamestown Mfg. Corp..141 
Globe-Wernicke Co. ......... 104 
Guide System & Supply Co...102 
Imperial Methods Co. ....... 138 
Invincible Metal Furn. Co....127 
Metal Office Furn. Co. ...... 108 
Security Steel Equipment Cp.. 89 
Shaw-Walker Co., The....... 71 
Warshaw Mfg. Co. ......... 155 
Wun Gee Gs decosss 83, 4, 5, 6 
Yawman and Erbe Mfg. Co.. 99 
Cash Boxes 
Pf 4 rrerrer 156 


General Fireproofing Co. ...64, 5 


Casters, Caster Bearings, Slides 
Bassick Company ........... 112 


tn Gh. baécene vaasned 156 
Faultless Caster Corp. ...... 153 
Kilian Mfg. Corp. ........... 160 
Celluloid Envelopes 
= 174 
Chair trons 
OO FY Sa 112 
Collier-Keyworth Co. ....... 76 
Chair Mats 
Globe-Wernicke Co. ......... 104 
Shipman-Ward Mfg. Co. .... 93 
Chairs 
Artility Metal Products, Inc.. 88 
CG. Gs en endndsendaes 174 
Gaeee wae. GA. sscscooeccas 163 
General Fireproofing Co. ...64, 5 
GG GO. banca ccna 04.5008 78 
High Point Bd. & Chair Co..156 
Jasper Chair Oo. ....ccccces 92 
Jasper Seating Co. .......... 167 
Lyon Metal Products, Inc....169 
Majestic Lounge Co. ........ 126 
Murphy Chair Co. .......... 116 
New Indiana Chair Co. ..... 144 
Sturgis Posture Chair Co....105 
Toledo Metal Furn. Co. ..... 98 
Chairs, Folding 
eC, ncndcdans deed 163 


Lyon Metal Products, Inc... .169 


Chairs (Posture) 
Artility Metal Products, Inc.. 88 


Gaeee Bee. GOA. ostecenscssas ai 
General Fireproofing Co. 5 
Geer TEM. ot ccccseircnnce "78 


High Point Bd. & Chair Co. a 
eer TG GA, os enesesson 8 

Jasper Seating Co. .......... 187 
Sturgis Posture Chair Co....105 
Toledo Metal Furniture Co... 98 


Check Protectors and Writers 


eS rr 158 
Check Protectors & Writers, Used 
Pee ML. o2se sweden nusanas 166 


Reliable Tw. & A. M. Corp..172 
Checks, Stamped Metal 


Meyer and Wenthe.......... 172 
Coin Bags, Trays and Wrappers 

Pf lk ae 156 

Demney, CG. b., GO. ccvceess 159 
Copyholders 

Acco Products, Inc. ......... 82 

Dawn Mfg. Corp., The....... 158 
Crayon 

Markwell Mfg. Co. .......... 106 


Cushions and Pads, Chair 
National Office Cushion Co. ..163 
Perfect Rubber Seat Cushion 

SA cesvescceéusdeeseseceer 174 


Shipman-Ward Mfg. Co. .... 


Cuspidor Mats 


Shipman-Ward Mfg. Co. .... 


Cuspidors 


Pgs eer ers 


Dating Stamps 


Amer. Number. Mach. Co.... 


Fulton Specialty Co. ...... 

Melind, Louis, Co. ....... 

Meyer & Wenthe.......... 

Rivet-O-Mfg. Co. ......... 

Superior Type Co. ........ 
Desk Calendar Pads 


Defiance Sales Corp. ....... 


.-148 
. 173 


ow Ready Calendar Mfg. 


Weeks, Frank A., Mfg. Co.. 
Desk Lamps, Electric 


Calvert Lamp Co. ......... 
Pats Bee GA 6evecovces 
Geekes Bee GA. cece sesescs 


Desk Pads 
Ai, GS. Bus Gie 06 cencce 
Desk Pending-Letters Holders 
Acco Products, Inc. ...... 
Desk Pen & Ink Sets 
a 8S. C., Inkstand 


Desk Trays 
Aignat, G. dos GR. 6s 0%0000 


Art Metal Construction Co. 


Ast Gieet Oa., BOS. <siviccecce 


-156 


-146 


..100 


.-164 
Automatic File & Index Co... 


Corry-Jamestown Mfg. One, 141 


General Fireproofing Co. 64, 5 
Globe-Wernicke Co. ......... lod 
Imperial Methods Co. ....... 138 
Shaw-Walker Co. ........... 71 
Weis Mfg. Co. ....... 83, 4, 5, 6 
Yawman & Erbe Mfg. Co.... 99 
Desk Work Distributors 
Dae TE I, 24 0044s bi caccas 156 
Bristow, Stanley R. ......... 170 
Globe-Wernicke Co. ......... 104 
Lyon Metal Products, Inc. 169 
Weis Mfg. Co. 0088, nm 6 
Desks 
Abn: Dt GU, casicndecseess 140 


Art Metal Construction Co. 


Automatic File & Index Co. “a 
Browne-Morse Co. .......... 

Cameget, Gis 2.0<0 ct0cce0eed i74 
Columbia Steel Equip. Co....115 
Corry-Jamestown Mfg. Corp. -141 
Evansville Desk Co. ........ 159 
General Fireproofing Co..... 64, 5 
Globe-Wernicke Co. ...... -+-104 
Imperial Desk Co. .......... 148 
Indiana Desk Co. ........... 144 
Invincible Metal Furn. Co... .127 
Jasper Desk Ce. ..cscccccece 151 
Jasper Office Furniture Co...147 
Metal Office Furniture Co. 108 
Rishel, J. K., Furniture Co. 156 
Security Steel Equip. Cp..... 89 
Shaw-Walker Co., The....... 71 
Stow & Davis Furn. Co. ....103 
Tell City Desk Co. ......... 162 
Wagemaker Co. ............. 160 
Weis Mfg. Co. ....... 83, 5, 6 
Yawman and Erbe Mfg. co. . 99 

Dictation Machines 
Dictaphone Sales Corp. ...... 142 


Duplicating Machines 


Autmtc. Mastergraph Dpl. Co. as 
1 


DGGE, A. Mon Sik. nsonndsas-ese 

Elliott Address Mach. Co..74, 97 
General Duplicator Corp..... 118 
Heyer Corporation, The...... 177 
Mimeograph, The ........... 61 
Niagara Duplicator Co. ..... 111 
SE rere 175 
Rotospeed Co., The.......... 135 


Shipman-Ward Mfg. Co. 


Smith, L. C., & Corona Tws. 63 


Speed-O-Print Corporation .90, 91 


Duplicating Machines, Used 


Peet. GO... .dcacccctcecn ctese 


Duplicating Machine Supplies 


Columbia Rib. & Carb. Co... 


Copy Papers, Inc. ......... 


Diem, A. B., GO. scccccccces 


-166 


Fibroin Stencil Corp. ....... 173 
General Duplicator Corp. ....118 
Heyer ye ny . ro 177 
Manifold ‘“™ -¥ GBs ceceus 62 
Mimeograph, The ........... 61 
Mittag & Volger, Inc. ...... 143 
Niagara Duplicator Co. .....111 
MOCSeR, TH. Wis. Gs cocececes 171 
Rotospeed Od. Babes cecccess 135 
Shipman-Ward Mfg. Co. .... 93 


Smith, L. C., & Corona Tws. 63 

Speed-0- Print Corporation .90, 4. 

Technygraph, The .......... 114 
Engraving, Copper Plate 

Wiggins, The John B., Co....171 
Envelopes 

Globe-Wernicke Co. ......... 104 

Quality Park Envelope Co.... 80 


Envelopes, Celluloid 


Bache Od... vice cscs ccntmeces 174 
Eradicators, Ink 

H. A. Ink Eradicator Co..... 174 

Heyer Corporation, The...... 177 

Sanford Mfg. Co. ......... . -130 
Erasers, Rubber 

Blaisdell Pencil Co. ........155 

Paner, B. Wee GR. cvvceseee 135 

Faber, Eberhard, Pencil Co...107 
Exhibitions 

Nat’l Business Show Co. ....124 
Expense Books 

Beach Publishing Co. ....... 171 
Eyelets & Eyelet Fasteners 

mates Geek: Gas. be cvccddudeus 125 

Markwell Mfg. Co. .......... 106 

Rivet-O-Mfg. Co. ......see0s 175 
File Boxes, Collapsible Corrug. 

Bankers Box Co. ......... 77, 79 

Barkley, C. L., & Co. ...... 162 

Globe-Wernicke Co. ......... 104 

Guide System & Supply Co..102 

Oxford Filing Supply Co..... 73 

Pronto File Corp. .......... 68 

Weis Mfg. Co. ....... 83, 4, 5, 6 


File Boxes, Metal 
Art Metal Construction Co... 75 


Ast Gieds Gk save cus cvsveses 156 
Corry-Jamestown Mfg. Corp. .141 
Pronto File Corp. .......... 68 
Rockwell-Barnes Co. ........ 101 
Filing Cab. Ball & Roller Bearings 
Kilian Mfg. Corp. .......... 160 
Filing Cabinets, Metal 
All-Steel-Equip. Co. ....... 152 
Art Metal Construction Co.... 75 
Bae GER GH vo cceeenyesves 156 
Automatic File & Index Co...110 
Browne-Morse Co. .......... 170 
Camas, Gab. «oo censccceved 174 
Columbia Steel Equip. Co....115 
Corry-Jamestown Mfg. Corp. Bee 
General Fireproofing Co..... 64, 
Globe-Wernicke Co. ......... ios 


Invincible Metal Furn. Co....127 
Metal Office Furniture Co. ...108 
Peerless Steel Equipm. Co... 94 


Pronto File Corp. .......... 68 
Security Steel Equip. Cp..... 89 
Shaw-Walker Co., The....... 71 


Yawman and Erbe Mfg. Co... 99 
Filing Cabinets, Wood 


Globe-Wernicke Co. ......... 104 
Imperial Methods Co. ....... 138 
Wageete Gs de acctnectse 160 
Wale. Bh. es -ccewnrs 83, 4, 5, 6 


Yawman and Erbe Mfg. Co.. 99 
Filing Supplies 


Acco Products, Bay oectseue 82 
Aigner, G. Bic GOs cvcccseves 164 
Art voy Ceinstruction Co. 75 
Barkley, C. L., & Co........ "162 
Browne-Morse Co. .......... 170 
Camenem, GH. coccccctctesce 174 


Corry-Jamestown Mfg. Corp. .141 
General Fireproofing Co... ane 


Globe-Wernicke Co. ......... 104 
Guide System & Supply Co. ho 
Imperial Methods Co. ....... 

Metal Office Furniture Co. .. ‘les 
Oxford Filing Supply Co..... 73 
Parrot 8 Fastener Corp. .145 


THE CLASSIFICATIONS 
continued on page 6. 








THE CLASSIFICATIONS 
continued from page 5 


Pronto File Corp. .... coe 
Quality Park Envelope Co... 80 


Rockwell-Barnes Co. ........ 101 

Shaw-Walker Co., The 71 

Wabash Cabinet Co . -129 

Wagemaker Co. ..... ees 

Warshaw Mfg. Co. .......... 155 

Weis Mfg. Co. ... .83, 4, 5, 6 

Yawman and Erbe Mfg. Co.. 99 
Folders (See Filing Supplies) 
Folders, Presentation 

Ellingsworth Mfg. Co. ...... 161 
Fountain Pens 

Autopoint Company ......... 161 

Esterbrook Steel Pen Co.....164 

Kahn, David, Inc. .......... 151 

Sheaffer, W. A., Pen Co..... 120 
Gummed Cloth op 

Gent, Gee. B., GO. ccccccccce 168 

Warshaw Mfg. Co Sees 
index Card Signals 

& ae 168 
index Tabs 

ee, Ge ee GO, occccrcccenee 

Barkley, C. L., & Co. ....... 162 

Cee COED. ccccccccoses 172 

Globe-Wernicke Co. ......... 104 


Guide System & Supply Co...102 
Markilo Co. 
Shaw-Walker Co., The. 


inks, Adhesives, Etc. 


Harriman-Welts Prod. Co....172 
Higgins, Chas. M., & Co .158 
Melind, Louis, Co. .......... 17% 
Rivet-O-Mfg. Co. .......e0+:; 175 
Sanford Mfg. Co. ........... 130 
Sheaffer, W. A., Pen Mfg. Co.128 
Superior Type Co. .......... 131 


Union Rubber & Asbestos Co.170 


Inkstands 
Defiance Sales Corp 
Sengbusch S-C Inkstand Co..100 
Weeks, Frank A., Mfg. Co....173 


Leads for Mechanical Pencils 
Autopoint Company ......... 161 


Dea 2k, Wee EE coeccecces 135 

Sheaffer, W. A., Pen Co.....120 
Leather Goods 

Doppelt, Charles, & Co...... 166 

Feldco Loose Leaf Corp. ....152 

Mashek, Frank, Co. ........155 


National Brief Case Mfg. Co.159 
Stein Bros. Mfg. Co 14 


Leather Upholstered Furniture 


Bright Chair Co. ............152 

Seamer Chal? CO. .ccccccsess 92 

Majestic Lounge Co. ........126 
Leathers, Upholstering 

Eagle Ottawa Leather Co. ...155 

Lackawanna Leather Co. ....159 
Letter Trays (See Desk Trays) 
Letterheads 


Wiggins, The John B., Co....171 


Library Equipment 
All-Steel-Equip. Co 
Art Metal Construction Co... 75 
Art Steel Co 1! 
Corry-Jamestown Mfg. Corp.. “a 
General Fireproofing Co... 64 
Globe-Wernicke Co 
Security Steel Equipm. Cp... 89 
Shaw-Walker Co., The....... 71 


Lockers and Storage Cabinets 


All-Steel-Equip. Co. ........ 152 
Art Metal Construction Co... 75 
Dt Ch, «on secceceeees 156 
Browne-Morse Co. .......... 170 
Corry-Jamestown Mfg. Corp.. ath 
General Fireproofing Co Ne 


Globe-Wernicke Co 
Invincible Metal Furn. Co...127 
Lyon Metal Products, Inc... .169 
Metal Office Furniture Co... .108 
Security Steel Equipm. Cp... 89 
Shaw-Walker Co., The....... 71 
Yawman and Erbe Mfg. Co... 99 


Locks, Desk, Showcase, Ete. 
Wonder Lock 


Loose Leaf Books and Systems 
Adams, Henry T., Mfg. Co...172 


Be, Ge. Gis Gs crecocceces 164 
Boorum & Pease Co. ....... 136 
i MT acenaeese sant 170 
Feldco Loose Leaf Corp. ....152 
Sheppard, The C. E. Co...... 143 
Sees Ee GR cccccseces 167 


Loose Leaf Envelopes, Celluloid — 
Markilo Co. 


Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co...172 


Loose Leaf Metals Co. ......164 
Mall Distributors 

Bristow, Stanley R. ........ 170 

Globe-Wernicke Co. ..... 104 


Manufacturing Rights, U. S. ra 
oo f 


Map 
Tome Card System Co. ..... 120 
Map Tacks 
Graff, George B., Co. ....... 168 
Moore Push-Pin Co. ........ 172 


Matched Office Suites 
Art Metal Construction Co... 


General Fireproofing Co....64, 5 

Globe-Wernicke Co. ......... 104 

Stow & Davis Furn. Co...... 103 
Memorandum Books 

Boorum & Pease Co. ........136 

Rockwell-Barnes Co. ........ 101 

Trussell Mfg. Co. ........... 167 
Memorandum Devices 

Acme Card System Co. ......120 

Pees He, GA cocccccecsees 125 

Bristow, Stanley R. ......... 170 
Mending Tape 

Warshaw Mfg. Co. ......... 155 
Moisteners 

Better Packages, Inc......... 170 

Kellogg, Allyn W., Sales Co. .170 

Rivet-O-Mfg. Co. ..........-- 175 


Sengbusch S-C Inkstand Co..100 


Numbering Machines 
— Numbering Mach 


bebe Caen eee oecceses 144 

aan tt wi cehsesnuenked 125 
Office Partitions and Railings 

Globe-Wernicke Co. ......... 104 
Pads, Figuring 

Boorum & Pease Co. ........136 

Rockwell-Barnes Co. ...... 101 
Paper 

Eaton Paper Corp. ......... 81 

Rockwell-Barnes Co. ........ 101 

Smith, Bradner, & Co. ......152 


Paper Clamps 
Acco Products, Inc 
Esterbrook Steel Pen Mfg. Co 184 


Paper Clips 
Aceo Products, Inc. ........ 82 
Defiance Sales Corp. ........ 146 
Fulton Specialty Co. ........ 154 
Graff, George R., Co. ........ 168 


Parrot Speed Fastener Corp..145 


Vall Manufacturing Co. ..... 121 
Paper Fastening Machines 
Ace Fastener Corp. ......... 72 
Acme Staple Co. ..........- 173 
Dy PC sheen cescseee 25 
CR TNE. ceenccecaceses 174 
Hotchkiss Sales Co. ........ 151 
Markwell Mfg. Co. .......... 106 


Neva-Clog Products, Inc. ...95, 6 

Parrot Speed Fastener Corp. .145 

Progressive Mechanical Cp. ..139 
Paste (See Inks, Adhesives, Etc.) 
Pencil Sharpeners 


Graff, George B., Co. ....... 168 
Pencils, Wood Cased Lead 
i ih Wes Me bancceece 135 


Faber, Eberhard, Pencil Co...107 
Pencils, Mechanical 


Autopoint Company ........ 161 

Esterbrook Steel Pen Co..... 164 

Dh es M cesnceeees 151 

Sheaffer, W. A., Pen Co..... 120 
Pencils, Paper Wound 

Blaisdell Pencil Co. ........ 155 
Pens 

Esterbrook Steel Pen Co. ....164 


Sengbusch 8-C Inkstand Co..100 
Spencerian Pen Co. 09 


Picture Hooks 

Moore Push-Pin Co. 
Pins and Pin Containers 

Vail Manufacturing Co. .....121 


Platens, Typewriter 
American Writing Mach. Co.. 67 


Be TE GE. co oceccccose 70 

Shipman-Ward Mfg. Co...... 93 
Postal Scales 

Borg, George, Corp. ........-. 174 

Hanson Scale Co. ........... 171 

Pelouze Mfg. Co. .........+.- 173 

Shipman-Ward Mfg. Co. .... 93 

Triner Scale & Mfg. Co...... 168 
Price & Sign Markers 

Hellesoe, Hans H. .......... 171 

Superior Type Co. .......... 131 
Punches 

Acco Products, Inc. ........ 82 

OGNS Tee. GA. cocscccccccse 125 

Boorum & Pease Co. ....... 136 

Defiance Sales Corp. ........ 146 

Globe-Wernicke Co. ......... 104 

Mitchell Binder Co. ........ 168 
Push Pins 

Moore Push-Pin Co. ........ 172 
Ribbons and Carbons 

Be ae Gs waa ceoccnasuces 169 

Ames Supply Co. ........... 70 


Buckeye Ribbon & Carbon Co.134 


Codo Mfg. Corp 
Columbia R. & "e. Mfg. Co. 66 
Crown Ribbon & on Co. ...165 


Imperial Mfg. Co. .......... 150 
Manifold eneties Ge sesace 62 
Mittag & Volger, Inc. ....... 143 
Neidich Process Div......... 119 
Pacific Carbon & Ribbon Co.15 
Phillips Process Co. ........ 16 63 
Royal Typewr. Co., Inc...... 176 
Shipman-Ward Mfg GPicenes 93 
Smith, L. C., & Corona Tws. 63 
Spencerian Pen Co. ......... 109 
Sh Mh, Meg GU os ccneses 139 
Underwood, 

eee 69, 119, Back Cover 
U. 8S. Typewriter Rib. Mfg 

Ch. ucesdsctenéseecwne cee 171 
Webster, Bs Gig Ge cvccccece 2 

Rubber Bands 

de Was BO. Seswccees 135 


Shipman-Ward Mfg. Co. .... 93 
Rubber Stamps 

Bankers & Merchants St. Wks.149 

Melind, Louis, Co 

Meyer & Wenthe............ 172 
Rubber Type Outfits 

Fulton Specialty Co 

Hellesoe, Hans H 
Safes 

Art Metal Construction Co... 75 

General Fireproofing Co. ... 


64, 5 
Globe-Wernicke Co. ......... 104 
TED, cnencssecedsons 170 
Meilink Steel Safe Co. ...... 133 
Schwab Safe Co., The....... 168 
Security Steel Equipm. Cp... 89 
Shaw-Walker Co., The....... 71 
Yawman and Erbe Mfg. Co... 99 

Scrapbooks 

Globe-Wernicke Co. ......... 104 
Wee Ge GB. wcccces $3, 4, 5, 6 


Secretary Desks 
Art Metal Construction Co... 75 
General Fireproofing Co. ...64, 5 


Globe-Wernicke Co. ......... 104 

Wabash Cabinet Co. ........ 129 
Shelving 

All-Steel-Equip. Co. .. ret) 

Art Metal Construction Co... 75 

bon wae eae sae 156 

Browne-Morse Co. .......... 170 


Corry-Jamestown Mfg. Corp..141 
General Fireproofing Co. ...64, 5 
Globe-Wernicke Co. 
Invincible Metal Furn. Co....127 
Lyon Metal Products, Inc... .169 


Security Steel Equipm. C D.. “oa 
Smoking Stands, Office 

Precision Metal Workers..... 167 
Stamp Pads 

SE TM, ccacéueceshes 125 

Fulton Specialty Co. ........ 154 

Melind, Louis, Co. .......... 173 

Meyer & Wenthe............ 172 

ee GE nc ticvecsds 175 

Rockwell-Barnes Co. ........ 101 

Superior Type Co. .......... 131 


Stands for Office Machines 
All-Steel-Equip. Co. ........ 152 
ji |) a apaeeeseee 156 
Corry-Jamestown Mfg. a oe 
General Fireproofing Co... .64, 

1 


Globe-Wernicke Co. ......... 04 
PT SE éceewntscoedand 78 
.. , eee 166 


Sherman-Manson Mfg. Co....137 
Shipman-Ward Mfg. Co...... 93 
Sturgis Posture Chair Co.....105 
Toledo Metal Furniture Co... 98 


Staple Extractors 
Ace Fastener Corp. ......... 72 


Markwell Mfg. Co. .......... 106 
Staples and Stapling Machines 

Ace Fastener Corp. ......... 72 

Acme Staple Co. ........... 173 

SE TL, gebudciccecces 174 

Hotchkiss Sales Co. ........ 151 

Marmwert Bite. Co. ..cccccce 106 


Neva-Clog Products, Inc. ...95, 6 
Parrot Speed Fastener Corp..145 
Vail Manufacturing Co. ..... 121 


Stationery, Engraved, aimee. 
Wiggins, The John B., Co 171 


Stationery, Wholesale 
Weeks, Frank A., Mfg. Co...173 


Stenographers’ Note Books 


Rockwell-Barnes Co. ........ 101 
Storage and Transfer Cases 
All-Steel-Equip. Co. ........ 152 
Art Metal Construction Co... 75 
Be Te oc cosecescoesa 156 
Bankers Box Co. ........ 77, 79 
Barkley, C. L., & Co. ...... 162 
Browne-Morse Co. .......... 170 


Columbia Steel Equip. Co....115 
Corry-Jamestown Mfg. C orp.. we 
General Fireproofing Co. .. 64, 

Globe-Wernicke Co. ......... 1o4 





OFFICE APPLIANCES 


Guide System & Supply Co...102 
Imperial Methods Co. 38 
Invincible Metal Furn. Co....127 
Metal Office Furniture Co... .108 
Oxford Filing Supply Co. ... 7: 
Peerless Steel Equipment Co. 94 
Pronto File Corp 
Rockwell-Barnes Co 
Security Steel Equipm. Cp... 89 
Shaw-Walker Co., The....... 71 
Weis Mfg. Co. ....... 83, 4, 5, 6 
Yawman and Erbe Mfg. Co.. 99 


Strong Boxes, Fire Protected 


Meilink Steel Safe Co. ...... 133 

 — "fee 160 
Swinging Typewriter Stands 

Globe-Wernicke Co. ......... 10 

Wee BEM. GO. ccc ccccl 4, 5,6 
Tables 


Art Metal Construction Co... 75 


Pn a <ceégensencanen 156 
Browne-Morse Co. .......... 170 
Corry-Jamestown Mfg. Corp..141 
General Fireproofing Co. ...64, 5 
Globe-Wernicke Co. ....... .104 
Lyon Metal Products, Inc....169 
Shaw-Walker Co., The....... 71 
St. Johns Table Co. ........ 163 
Telephone Accessories 
>) S Sa 125 
Meilicke Systems, Inc. ...... 171 
Sanford Mfg. Co. ........... 130 
Speedex Co., The............ 173 
Telephone Stands 
Art Metal Construction Co... 75 
Se Se nA che eeaccese Ks 156 
General Fireproofing Co. ...64, 5 
Globe-Wernicke Co. ......... 104 


Shaw-Walker Co 71 
Yawman and Erbe Mfg. Co... 99 


Thumb Tacks 


Graff, George B., Co. ....... 168 
Moore Push-Pin Co. ........ 172 
Vail Manufacturing Co. ..... 121 


Type, Typewriter 
American Writing Machine Co. 67 
Ames Supply Co 7 
Shipman-Ward Mfg. Co. ..... 93 


Typewriter Cleaning Material 
American Writing Machine Co. 67 
Clarotype Co. 
Mittag & Volger, Inc 
Parrot Speed Fastener Corp..145 
Rivet-O Mfg. Co 7 
Sanford Mfg. Co 
Shipman-Ward Mfg. Co 
WO, We Wis WR eéscccess 2 


Typewriter Cushion Keys 
Munson Supply Co. .... 1 
Parrot Speed Fastener Corp. 14: 
Peerless Key Co 11 
Shipman-Ward Mfg. Co. .... 9% 
Speed Key Mfg. Co 


Typewriter Cushion Knobs 
and Bases 
American Writing Machine Co. 67 
Ames Supply Co. 
Peerless Key Co 
Shipman-Ward Mfg. Co. .... 93 
Typewriter Display Tables 
Turn-Table Sales Co. 


Typewriter Parts and Tools 
American Writing Machine Co. 67 


Aenean TE DO. oo cc cccacss 70 

Shipman-Ward Mfg. Co. ..... 93 
Typewriters, Mfrs. of 

Corona Typewriter .......... 63 

Royal Typewriter Co. ....... 176 


Smith, L. C., & Corona Tws. 63 
U nderwood, 
he Maseeced 69, 119, Back Cover 


Typewriters, Rebuilt and Used 
American Writing Machine Co. 67 
Pruitt Co 
Regal Typewriter Co 
Reliable Tw. & A. M. Corp...17 
Shipman-Ward Mfg. Co. : $3 


Visible Systems Equipment 
Acme Card System Co........ 128 
Aigner, G. J., Co 
Art Metal Construction Co... 75 
Automatic File & Index Co..110 


Boorum & Pease Co. ........ 136 
Globe-Wernicke Co. ......... 104 
Shaw-Walker Co. ........... 71 


Sheppard, C. E., Co 1 
Yawman and Erbe Mfg. Co.. 99 


Waste Baskets 


American Can Co. .......... 122 
BOG Gee TE. ce weccesccctss 156 
Cameron, Cal. ....ccccccess 174 
Cleveland Container Co. ....140 
Corry-Jamestown Mfg. a .141 
General Fireproofing Co. ...64, 5 
Globe-Wernicke Co. ......... 104 
Metal Office Furniture Co....108 
Shaw-Walker Co., The....... 71 








FEBRUARY, 1937 


WANTS AND LOR SALE 


The rate for classified advertisements is eight cents a word, minimum charge, $1.60. 


SITUATIONS WANTED 


BUSINESS OPPORTUNITIES 





SITUATION WANTED—STENCIL PAPER FOR DUPLICATORS — 
te 43 YEARS OLD, EXECUTIVE POSITION ABROAD AND 
IN U. A., EXPERIENCE OF 14 CONSECUTIVE YEARS WITH 
LEADING FIRMS IN MANUFACTURING, PRODUCTION CONTROL, 
SCIENTIFIC RESEARCH AND DEVELOPMENT OF WR ag 
i AND PROTEIN STENCIL PAPER AND ALL ALLIED PROD- 
ucT: rt sy eS FAMILIAR WITH METHODS AND PROCESSES 
INVOLVED. AS WELL AS MACHINERY REQUIRED FOR PRO ars. 
TION. DEFINITE IDEAS ABOUT ADDRESSOGRAPH STENCIL 
EXPERIENCE IN MANUFACTURING OF CARBON PAPER, ADDRESS 
B-222, CARE OFFICE APPLIANCES, CHICAGO, 


SUCCESSFUL OFFICE MACHINE BUSINESS, leading in sales in its 
territory, offered for sale as whole or part. Purchaser must be able 
to make moderate cash investment, must be Ay executive, At. 
and mechanic. This business established ye ouaer in 1910 
handles standard and portable typewriters, adding and dictating ma- 
chines. Aggressive advertising methods and first class service have made 
it largest in Tennessee Valley area. 1936 net over $7,000. Large rental 
and repair business, well known trademark. Owner now fifty- five, wants 
younger man capable of gradually taking over management. Must have 
A-1 references, habits, health. Send full information, which will be 
kept strictly confidential to O-163, care Office Appliances, Chicago. 





SALESMAN with twelve years loose leaf experience, six years selling 
to dealers, six years in a direct organization, is open for new connection. 
Besides loose leaf has had experience in files and is qualified to sell al- 
most any article of commercial stationery. Accustomed to building up 
to attractive volume. Desires to hear from manufacturers of loose leaf 
files or office devices. Can start a new connection on short notice. 
Address B-220, care Office Appliances, Chicago. 





SALESMAN with eight years experience with leading commercial sta- 
tioner desires to contact manufacturer with view to calling upon station- 
ery trade. Training and experience have made him thoroughly familiar 
with pens and pencils, loose leaf, filing supplies and practically every- 
thing else used in an office except machines. Sole reason for seeking 
change is to provide better opportunity for advancement as ability is 
demonstrated. Good record, good references. Address B-221, care Of- 
fice Appliances, Chicago. 





PROGRESSIVE Chicago salesman wants to represent alert reliable man- 
ufacturer of some office equipment specialty, as dealer or sales agent. A 
college graduate with ten years’ experience in this field. Well trained 
in files, furniture, shelving, contract work, also other lines. Qualified 
for furniture, machines or supply representation. Has led sales force 
in volume in two previous connections. Interested only in permanent, 
highgrade proposition. Address B-227, care Office Appliances, Chicago. 





FILING CABINET SALESMAN, producer and manager desires to re- 
turn to industry after a few years in other fields. Has excellent record 
in files, also shelving, desks and related lines. Will travel for manu- 
facturer, operate branch office or manage furniture department for 
established retailer. In any connection will expect to do active, creative 
selling. A demonstrated producer. Interested in furniture, filing sup- 
plies or other office lines sold through dealers. Address B-226, care 
Office Appliances, Chicago. 





HIGH GRADE MECHANIC on typewriters and other office machines is 
open for new connection, preferably in the East. Excellent record in 
this country, also abroad, as service man for large American industrial 
concern. Would like to hear from dealer, branch office or manufacturer, 
or large user maintaining own service department. Address B-218, care 
Office Appliances, Chicago. 





BURROUGHS’ TRAINED Adding Machine Mechanic—14 years experi- 
ence, including Burroughs and Independent Companies. Would be inter- 
ested in making connections with Independent Company Specializing in 
Burroughs Service. Address B-217, care Office Appliances, Chicago. 








SALESMEN WANTED 





WANTED TO INVEST: Business man will be glad to consider oppor- 
tunity for investment in small manufacturing company catering to the 
field of office uipment or supplies. Prefer concern with article of 
genuine merit which may need a little more = for proper market 
development. Send particulars to O-162, care Office Appliances, Chicago. 








REPRESENTATIVES AVAILABLE 





CANADIAN MANUFACTURER with intimate connections with the 
stationery trade from coast to coast is in ve favorable position to 
handle some stationery line made in the United States non-competitive 
with its own. At present specializes on filing supplies. In_a position 
to handle almost any line that is sold through stationers. Has organi- 
zation which has established fine record through aggressive, intelligent 
sales effort. Address B-219, care Office Appliances, Chicago. 





MANUFACTURER AND SALES AGENT with warehouse in San Fran- 
cisco is equipped to handle an additional stationery or office supply 
line. Covers west coast territo thoroughly and frequently. Business 
established for many years. Will consider any article of merit sold 
through stationery stores. Address B-223, care Office Appliances, Chi- 
cago. 





PACIFIC COAST Sales Organization with warehouse in San Francisco 
and organization covering group of Western states has capacity for an 
additional line to be sold co dealers. Present line includes daters, num- 
bering machines, stamp gee s and similar articles. Has close contact 
with important dealers. lad to consider any article of merit not com- 
peting with present lines. Have ‘unusual facilities for giving good rep- 
resentation. Address B-225, care Office Appliances, Chicago. 





MANUFACTURER'S Copertuniiy | Well established and financed sales 
organization. Now carrying three high quality office appliance special- 
ties. Expert mechanical force. Seek additional item for sale or service. 
Direct sales in Metropolitan New York and dealer coverage throughout 
the world. Address Box B-224, care Office Appliances, 1601 Pershing 
Square Bidg., New York, N. Y. 








REPRESENTATIVES WANTED 





IF YOU SELL DIRECT to offices, you can sell our high grade Ty 
writer S$ ialty profitably. Liberal profit on each sale. Pfotection 
given. uickly becomes a major line. Write for details, giving terri- 
tory you cover, Address 0-164, care Office Appliances, Chicago. 








AND OFFICE MACHINE SALESMEN to 
qualify for Agency and District Managers. Training given in Seattle— 
Portland—San Francisco and Los Angeles branches. Drawing ~~ 
may be arranged, but employment based on straight commission. 

need several key men. Our managers and salesmen are making better 
than average money. Give complete past experience and history. Must 
xive bond. Write in confidence Wm. Tonkin, Western Sales Manager, 
Victor Adding Machine Co., 1148 South Hill St., Los Angeles. 


EXPERIENCED ADDING 


SALES LETTERS 





LETTERS WILL BUILD SALES: For years I have built letters that pul! 
sales. You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping. Particulars on request. 
Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, N. Mex. 





SALESMAN WANTED—Excellent opportunity and proposition for ag- 
gressive hard working salesman who desires to better himself and be- 
come established with large, old established manufacturer of zipper port- 
folios, ring binders, envelopes, etc., in Middlewest territory. Well estab- 
lished accounts. Give full history. Address O-159, care Office Appli- 
ances, Chicago. 





SALESMEN—An old established and nationally known manufacturer 
of modern zipper brief cases, portfolios and ring binders has the north- 
western as well as the New England territory open for two high grade 
sales representatives with successful records. Give full information. 


Address O-160, care Office Appliances, Chicago. 





OFFICE FURNITURE SALESMAN WANTED to represent leading chair 
manufacturer in Missouri, Nebraska, Minnesota and the Dakotas. Pre- 
fer someone who has had wide experience. Commission payment. A 
good opportunity for someone properly qualified. Address O-161, care 
Office Appliances, Chicago. 








FOUNTAIN PEN REPAIRING 





ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904. 


Standard prices—regular trade discount. All work guaranteed. Prompt 
service. end all makes to one place—saves postage and time. Send a 
trial package today. Welty Pen e Repair Co., 38 8. State St., Chicago. 








FOR SALE AND WANTED TO BUY 





MACHINES—Burroughs—Moon Hopkins—Adding 


ELLIOTT FISHER ] 
ce Appliance 


Machines—Addressographs—bought and sold. Chicago O 
Co., 533 8. Dearborn, Chicago. 





ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs 
and Monroe Calculators, Typewriters, and ail office machines 4 
and sold. Teeter-Warsh Co., 309 W. Kilbourn Ave., Milwaukee, 





ADDING MACHINE PARTS, TYPE, ETC. 





‘37-38 YEAR TYPE—SPECIAL CHARACTER TYPE made to order— 
Orders filled promptly—Send your old type with order—Adding Machine 
ee oe Machine Ribbons. I. A. Dehn, Jr., 1450 102d 
Ave., Oakland, Calif 


A LEADING MANUFACTURER of ribbons and carbons is expanding 
its entire United — sales force. Additional dealers, distributors 
and salesmen must added. Write immediately for our proposition. 
Address O-158, care pe oimice Appliances, 1601 Pershing Square Bidg., 
New York, N. Y. 


FOR SALE AND WANTED TO BUY—Continued on page 8 











FOR SALE AND WANTED TO BUY—Continued from page 7 


machines all office 


ELLIOTT-FISHER machines, typewriters, er, 
ompany, 434 Caswell 


equipment, bought and sold. Ww Crowley 
Bidg.. Milwaukee, Wisconsin. 


Universal and At 


Complete with transmission, 
1004 


BURROUGHS MOTORS 


for all setyle machines Adding Machine Sales & Service Co. 
Superior Ave Cleveland, O 

ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, Sealers 
Folders, Typewriters, Adding Machines. Write for FREE Money Mak 
ing Cireular. Pruitt, 527 Pruitt Bidg., Chicago 























APPLIANCES 


OFFICE 


SUPPLIES 
Write us. 


headquarters machines 


Dit rAPHONES, EDLPHONES, 
Chicage Dictating Machine 


wught, sold—Wholesale, Retail- 
Co., 19 S. Wells St., Chicago. 


and type- 
money. 


Duplicator inks 
Write us, save 


MULTIGRAPH RIBBONS re-manufactured. 
writer ribbons. Established over ten years. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 


$22.00 each in lots of six or 
sizes invited. 700 renewed 
New York City. 


SAF ES—National—renewed 26x18x18” 
more while they last. Inquiries for other 
safes on hand. Acme Safe Co., 216 Centre St., 


VISIBLE EQUIPMENT bought and sold—Kardex, Acme, Postindex, etc. 

















DICTAPHONES,. EDIPHONES—all models, select machines, prompt de -1000 “6x20"" Acme panels for flexoline or tubes, 1000 ‘5x20’ 
liveries, profit-making prices Sole distributor rights to our Cleartone Kardex duplex panels, 1000 “8x24"" IVI panels with channels, all at 
cylinders being granted to dealers merican Dictating Machine Co $1.00 each Special attention to dealers and detailed information fur 
1141 Broadway, New York City iished. Commercial Card System Co., 401 Broadway, New York. 
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United States Exports of Adding, Calculating, Billing Machines and Cash am — 6132 
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datas ee ass : o 
Countries. No. Value. No. Value. Value No. Value. Value. ge EY : a A 70 
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The term “‘business machines’ is applied to a group of machines of 
which the most important are typewriters, adding and calculating ma- 
chines, cash registers, and card punching, sorting, and tabulating ma- 
chines. (See Table 2.) 

Table 1 gives a summary for the two industries—‘‘Cash Registers, Add- 
Ing and Calculating Machines, and Other Business Machines Except 
Typewriters’’ and “Typewriters and Parts’’—in which most of these ma- 
chines are made; and Table 2 gives detailed production figures covering 
the entire group of business machines. All figures for 1935 are prelimi- 
nary and subject to revision. 


Table {.—Summary for the Industries: 1935 and 1933 
(Because they account for a negligible portion of the national output, 
plants with annual production valued under $5,000 
have been excluded since 1919.) 


Percent of 
1935 1933 increase 
The Industries as a Group 
Number of establishments......... 113 87 29.9 
Wage earners (average for the year)! 33,866 22,039 53.7 
MT Gb0bhinen0'06050066e06e000 $40,028,302 $22,491,256 78.0 
Cost of materials, fuel, and pur- 

Chased OMergy® ...ccccccccscece $22,407,220 $11,105,478 101.8 
Value of products® .....cccccccccee $128,596,984 $67,295,22 91.1 


Value added by manufacture*...... $106,189,764 $56,189,745 89.0 
Cash Registers, Adding and Calculating Machines, and 
Other Business Machines Except Typewriters 


Number of establishments......... 93 73° 27.4 
Wage earners (average for the year)? 18,468 12,448 48.4 
ME eabeGbnenecesoeeebetceceas $23,695,902 $14,926,174° 58.8 
Cost of materials, fuel, and pur- 

0 ET ter $13,777,234 $7,849,014* 75.5 
CU Ee $94,738,541 $50,830,606 86.4 
Value added by manufacture*...... $80,961,307 $42,981,592* 88.4 

Typewriters and Parts 
Number of establishments. ..... 20 14 42.9 
Wage earners (average for the ye ar)? 15,398 9,591 60.5 
WEE seentesccens . ein $16,332,400 $7,565,082 115.9 
Cost of materials, fuel . “and ‘ pur- 

a” ccinecececsceeass $8,629,986 $3,256,464 165.0 
We ee I nccccccctcvecs $33,858,443 $16,464,617 105.6 


Value added by manufacture* 25,228,457 $13,208,153 91.0 
Table 2.—Business Machines—Production, by Kind, Number, and Value: 
1935 and 1933 

1935 1933 


Kind 
1. Business Machines industries, 
total value 
2. Business machines (including parts and 


all products, 


$128,596,984 $67,295,223 


DEE “eudecedsceedanceneccane 116,379,135 62,313,374 
3. Other products (including supplies), 

value, and receipts for repair work.. 12,217,849 4,981,849 
4. Business machines (including parts and 

attachments) made as secondary prod- 

ucts in other industries.............. (1) 138,308 


Business Machines, aggregate value (sum of 
7 2nchneenho$0660666600606000e00 $116,379,135 $62,451,682 
Adding machines: 
DE B866060606604660000006660080600% 104,224 39,842 
| ere rte rere ree $8,761,274 $3,298,621 
Listing-adding-bookkeeping machines and 


typewriter-bookkeeping-billing ma- 


chines :* 

Dt Bisekecdéeekheetecensbeucesswks 12,363 6,862 

tt Sti dcebcdcbhanes sebquteedasseesee $10,288,555 $3,836,718 
Typewriters: Portable: 

2 Cetin ceveadviedt seesdeesaoses ‘ 352,227 144,151 

Dt tied ideas aeecuinsaeéeeeeseece $8,872,990 $2,914,690 
Standard, including wide carriage: 

EE Se ere 459,033 264,652 

i tip tccenehdetosesseeeheaeeresss $19,671,812 $10,376,700 
Calculating Machines: 

DE GUGG60b00 C0000 6066s 000205008006 33,726 9,269 

Dt Hebehshithberihnceedoaseeteneses $9,092,686 $2,143,004 


Cash registers; card punching, sorting, and 
tabulating machines; change-making ma- 
chines and coin counters; fare registers and 
fare boxes; ticket-counting machines; and 
ED EEE” cancacccceonscerceseccceses 

Other adding, calculating, and computing de- 


$26,438,539 °$24,007,726 


MD. 6b-0066006006666000000060006600 60% $2, 317,819 (4) 
Addressing and mailing machines............ $2,365,454 $2,293,164 
Check writing, canceling and perforating ma- 

PE ShedeSdenceccterceseece coscecesecs $1,505,220 731,182 
Duplicating machines (Mimeograph, Multi- 

Ph ME: 0066600060e6000060000060089 $5,341,417 $2,344,596 
Parts and attachments for typewriters........ $3,966,808 $1,809,364 
Parts and attachments for other business ma- 

Dt Sink hth6b06 60646600040 0806 0066000 $8,183,040 $3,906,023 
ID oncecbeenccecescasessceces $2,214,566 $767,484 
Rebuilt machines other than typewriters and 

SD THU” occccccwcccssacesssoes $5,672,080 $3,554,767 
Sn ncaceccegeseneseene ened $599,341 } 

Other business machines (not including dic- ®$467,643 

UTED <cc0sc0senenesecesseeece $1,087,534} 

* Revised 


1 Not including salaried officers and employees. Data for such officers and em- 
ployees will be included im a later report. The item for wage earners is an average 
of the numbers reported for the several months of the year. In calculating it, equal 
weight must be given to full-time and part-time wage earners (not reported sepa- 
rately by the manufacturers), and for this reason it exceeds the number that would 
have been required to perform the work done in the industry if all wage earners had 
been continuously employed throughout the year. The quotient obtained by dividing 
the amount of wages by the average number of wage earners cannot, therefore, be 
accepted as representing the average wage received by full-time wage earners. In 
— comparisons between the figures for 1935 and those for 1933, the possibility 
that @ proportion of part-time employment varied from year to year should be 
p- ~Ay into account. 

2 Profite or losses cannot be calculated from the census figures because no data 
is collected for certain expense items, such as interest, rent, depreciation, taxes, in 
surance, and advertising. 





: Value of preducts less cost of materials, fuel, and purchased electric energy. 
1 Not yet available; will be given in final report 
combined to avoid disclosing . -4 individual] establishments, 


» Figures 
8 Net strictly comparable with 1935. 
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BUSINESS OPPORTUNITIES 





Important to Manufacturers 


The following detailed inquiries, received direct from readers of Orrice 
APPLIANCES, are tangible business opportunities. 
Where inquirers submit references mention is made in the item. 


WANTS ABROAD 


Offer of Loose Leaf Inventions 

Mr. W. Shewell, representing the largest firm of British Loose-Leaf 
Manufacturers, will be in the United States in March and April, with 
samples of new and successful devices, which are now offered to American 
manufacturers. See advertisement, Page 87. 

Inquiry by Philippine Islands House.—The Asiatic Commercial Corpora- 
tion, manufacturers’ representatives, indicates an interest in handling 
commercial stationery, office furniture, filing equipment, typewriters and 
practically every and all office utilities. The Asiatic Commercial Corpora- 
tion can be reached at 132 Jaun Luna, Manila, P. I. 


Wanted Here at Home 


Equipment Business Opened at Milwaukee.—The Muth Safe & Equipment 
Company has been established at 5414 Center street, Milwaukee. Among 
the lines handled are stapling machines, files and supplies, desks, and 
ribbons and carbons. We understand that there is no thought of carrying 
a complete stationery line. However, the company will be interested in 
various office specialties. Our source of information indicates that manu- 
facturers are invited to write, sending catalogues, price lists and discount 
sheets. 

Canadian Manufacturing Stationer Seeks Non-competing Lines.—The 
Index Card Company, 179 King street, West, Toronto, Canada, is a manu- 
facturer of filing supplies, which are distributed throughout Canada. The 
company seeks an additional line to distribute to its established trade. 
This appears to be a good opportunity for some manufacturer seeking 
distribution throughout the Dominion. 

Office Machine Dealer Wishes Catalogues.-The Star Typewriter Com- 
pany, conducted by Robert C. Goldblaat at 189 West Madison street, Chi- 
cago, wishes to receive catalogues on office machines, equipment, etc., from 
manufacturers selling through dealers. 

Long Beach Dealer Seeks Specialty Lines.—The All-Makes Typewriter 
Company, 210 East First street, Long Beach, Calif., is a new business, 
conducted by W. R. Inman. He writes that he has had experience with 
the various typewriter companies, having had connections with several 
companies, operating In Omaha, Denver and Pacific coast points. Mr. 
Inman wishes to hear from manufacturers of specialty, items, mechanical 
or merchandise. He prefers to handle this trade on a consignment or com- 
mission basis. Mr. Inman is a dealer for the Woodstock Typewriter 
Company. 

Seattle Merchandiser Requests Catalogues—The Ryding Company, manu- 
facturers representative and dealer in duplicator and typewriter supplies, 
requests that manufacturers of specialty items, and stationery send cata- 
logues to 911 Western avenue, Seattle, Wash. Please mark mailings for 
the attention of V. Bradford. 

Texas Typewriter Dealer Requests Supplies Information—McCall’s 
Typewriter Exchange, 953 Pearl Street, Beaumont, Texas, is opening a 
new business January 1. Mr. McCall wishes to receive quotations on 
typewriters, adding machines, check protectors and other office devices, 
as well as supplies, including carbon paper, stencils, and ink, duplicating 
machines and supplies. Please mark mailings for the attention of C. K. 
McCall. 

Wilmington Equipment House Asks for Catalogues.—Matthews, Inc., 
819 Shipley street, Wilmington, Del., requests catalogues, price lists and 
discount sheets from any reputable manufacturer of office equipment 
The company’s principal line is The Globe-Wernicke Co. Other lines are 
those of Horrocks and Shelbyville desks, and Taylor chairs. The Mat- 
thews business was established in July, 1936, by Paul R. Matthews to 
handle the office furniture and equipment end of the commercial stationery 
business. Please mark mailings for the attention of Hugh T. Morgan. 


— 
Argentina Merchandise Marking Requirements 


Commerce Reports states that foreign merchandise imported into Ar- 
gentina will be inspected for country of origin marking at the time it is 
cleared through customs. It is therefore advisable that goods from the 
United States be marked, “‘Made in U. 8. A.’ prior to shipment. 

Strict compliance with these regulations is expected by May, 1937, ac- 
cording to an informal statement by an official of the Argentine Bureau 
of Commerce and Industry. However, many cases will have to be judged 
on their individual merits. It has not yet been decided definitely whether 
or not merchandise may be marked while in the Argentine customhouse 
In case of doubt, American exporters should request their Argentine rep- 
resentatives to obtain an official interpretation as to how each article 
should be marked in order to avoid subsequent penalties. 

Prague International Export Fair 

The Spring Export Fair will be held this year May 5-14, inclusive 
Commerce Reports states that the dates were selected to accommodate for- 
eign buyers, who may wish to visit other fairs on the Continent. Re- 
ductions in travel rates on the Czechoslovakian railroads will be effective, 
subject to vise by the national’s own legation or consulate. 

Rail Rate Concessions by Germany 

Transatlantic Trade (published by the American Chamber of Commerce 
in Berlin) reports that the sixty per cent reduction extended to visitors 
from abroad will be continued in 1937. It is required that travelers spend 
at least seven days within the Reich. Travelers wishing to avail them- 
selves of this extension must enter Germany before December 31, 1937, 
at the latest. 


Commerce Department Business Opportunity 


The United States Department of Commerce reports the following for- 
eign trade opportunity—Steel office furniture, cabinets and card index 
eases. Johannesburg, South Africa. Apply for Opportunity No. 2229. 


Note—Exports of Typewriter Ribbons, Carbon 
Paper and Office Supplies will be found on Page 
169. 
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PATENTS 


Copies of Pm shown here can be obteined 

-. ag" ommissioner of Patents, Washington, 

D. C., for ten cents each im cash, postoffice 

money orders or poe oy check. Somte ond 
personal checks not accepted. 





2,065,230. Mechanical Pencil and Method of Mak- 
ing It. Samuel E. Linton, Jr., Shelbyville, Tenn. 
Application August 6, 1936, Serial "No. 94,678. Granted 
December 22, 1936. 


2,065,385. Rotary Duplicating Machine. Alfred 
Marchev, La Grange, Ill., assignor to Ditto, Incor- 
porated, Chicago, Ill., a corporation of West Vir- 
ginia, Application October |1, 1935, Serial No. 44,- 
523. Granted December 22, i936. 

2,065,629. Typewriting Machine. Russell G. Thomp- 
son, Rochester, N. Y., assignor to Underwood Eliiott 
Fisher Company, a corporation of Delaware. Appll- 
cation July 23, 1934, Serial No. 736,464. Granted 
December 29, 1936. 

2,066,007, Ink Bottle Stopper. Adolf W. Keuffel, 
Montclair, N. J., and John J. Lippoth, New York, 
N. Y., assignors to Keuffel & Esser Company, Hobo- 
ken, N. J., a corporation of New Jersey. Avolication 
March 15, 1935, Serial No. 11,236. Granted Decem- 
ber 29, 1936, 

2,066,128. Combined Type eee pes Computing 
Machine. Otto Thieme, assignor 
by mesne assignments, te Underwood Elliott Fisher 
Company, New York, N. Y., a corporation of Dela- 
ware. Original application *ausust 29. 1929, Serial 
No. 389,152. Divided and this application October 8, 
1931, Serial No. 567,605. Granted December 29, 1936. 

2,066,157. Stapling Machine. William G. Panko- 
nin, Chicago, Ili, Application January 28, 1933, 
Serial No. 653,985. Granted December 29, 1936. 

2,066,407. Tabulating Machine. William W. Las- 
ker, Brooklyn, N. Y. —_- A Remington Rand, 
Inc., New York, ration of Delaware. 
Application July 27, “1931, Serial No. 553,317. Granted 
January 5, 1937. 

2,066,608. Typewriter Desk. John H. Bushnell, 
Grand Rapids, Mich., assignor to Wagemaker Com- 
pany, Grand Rapids, Mich., a corporation of Mich- 
igan. Application July 13, 1935, Serial No. 31,152. 
Granted January 5, 1937. 

2,066,804. Paper Clip. Nolan H. Siemer, Bush- 
ton, Kans. Application November 18, 1935, Serlal 
No. 50,420. Granted January 5, 1937. 





2,066,979. Tabulator Mechanism. James F. Koca, 
Woodst i. to Woodstock Typewriter 
Company, Woodstock, IIl., a corporation of Illinois. 


Application March 2, i933, Serial No. 659,334. 
Granted January 5, 1937. 

2,067,210. Attachment for Writing Machines. John 
Q. Sherman, Dayton, Ohio. Application i}? 29, 
1932, Serial No. 608,231. Granted January 12, 1937. 

2,067,211. Platen =] ter Writing Machines. John 
Q. Sherman and Albe . Metzner, Dayton, Ohio; 
said Metzner colener te ‘aia Sherman. Application 
August 29, 1933, Serial No. 687,303, Granted Jan- 
wary 12, 1937. 

2,067,455. Pencil. Hans Maucher, New York, N. 
Application September 12, 1935, Serlal No. 40321. 
aaa January 12, 1937. 

7,550. Envelope. James C. Stocks, Atlanta, Ga. 
Application June 13, 1935, Serial No. 26,469. Granted 
January 12, 1937. 

2,067,786. Copy Holder. Joseph Phelps, Stamford, 
Conn. —- to Remington Rand, Inc., New York, 
N. Y., a corporation of Delaware. ‘Application March 
24, 1933, Serial No. 662,484. Granted January 12, 


2,067,821. Justified Lines Typewriter. Wililam Os- 
car Bell, Highland Park, Ill., assignor to Robert H. 
Loomis, Chicago, Il. Application May 31, 1932, 
Serial No. 614,446. Granted January 12, 1937. 

2,067,846. Loose Leaf Binder. James Cooper, Syra- 
cuse, N. Y., assignor to Hall and McChesney, S$ 
cuse, N. Y., a corporation of New York. Applica- 
tion January 2. 1934, Serial No. 704,939. Granted 
January 12, 1937. 

2,067,851. Correspondent’s Case. Maurice Lifton, 
Belle Harbor, Long Island, N. Y., assignor to The 
Lifton Mfg. Co., a copartnership composed of Maurice 
Lifton, Aaron Liften, and Benjamin Lifton, 
York, N. Y. Application January 23, 1936, Serlal 
No. 60,394. Granted January 12, 1937. 

2.068.059. Master Feed for Duplicating Machines. 
Alfred Marchev, La Graape. ill., assignor to Ditto, 
Incorporated, Chicago, corporation of West 
Virginia. Application April 27, 1936, Serial No. oe 
645. Granted January 19, 1937. 

2,068,204. Indelible ink. Burgess W. Smith, Roch- 
ester, N. Y., assignor to The Todd Company, Inc., 
Rochester, N. Y., a corporation of New York. Ne 
drawing. Application December 7, 1934, Serial No. 
756,532. Granted January 19, 1937. 

2,068,214. Loose Leaf Calendar. Orion P. Win- 
ford, St, Paul, Minn., assignor to Brown & Bigelow, 
St. Paui, Minn. + & Corporation of Minnesota. ppli- 
catlon March 6, 1933, Serial No. 659,694. Granted 
January 19, 1937. 

2,068,229. yy Device for the Sheets of Loose 
Leaf Books. Jean Fahrnbihi, Lucerne, Switzerland, 
assignor to Paul Carpentier Séhne Bucherfabrik 
Aktlengeselischaft, Zurich, Switzerland. Application 
January 20, 1936, Serial No. 59,952. In Germany 
February ii, 1935. Granted January 19, 1937. 

A: of Typewriting Machine. George F. Rose, 

York, N. Y. Application February 2, 1933, 
Serial No. 654,862. Granted January 19, 1937. 

2,068,262. Loose Leaf Book. Raymond W. Brown, 
New York, N. Y. Application October 26, 1934, 
Serial No. 750,226. Granted January 19, 1937. 

2.068.269. Typewriting Machine. Cari Gabrielson, 
Syracuse, N. Y., ee | to L. C. — & Corona 
Typewriters, Inc., Syracu N. Y., corporation of 
New York. Application "a 22, * 1935, Serial Neo. 
32,478. Granted January 19, 1937, 

2,068,271. Telephone index Holder. Edmond J. 
Huett, New York, N. Y. Application July 22, 1936, 
Serlal No. 91,860. Granted January 19, 1937. 
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2,068,487 
2,068,280. Pack Bindin | Goaewasten. Frank Stan- merman, New York, N. Y. Application April 10, 
ley Schade, Holyoke, assignor to National 1936, Serial No. 73,651. Granted January 19, 1937. 
Blank Book Company, Holyoke, Mass... a corporation DESIGN PATEN 
of Massachusetts. Application October 22, 1935, 00,708, Paves ter o Pen Pen. Sean fam 
Serial No. 46,148. Granted January 19, 1937. sen, Springfield, N. J., assignor . Welrpen 
2,068,348. Multiple Copy Ty writing Machine. Company. New York, N. Y., pas * of New 
Lewis D. Nelson, Coldwater, Mic "' assignor to James pplication November is. 1936, Serial No. 65,- 
C. Trimby, Detroit, Mich., and Harry D. Atwood, o8. Granted January i2, | 
Coldwater, Mich. Application mee 22, 1933, Serial 102,734. Design for a Typewriting Machine. John 
No, 672,197. Granted January 19, 1937. A. Zellers, Bronxville, and Herbert E. Bridgewater, 


2,068,419. Fountain Pen. Gabriel Larsen, Spring- Syracuse, N. Y., assignors to Remington Rand, Inc.. 
field, N. J., ateigner to L. E. Waterman Company, Buffalo, N. Y., a corporation of Delaware. Appilea- 
New York, N. a corporation of New York. Ap- tion December 6, 1935, Serial No. 59,945. Granted 
plication July 26." 1935, Serial No. 33,276. Granted January 12, 1937, 

January 19, 1937. 102, Le we ey © . o es Desk oes: 

2,068,470. Loose Leaf Notebook, Pen, Pencil Holder. : nor - i. 
Joseph Rezner, New Britain, Conn., Application Sep- MeCulioush doing ‘business October Finch, tsse, weal 
tember 9, 1935, Serial No. 39,828. Granted January yo. "65.590." Granted January 19, 1937, 





19, 1937. 
102,799. Design for a Fountain Pen or Other Writ- 

2,068,487. Pencil and Eraser Holder, Edmund M. 
Gorrell, Columbus, Ohie. Application September 7, in, Implement. Kenneth §. Parker, Janewv aneerle wis 
1935, Serial No. 39,588, Granted January 19, 1937. & tion ef Wisconsin. 936. 


A 
2,068,526. Inkstand and Bottle Therefor. Leo Zim- Serial No. 62,826. Granted Joneery 18, wt | 
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22 Born in February 12 


Perhaps at no time in the history of our country has it been 
more important than now to turn to Washington and Lincoln 
for authoritative interpretation of the values of our institutions 
and the American way of life. We may look to them for 


leadership amid the welter of conflicting opinions and ideas. 


The above reduced print of the cover of the American Printer for February, 1933, was reproduced 
with the permission of publisher in the February, 1934, issue of O. A. and subsequently in the 
February numbers of 1935 and 1936. The silhouettes were drawn by Mr. Ray Dreher, a Boston artist. 
n the larger original, the portion showing gray in the reprint was in red, which added to the impression 
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The Trade Mark Bogey Reappears 


W nen the Kentucky Legis- 
lature recently received a Bill 
making obligatory the enroll- 
ment of brands in use in the 
State there was reopened a 
controversial issue that some 
business men had supposed 
was laid to rest a year 
ago. The proposition for Com- 
pulsory - Registration - of-Trade 
Marks is something of a bogey, 
any way you look at it. That is 
to say, with no chance, seem- 
ingly, of a compromise, the 
project presents difficulties 
alike for those who are for it 
and those who are agin it. 

By way of ascertaining what 
all the shooting is for, it may 
be worth while to examine the 
legislative undertaking and 
what has inspired it. An out- 
standing circumstance of this 
attempted new deal is that 
heretofore the principle of 
compulsory registration of 
trade marks, names, brands, 
labels, or what not, has been 
unknown in the United States. 
Federal registration of trade 
marks has never been a 
“must.” It has been a case of 
take it or leave it with Uncle 
Sam’s certification service. 

Reversing the optional ar- 
rangement is the State pattern 
of stand-and-deliver which was 
rejected in several States last 
year but is just now to the fore 


By Waldon Fawcett 


in Kentucky, Nevada, and 
other States. This State for- 
mula has been suggested, per- 
haps, by the set-up in cer- 
tain foreign countries, notably 
Latin- American republics, 
where trade mark pedigreeing 
is essential to a clear title. 
Even on this count, though, 
the Yankee version goes its 
prototype one better. The for- 
eign countries referred to bring 
pressure for registration some- 
what indirectly. That is to say 
they hold that the first appli- 
cant for registration is the pre- 
sumptive owner of the mark. 
Hence the incentive to stake 
promptly a claim to a new- 
found mark. The State pat- 
tern, a la Kentucky, allows no 
leeway whatever. The sum- 
mons would be to register, and 
no questions asked. 

An explanation of this rigid 
attitude is found when we look 
into the background of the in- 
spiration of this new species of 
business regulation. The State- 
by-State scheme is primarily a 
taxation expedient. Legisla- 
tors, casting about for sources 
of revenue in these days of un- 
balanced budgets, have discov- 
ered the trade mark. They 
cannot very well levy on pat- 
ents and business good will, 


now that canny business ex- 
ecutives have written down 
these items to the traditional 
one dollar. Trade marks re- 
main. And have loomed larger 
and larger as targets for 
hungry tax-hunters with each 
expansion of national adver- 
tising. Indeed, some of the 
would-be toll-takers declare 
that their plotted impost is 
even less painful than the more 
or less concealed gas tax. 

The urge behind the drive 
for trade mark taxation is the 
more worth reckoning because, 
for all last year’s defeats in 
several States, it is liable to 
grow rather than recede, feed- 
ing on current developments. 
As our readers have doubtless 
heard, the prediction is that 
the recent decision of the U. S. 
Supreme Court upholding the 
Illinois Fair Trade Act will 
bring in its train a boom in 
private branding. One mer- 
chandising interest has spread 
the news that, single handed, 
it will put on the market 4,000 
private trade marks. If this 
flood comes as per promise, the 
harried legislator will not need 
much imagination to visualize 
the rich pickings for the State 
Treasury, at $45 per registra- 
tion. 

When the dissension first 
broke over State-by-State com- 
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pulsory registration, business 
“intelligence” assumed that 
the cleavage would be on lines 
of interstate versus intrastate 
commerce. The guess was that 
all large manufacturers and 
national advertisers would be 
against the program if for 
no other reason than the for- 
midable aggregate expense. 
And that marketers operating 
within a single State would 
swallow the medicine and not 
grumble too much at the fee. 
As luck has it, the line-up has 
not been so clean-cut. 


Manufacturers Dislike 
Proposals 

A majority of the manu- 
facturers are unquestionably 
against the whole proposition. 
But for other reasons, even 
more than on the score of ex- 
pense. A minority of the own- 
ers of valuable, established na- 
tional trade marks have made 
no quarrel. They are at least 
reconciled to the idea of State- 
by-State reinforcement of trade 
mark rights. These conservers 
of precious brands have never 
been able to obtain as much 
protection as they would like 
for their commodity-identifica- 
tions. And, where they can 
stand the expense, they are in- 
clined to embrace and even 
welcome any new facilities 
that will pyramid their legal 
protection. By the same sign, 
the within-one-State branders 
do not all see eye-to-eye on this 
issue. 

Group No. 1 among the in- 
trastate traders comprises the 
small merchants who dabble 
modestly in “own label” spe- 
cials. Some of these merchants 
use their house-marks only in 
their immediate locality and 
feel competent to deal with 
trespass in the home town. 
They do not relish payment of 
$45 tribute, not to mention 
lawyers’ fees, etc. Other 


branders by proxy are using 
brands that are really owned 
by their suppliers—the so- 
called private-branders-to-the- 


trade. These licensed-to-use 
merchants are inquiring 
whether, if the new tax comes, 
they will have to pay. There 
is yet another group made up 
of regional branders, who op- 
erate in several contiguous 
States, employing the same 
jobber-brands, etc., throughout 
the area. Their attitude on the 
issue is not yet clearly defined. 


State-by-State Registration 
Would Be Expensive 

The twinge to the pocket- 
book-nerve has obviously been 
the first reaction to the State- 
by-State repetition of a trade 
mark tax. The pictured situa- 
tion shows a trade mark owner 
under an expense of several 
thousand dollars for permits in 
the various States of the Union, 
with a budgetary annex for ex- 
tras or sundries. This invest- 
ment might not be regarded as 
serious in the case of an en- 
trenched nationally-distributed 
brand. But it looms as a lia- 
bility for the manufacturer just 
starting production on a small 
scale and desirous of slowly ex- 
tending his distribution, State 
by State. And may even give 
pause to the established house 
that is tempted to put out a 
new line or add a novelty, but 
would prefer to feel the public 
pulse by try-out campaigns in 
widely-scattered localities. 

Deeper yet, though, lies the 
grievance of the trade mark 
owners who, in their heat, are 
wont to denounce the whole 
concept of State enforcement 
as a “shake-down.” The alarm 
of these trade mark keepers is 
due to their suspicion that the 
new program, instead of mate- 
rially adding (at a price) to 
their existing protection, will 
actually expose their vested 
trade mark rights to appropria- 
tion by intentional or uninten- 
tional raiders. Or that, if di- 
version of trade mark rights 
does not actually ensue, at least 
the rightful owners of brands 
will be put to continual trouble 
and expense to thwart the con- 
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scious and unconscious tres- 
passers. 


First User vs. First Applicant 

In the apprehension of the 
worried ones the door will be 
opened to confusion or chaos if 
and when State authorities fol- 
low the example of foreign 
countries having like machin- 
ery and recognize the first ap- 
plicant for registration of a 
given mark as the first-user and 
bona-fide owner of that par- 
ticular mark. Right then and 
there would the threatened 
State practice upset the apple 
cart of Federal policy which 
resolutely holds that the first 
user, not the first applicant for 
registration, is the owner of a 
mark. Indeed, Uncle Sam goes 
so far as to cancel registrations 
that have unwittingly been 
made in disregard of this prin- 
ciple. 

On theory it is easy to make 
out a case of confusion worse 
confounded for a new State-by- 
State routine directly opposite 
to the Federal procedure. Em- 
barrassing, to say the least, 
might be the plight of the 
manufacturer who was a bit 
slow on the trigger with his 
State registrations only to find 
his ancestral mark preempted 
in certain territory. Equally 
upsetting to peace of mind 
would be the fate of an expand- 
ing marketer who arrived at a 
State line to be confronted with 
a parallel registration made in 
good faith by a State resident 
who felt himself free to file on 
a name or symbol not in use at 
the time of registration in his 
territory. 

It is only fair to say that 
there is a middle ground occu- 
pied for the most part by trade 
mark experts, marketing and 
merchandising counsellors and 
others thinking broadly of the 
good of the cause. Optimists 
in this group see good in State- 
size compulsory registration 
even if it be something of a 
luxury for the thrifty. This 
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school of thought sees compen- 
sation in any influence that will 
operate to bring about more 
extensive registration of trade 
marks. Trade mark guardians, 
operating broadly, are keenly 
conscious of the handicaps, the 
inconveniences, and the losses 
of time and money, that now 
arise from the presence in com- 
merce of tens of thousands of 
unregistered trade marks. So 
serious is the situation that 
Congressmen have considered 
the setting up by the Govern- 
ment of an official list of un- 
registered marks to supplement 
the Register of marks duly en- 
tered at the Patent Office. 

The advocates of 100 per 
cent registration, at any price, 
insist that for trade markers 
complete coverage would be 
cheap in the long run. To be- 


gin with, they figure that, 
with complete registration rolls 
which might be used as check 
list, trade-mark users would be 
spared many headaches that 
now result from doubling on 
obscure existing marks. Even 
more to the point, universal 
registration would simplify the 
proving of priorities of adop- 
tion and use. 

One of the most interesting 
riddles in the current situation 
has to do with the effect of a 
wave of State-by-State trade 
mark registration upon the 
pending program in Congress 
for revision of the Federal 
trade mark laws. The Ameri- 
can Bar Association has pre- 
pared, for the 75th Congress, 
a Bill that would liberalize the 
national trade mark system in 
various ways. Particularly to 
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the point is the plan to 
recognize and legalize ‘“‘second- 
ary meaning” rights in de- 
scriptive words, geographical 
names, etc., which have been 
employed exclusively on a spe- 
cific line of goods. Now, these 
nicknames made out of com- 
mon nouns are precisely the 
type of trade marks that 
sprout most extensively in 
State patches. Not the least 
of the future job of trade mark 
regulation may be the recon- 
ciliation of Federal ideals and 
State rules affecting the trade 
mark names in which second- 
ary meaning has submerged 
primary meaning. Finally, 
trade mark registration at mul- 
tiple levels must contact the 
status of trade marks as sub- 
conscious grade marks, or qual- 


ity-signs. 


NOTE.—Since Mr. Fawcett prepared the accom- 
panying article, the Kentucky General Assembly 
adjourned without giving decisive consideration 
to the compulsory trade mark bill. By a par- 
liamentary technicality, the bill was tabled in the 
Kentucky House of Representatives where it re- 
mained until the session ended on January 16. 
Thus, the bill was defeated so far as the 1936 
session of the Assembly is concerned, but the 
danger of consideration by future legislatures 
still exists. 

In five other states, Nevada in 1935, and Mary- 
land, New Jersey, New York and Rhode Island 
in 1936, similar bills were presented and defeated. 
In each case, a campaign of education sponsored 
by various organized groups, including the United 
States Trade Mark Association, The Automobile 
Manufacturers Association, Associated Grocery 
Manufacturers of America and others, was neces- 
sary to convince the legislators of the inherently 
injurious character of the bills. Newspapers co- 
operated in the campaign through editorials and 
other publicity. A particularly courageous edi- 
torial appeared in the Lexington Leader of Janu- 
ary 11 which referred to the trade mark bill as 
“nothing less than a hold-up of national concerns 
that have spent millions of dollars in the promo- 
tion of their products and thus have acquired sub- 


NOTICE FROM THE GLOBE-WERNICKE CO. 

As we go to press the following telegram comes from 
the Globe-Wernicke Co., Cincinnati, Ohio: 

“While Cincinnati has been seriously affected by 
flood, glad to tell you our factory located in Norwood is 
several miles from Ohio river. We are operating as usual 
and also making some equipment needed for emergency 


stantial property rights in their trade marks and 
trade names.” 

As Mr. Fawcett indicates, the bills were pre- 
sented primarily as revenue measures. Concern- 
ing this factor, Governor Richard Kirman of 
Nevada said in his message of veto of the trade 
mark bill introduced in his state, “This bill pre- 
sents attractive revenue possibilities, but so far 
as I can see, it has nothing else to recommend 
it, and the sole question is whether we will let 
that feature blind us to the manifest injuries and 
to its glaringly apparent possibilities of fraud. 


“This bill violates every principle back of the 
rule against taking property without due process 
of law . . . If this bill is enacted into a law of 
our State, it will be flooded with inferior goods 
manufactured by unscrupulous persons. How- 
ever much the State of Nevada may be in need 
of additional revenue, we cannot afford to pay 
therefor the price which this bill will exact of 
ee 
The bill comes up again for consideration at 
the 1987 session of the Nevada legislature. Other 
states may follow the lead. The danger is real 
and warrants immediate consideration and action 
by those engaged in the business of distributing 
trade marked products.—WSL 


flood relief. Have own power plant and water supply 
as well as adequate stock of fuel. A considerable amount 
of raw materials, goods in process, and finished prod- 
ucts are on hand. Will continue to operate at full 
capacity and use all our resources to serve Globe-Wer- 
nicke dealers. Special preference will be given orders 
from flooded areas.” 








EDITORIAL 


Interstate Sale of Prison Goods Checked 
by Supreme Court Decision 
#@ On January 4 the federal Supreme Court 
made known a unanimous decision that congress 
has the right to enact statutes which will regulate 
interstate traffic so as to prevent the nullification 
of valid state laws. 

Reference is being made to the case of Hammer 
vs. Dagenhart decided in 1918, the Supreme Court 
ruling at that time on the products of child labor 
as being intrinsically harmless. Articles obnox- 
ious, detrimental to the common good, might be 
barred, but the products of child labor could not 
be so regarded. On the basis of such thinking, 
prison-made goods can be regarded as are the 
child-labor articles, harmless in themselves. On 
the basis of the recent decision, however, not only 
prison goods, but other-made articles may be kept 
out of certain states. If there is a law in any 
state, based on proper constitutional authority, 
forbidding traffic in certain articles, congress may 
prevent the use of interstate transportation to 
bring the forbidden articles into that state. The 
internal police powers or powers to regulate their 
own commerce regulate or prohibit child labor in 
a majority of the states. 

The decision has brought out a number of inter- 
esting sidelights, one being a shift in interpreta- 
tive emphasis. Those seeking to bar goods need 
not prove evil inherent in them, but may make 
their case depend upon conditions of manufacture. 

Senator O’Mahoney, who has advocated federal 
licensing for all companies in interstate trade, in 
order to achieve the ends proposed under NRA, 
declared the decision marks his proposed bill as 
constitutional. Senator Black expressed the de- 
termination to push forward again his thirty- 
hour-week bill, a measure to ban from interstate 
commerce all goods produced by labor employed 
more than thirty hours a week. Ernest Stagg 
Whitin, head of the National Committee on 
Prisons and Prison Labor, indicated that the deci- 
sion has destroyed the “twilight zone” between 
state and federal jurisdictions, the area in which 
each authority restrains itself lest it infringe upon 
the powers of the other. 

Charles I. Dawson, counsel for the Kentucky 
Whip and Collar Company, which a year ago tried 
unsuccessfully to compel the Illinois Central Rail- 
road to transport merchandise made by prison la- 
bor, sees the decision as mercurial dynamite that 
may strike in any of several ways. The logic that 
permits congress to bar prison-made goods (in 


states that don’t want it) may also bar child-made 
goods. “It is only a step further for congress to 


prohibit the movement in interstate commerce of 
articles manufactured by open shop concerns,” he 


stated, proceeding with the argument that goods 
made in closed shops could also be barred, along 
with sweatshop goods, and goods made where the 
working day exceeds eight hours. Mr. Dawson’s 
ideas are formulated, it must not be forgotten, on 
the condition that such restrictions as he suggests 
can be made by congress only for such states as 
have constitutional rights to make the restrictions 
themselves, and have done so. 

The main force of the decision seems to be that 
congress has a definitely established right to pass 
laws which will support the states in the enforcing 
of such statutes as they have the right themselves 
to enact. 


+ oe 


What is Security? 


@ This month is marked by the anniversaries 
of two great Americans, one the father, the other 
the savior, of his country. One was bred in sim- 
ple comforts, one in poverty. Both grew up to 
be vigorous, practical men. Both realized the 
significance of principle. If they could look on 
America of 1937, what would they think? 

Times have changed. Once a young man could 
carve out a career with an ax, subsisting on what 
he could pick off with his rifle. Four score and 
seven years ago, and earlier, opportunity offered 
choices. And responsibilities. Fat lands—but 
Indian hazards. The comfort of near neighbors 
—but second-choice soil. 

Times have changed. But opportunity still of- 
fers. More choices than ever. And greater re- 
sponsibilities. Today young men—or young 
women—can carve out careers with a pencil—if 
they know how to make the mysterious curves 
and slashes that signify spoken words—and can 
read them afterwards. If they can span the keys 
on writing or computing machines, their ignor- 
ance about spanning oxen doesn’t matter. 

The pioneers didn’t ask much of life. They 
expected to make what they needed. They ex- 
pected to help each other—that they might have 
similar help in turn at jobs that demanded more 
than two pairs of hands. Santa Claus was the 
children’s saint. Washington, D. C., was far off 
in miles and in thought. Protesting against war, 
an old Yankee poet pointed out the moral re- 
sponsibility of the individual: 

“Guv’ment ain’t to answer for it, 
God’ll send the bill to you.” 

Times have changed. There seem to be a good 
many who expect “Guv’ment” to answer for 
things these days. Is it because there is a change 
in the character of our people, or because there 
are just so many more of them that a minority 
can make quite a noisy tumult? “Guv’ment” has 
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been willing to attempt the solution of problems 
that have beaten individuals and even groups. 
The more willing the government, the more ready 
some people are to acknowledge their helpless- 
ness. Unfortunately, they seem not to realize, 
perhaps not to care, what the upshot will be. As 
Guv’ment is called to answer for things, Guv’- 


ment will tend to send out the bills. Advantages 
gained will be paid for. Seeming security may 
be purchased by a loss of liberty. What price 


security—if it be a security in which one can’t 
do the things that make life worth while? In 
some countries where government answers all 
the questions, government says what shall be put 
into print. It endeavors to control even the 
thoughts and feelings of people. At first blush 
the direction of thought and emotion would ap- 
pear impossible. But give a ruler absolute power 
for a generation, or two, or three, and if he is 
smart his son will inherit a country in which 
people will know only what they are supposed to 
know, will be ignorant where they are supposed 
to be ignorant, responsive to the symbolism of 
flag or salute to the extent of blindly yielding up 
life itself. 

Two small boys practicing the manly art had 
established a personal security policy: “No fair 
hittin’ below the belt or above the collar.” Neither 
learned much boxing while they stuck to that 
principle. Fortunately, being small boys, they 
were not able to stick to it. When Guv’ment is 
called upon to set up controls, however, these are 
not so easy to abandon. 

Security of one kind was far from the thoughts 
of the two great men born in this month in 
America. Their records indicate that they were 
aware of a second kind of security—that gained 
by the confronting of hazards and overcoming 
them. Long before them it was written: “He 
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who would save his life shall lose it.” That prin- 
ciple has its application in the business world.© 


-—- 


Where “Unfair Competition is Eliminated 


@ Those who consider with favor some fea- 
tures of the various proposals for increasing 
government control over business because of ad- 
vantage which would accrue to them will read 
with interest the statement by Willy Balzer, pres- 
ident, The German Stationers Association, Spe- 
cial Group in the German Retailers Organization, 
which appears on page twenty of this issue. The 
advantages of strict governmental control as out- 
lined by Mr. Balzer are many, one being assurance 
of freedom from certain types of competition 
which are considered unfair. 

But for such gains some payment must of 
course be made. Just what that implies is sug- 
gested by Mr. Balzer’s reference to retail traders 
in countries other than his own, whose opinions 
point to the improbability of putting into effec- 
tive operation a system similar to the one under 
which German association functions except in a 
totalitarian state such as Germany. “Parlia- 
mentary systems preclude such enactments.” 

And there we have it. 

To eliminate what we so freely term “unfair” 
competition is “an end devoutly to be wished.” 
But if all thorns be stripped from the rose bush, 
alas, there be no roses. And what is “unfair” is 
not so readily determined. The other day a news- 
paper showed a picture of two men picketing a 
place of business. One carried this sign—“Blank 
& Company unfair to organized labor.”’ The other 
carried this banner—“Organized Labor Unfair to 
Blank & Company.” There is still some wisdom 
in “suffering those ills we have rather than in fly- 
ing to others that we know not of.” 


Here and There 


EDWIN H. SPEED ENTERS EIGHTH 
DECADE 


In the December number of the jour- 
nal was a brief article under the head 
“How Old Is Old?”’ Edwin H. Speed, a 
subscriber, clipped the article, wrote 
across it — ‘“‘Well—How Old Is Old? 
Commenced my business life in 1872. 
In February | pass into my eighties, 
feeling as young and active as | did fifty 
years ago.” 

Mr. Speed started his stationery 
career one year before The American 
Stationer—forerunner of Office Appli- 
ances (now merged)—set out on its 
long term of service to the trade. 
Through the intervening years both have 


United States, he had an experience of 
twenty-two or three years behind him 





1858. Salisbury, rich in historical in- 
terest (dating back to the seventh 
century), and having a famous cathedral. 
Not far away is Winchester where 
Jeffreys held the “‘bloody assize.”” And 
a short distance to the northwest is the 
“Doone” country, where the youthful 
Edwin Speed may have walked in safety 
roads on which the Doones took high 
toll in earlier days. Maybe he has stood 
in the marshy glen where Girt Jan Ridd 
battled the mighty Carver Doone until 
earth, too small to hold both, was re- 
lieved of one. Aye—Salisbury way is 
rich in history and romance. 

Mr. Speed’s father, lawyer and tax 
commissioner of Salisbury, died at the 


been steadfast to the industry. 
Although forty years of Mr. Speed's 
business career have been spent in the 


EDWIN H. SPEED 


in England and four or five in Australia. 
He was born in Salisbury, England, in 


age of thirty-nine. The family removed 
to nearby Bournemouth, then a small 
watering place, now one of the finest 
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and largest coast resorts on the English 
channel or in England. Here Edwin at- 
tended schools and at the age of about 
fourteen was apprenticed for five years 
to a printer and publisher of two news- 
papers in Salisbury. His experience was 
followed by three years as order clerk 
for a London stationery company. Then 
off for Melbourne, Australia. Partnership 
there in the printing business. After a 
few years the interest was sold and Mr. 
Speed returned to London, finding suit- 
able employment in the stationery field 
for a few years. The next venture was 
to cross the Atlantic with New York as 
his landing place. Here he was em- 
ployed by a stationery firm at a salary 
of nine dollars a week. Presently dis- 
covering that the duties he performed 
had formerly been done by two men who 
had been paid thirty-five dollars a week 
each, he gave his employer notice. He 
was prevailed upon to remain and in a 
few months was receiving a salary of 
fifty dollars a week. 

After several years with his first em- 
ployers, Mr. Speed gave up the post to 
enter business for himself. A patent 
was granted for the loose leaf system he 
invented for check books. This, he 
thinks, was the start of the loose leaf 
system prevalent now. In 1906 he sold 
the business to his former employers, 
who appointed him manager. He held 
the position until he retired in 1924. 
That same year he lost his wife through 
death. To defeat the sorrow and loneli- 
ness that attacked him, he resumed 
business. Bank and office supplies and 
fittings, lithographing, printing, binding 
and die work. Subsequently, he married 
again, and he has found success and 
happiness in both his new business and 
his new domestic life. 

“We go out selling three days a 
week,” he states, ‘‘and generally return 


with enough orders to keep us busy for 
the rest of the week. | drive my own 
auto and generally return home, after 
going two hundred miles more or less, 
almost as fresh as when we start.” 

Mr. and Mrs. Speed usually take two 
or three months for holiday in the winter 
at Atlantic City or some other resort. 
“| seem to grow younger as | pile up the 
years,” he comments. ‘‘My motto is al- 
ways keep young by thinking | am 
young.” 





TWELVE 50-YEAR CUSTOMERS 


Twelve customers with which the 
firm has been doing business continu- 
ously for fifty years! 

That is the record of which Crane 
& Company, Inc., Topeka, Kan., is justly 
proud and which is semi-centennia! evi- 
dence of the respect and esteem in 
which the company is held in the of- 
fice supply and equipment industry. 

But there are still other figures which 
back up the impressive fifty-year total, 
and show that other concerns, younger 
than the twelve veterans, are consistent 
customers. There are nine with a rec- 
ord of more than forty years; eight, 
more than thirty; fourteen, more than 
twenty-five; three with more than 
twenty, and four with more than fif- 
teen years. 

But Crane G Company does not stop 
there. In a letter sent out to its cus- 
tomers by C. L. Mitchell, secretary and 
sales manager, appears the following: 

“We are very anxious indeed to add 
your name to the list which we expect 
to put out in just about fifty years from 


” 


now. 





“MRS.” IS TYPEWRITER MECHANIC 

The public in East Providence, R. I., 
knows that for the past eleven years the 
William H. Lovely Typewriter Company 





FOOTBALL LEADS TO FAME.—Here is Ray King (center), 
eaptain-elect of the University of Minnesota football team, 
being presented with a Royal portable after he was named 
an All-America end by Eddie Dooley. On Ray's right is 
Fred W. Foge. manager of Royal’s Minneapolis office, and 
on his teft is Cedric Adams of the Minneapolis Star. On the 
Royal De Luxe model was placed a medallion inscribed with 
the player’s name, position on the team and his school. Sev- 
eral other men, selected by Dooley for the Royal All-America 
team, were given similar prizes. 





OFFICE APPLIANCES 


of that city has been in the business of 
dismantling, assembling and adjusting 
typewriters of every make. But the 
public does not know generally just who 
does the work. 

All of which is by way of introducing 
Mrs. William H. Lovely who, together 
with her husband and son, makes the 
flourishing concern a closed corporation. 

Mrs. Lovely’s introduction to the 
business came when her husband sev- 
ered his connection with the Remington 
Typewriter Company where he was em- 
ployed as foreman to enter business for 
himself. At first Bill, as he is known to 
his hundreds of friends, solicited the 
overhaul and repair jobs and then re- 
turned to the shop to do the work. 

Within a short time business in- 
creased to such an extent that Mrs 





A LOVELY MECHANIC.—Mrs. Wil- 

liam H. Lovely, does all the type- 

writer repair work in her husband’s 
office machine store. 


Lovely decided to assume some of the 
load and it wasn’t long before she could 
not only strip, clean and assemble the 
machines but could make the necessary 
intricate adjustments, too. 

And so, today, while Bill and his son, 
Irving, make the repair calls on the out- 
side, the capable mother and wife does 
all the work on machines brought in.— 
FM 


FIRST TYPIST OF JOHANNESBURG, 
SOUTH AFRICA, MAY DATE 1893 
The recent fiftieth anniversary of 
Johannesburg, South Africa, celebrated 
in jubilee spirit, and mentioned else- 
where in this issue, gave rise to the 
question in the mind of a Johannesburg 
journalist as to who was the town’s 
first typist. Those who picture Africa 
as did Vachel Lindsay, who saw the 
Congo creeping through the black, cut- 
ting through the jungle with a golden 
track, along which tattooed cannibals 
danced in files, etc., will perhaps be 
somewhat shocked to learn that the 
Johannesburg Star printed an announce- 
ment of the arrival of a typewriter oper- 
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A SUBURBAN HOME ON MOBILE’S 
AZALEA TRAIL.—The blooming Aza- 
leas are shown on each side of the 
walk-way with the moss-festooned oaks 
overhead. The beauty of the blossoms, 
varying in colors of scarlet, crimson, 
pink and magenta, can only be indicated 
in this black and white halftone repro- 
duction. 


ator, July 23, 1893: ‘‘Miss Rouse, typist 
from London and Government House, 
Capetown, has set up in business here. 
There should be no lack of clients in 
view of the great volume of legal and 
other copying work which is daily put 
through in Johannesburg.” 

Less than a year later, on March 19, 
1894, the same paper advertised the 
opening of a school of shorthand and 
typing by ‘‘a teacher from London.” 
Fees asked for shorthand were five 
pounds and five shillings until the stu- 
dent could write eighty words a minute, 
or two shilling sixpence an hour; for 
typing the charge was three pounds 
three shillings until the student could 
write thirty words a minute, or practice 
at two shillings an hour, 





JANUARY CROWN TATTLER 
DISPENSES SAND 


Recipients of the Crown Ribbon & 
Carbon Manufacturing Company’s news 
sheet, the Crown Tattler, in January 
were sent a novel issue bearing a dab of 
the stuff engineers hate to get into bear- 
ings but appreciate affectionately on 
slippery rails: sand. And a reference to 
railroad technique. 

“This is sand!’’ is the announcement. 
“Feel the GRIT in it! What is its sig- 
nificance to us? It’s as necessary to our 
success as it is to the climbing powers of 
a big locomotive pulling over the moun- 
tains against December snows. All its 
tremendous power would be useless un- 
less SAND furnished the grip on the 
track. 

“Sand is just as necessary for us as 
for the locomotive. We are going to 
find buyers who SAY that they are too 
busy to talk, even concerning better 
carbons and ribbons. They are going 
to try to SLIP away and SKID you out 
of the office. Remember the GRIT 
there is in this SAND—feel it again— 
and use this GRIT on the prospect in a 
diplomatically smiling manner. 

“When you feel the prospect slipping, 
remember that a high-powered sales- 
man, like a giant locomotive, may slip 
a second or so, but not after he applies 
the SAND.”’ 





MOBILE’S AZALEA TRAIL 


Seventeen miles of gorgeous color will 
be offered by Mobile, Alabama, to the 
host of visitors 1937 will bring for the 
pleasure of viewing the nationally 
known Azalea trail, sponsored by the 
Mobile Junior Chamber of Commerce in 
1928, and maintained by them through 
the Mobile Azalea Trail Association, a 
non-profit organization. Last year visi- 
tors to a total of 59,839 traversed the 
Trail; the largest crowd in the history 
of Mobile’s Azalea season is expected 
for the coming March. The Azaleas 
will be in their fullest beauty the last 
half of the month, according to the 
gardeners in charge of cultivation, and 
the profusion and color anticipated will 
transcend any development in the his- 
tory of the Trail. 

As the name indicates, the Azalea 
Trail is a specified route through Mo- 
bile’s residential and suburban areas, 
from the group of noble liveoaks in the 
heart of the city. Bienville Square will 
show the gnarled old oaks, green the 
year around, interspersed by Azaleas 
bursting into bloom. Great masses of 
scarlet, crimson, pink, and magenta will 
flare up or glow against the dark green 
background of the liveoaks, present- 
ing pictures of gorgeous loveliness. 
Along the Trail are literally thousands 
of Azaleas, of all sizes and colors— 
young ones only two feet tall, and 
bushes truly patriarchal with more than 
five score years behind them. 

The home of Mrs. Harry H. Smith, on 
Springhill avenue, affords a circular 
drive which is one of the most colorful 
on the Trail, bordered as it is by many 
banked Azaleas. Some of the oldest 
Azaleas are at Spring Hill, where the 
early Jesuits landscaped Spring Hill Col- 
lege. Here the interesting old buildings 
are connected by paths bordered with 
Azaleas, cameliias, and other beautiful 
shrubs. On McGregor avenue at the 
Field Place is a typical old-fashioned 
Southern garden which has been care- 
fully tended for generations. The 
flowers here could not be duplicated in 





less than a hundred years—and then 


only by expending a fortune. Masses 
of color towering twenty to twenty-five 
feet over the gateway halt the passerby 
in sheer amazement. 

Old Shell Road—originally paved 
with oyster shells—brings the visitor 
back to the city and to Memorial Park. 
The Memorial, with Azaleas bordering 
the mirror pool, with white marble 
columns in the background, makes a 
beautiful tribute to those who served in 
the late war. 

The Blacksher garden is probably the 
largest formal garden in the city. One 
of the most charming spots is the Bel- 
lingrath Gardens. Each is beautiful in 
a different way. 

Civic organizations co-operate to 
make the visitor’s experience one to be 
long remembered. 





“THERE IS A SANTA CLAUS” 


Yes Sir! it is so. There is a Santa 
Claus. Just ask Earl S. White, the ever 
efficient manager of the Ames Supply 
Company branch at San Francisco, which 
maintains the fine headquarters at 583 
Market street. Mr. White lives at San 
Anselmo across the Golden Gate. They 
are finishing a great bridge over the 
Gate now, so one can gasoline across. 
It was Christmas morning when Mr. 
White looked out of his window, to dis- 
cover a beautiful new Packard stand- 
ing at the front door, and at his com- 
mand. The car was a Christmas gift 
from the Ames Supply Company. The 
Chicago headquarters had not forgotten 
that in December White wound up 
twenty-five years of faithful service for 
the company; the car was to remind 
him that they were not unmindful of his 
faithful service, and the fact that it 
was always appreciated highly. 

Naturally the newspapers gave Earl 
and the Ames Supply Company com- 
plimentary news items about the event, 
for a new Packard as a Christmas gift is 
news—especially when it comes to one 
of the City Dads—and that happens to 
be White’s avocation. 
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Views of the Office Equipment Industry in 193 7 Received too Late for Presentation Last Month 


[. GIVES us pleasure to report 
the increase of sales in 1936, an 
increase indicated by the figures 
of the German Investigation In- 
stitute. In the first quarter of 
1936 the increase was 11.6% over 
the sales made in the same period 
of 1935. In the second quarter, the 
increase was 11.9%, in the third, 
9.8%. 

Houses having a turnover of 
more than 15,000 Reichsmark a 
year were predominantly respon- 
sible for the increase, though the 
records made by individual sales- 
men also contributed. In the third 
quarter of the year, the houses 
having a turnover of 15,000 Reichs- 
mark a year and less made a good 
showing. The larger organizations 
made increases of only 9% in this 
period, while the smaller ones de- 
veloped gains up to 11%. One 
reason for the difference may be 
that in this period writing paper 
and instruments are in demand 
while other office supplies are 
called for less. The Olympic sea- 
son was a good sales promoter, 
particularly for the smaller stores, 
dealing in stationery, writing in- 
struments, and traveling supplies 
such as card views and souvenirs. 

It must be stated that the in- 
crease in sales has not brought 
business to the level it held in 
1928-1929, and that overhead ex- 
pense has increased. Development 
in sales, though sound, has not yet 
reached a fullness satisfactory to 
the members of the association. 
While new laws have eliminated 
many drawbacks handicapping 
the stationer, additional measures 
are desired to overcome those re- 
maining. In an_ international 
meeting of retail traders in Ant- 


a speaking, in year 
1936 the volume of sales in of- 
fice appliances was somewhat 
higher than in preceding year, 
with similar increase in almost all 
other divisions of business. Our 
Abyssinian war created sudden de- 
mand for many things amongst 
which were typewriters, calculat- 
ing and adding machines and sup- 
plies. The higher total of sales 


Germany 
Willy Balzer, President, Ger- 


man Stationers Association, 
Special Group in the German 
Retailers Organization. 


werp last year, many fellow traders 
of other countries acknowledged 
that laws similar to the German 
measures would do good in their 
country, but parliamentary sys- 
tems preclude such enactments. 

The new German laws are de- 
signed to protect the retailer 
against chain stores, department 
stores, retail order houses, etc. 
The launching of new enterprises 
like these will not be allowed for 
some time. 

Our stationers’ organization spe- 
cializes in giving the members 
an opportunity to develop their 
knowledge and ability to a maxi- 
mum degree. It fosters the aim of 
better buying, of giving the con- 
sumers the best possible values 
for their money. Its purpose is not 
to bring about the enactment of 
laws for the benefit of the retailer 
in general. Better training of the 
members is expected to result in 
higher standards of trade prac- 
tice, 

The new law compels all retail- 
ers in our line to become members 
of the trade organization and to 
follow fair trade practices. Newly 
erected stores are controlled by the 
German authorities, who are codp- 
erating with the trade organiza- 
tion. Laws and rules are not only 
issued, but their enforcement is 
administered by the government 
authorities and the trade organi- 
zation. Incompetent or unreliable 
storekeepers are not allowed to 


supply the consumer. In the 
ltaly 
Cesare Verona, Representa- 


tive, Remington Typewriters, 
Torino, Italy. 


figures is due partially to in- 
creased demand and partially toa 
rise in prices. The actual situa- 
tion is not apparent from statis- 
tics and figures. Other factors 
were increase of trade barriers due 





greater Berlin area last year, ac- 
cording to a report published by 
the Berlin Chamber of Commerce, 
6,711 applications were recorded 
for those wishing to open stores. 
Only 4,548 applications were 
granted. This means that over 
2,000 applicants have been pre- 
vented from contributing elements 
of undesirable typesof competition. 

The object of the Government is 
to protect and favor the compe- 
tent, fair-trading retailer, to pre- 
vent from the start the operation 
of the demonstrably unsound 
shopkeeper. In case a store is sold, 
the successor must apply for the 
right to continue business. This 
policy and practice will develop 
sound trade, sound taxpayers, 
sound industries. Trained young 
business men will receive aid in 
opening or taking over stores. 

The German stationers’ organi 
zation has eighteen provincial 
branches all over the Reich, and 
250 urban groups, with trained and 
popular leaders, who will keep 
closely in touch with the members, 
helping to maintain good will and 
fair competition. 

We have still some manu- 
facturers and jobbers who wish to 
supply the consumer, and to allow 
chain stores, department stores, 
and other large purchasers higher 
discounts than are granted to the 
retailer. This creates some hard 
competition for the retailer. We 
are working to reduce as far as 
possible the greatest mischiefs. 

For the coming year, 1937, we 
hope to have an increasing de- 
velopment of sales for the sake 
of the 12,600 members organized 
in the office supply, paper, and 
writing instrument trade. 


to sanctions and to government 
protection in favor of domestic in- 
dustries. An increase in custom 
tariffs and finally, what affected 
imports from United States, the 
big increase in cost of the dollars 
due to the devaluation. 

In this paper I desire to con- 
sider the situation only from my 
point of view of importer from 
America; so I must immediately 
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declare that the above stated in- 
crease of business does not refer 
to American articles. The United 
States is not at all favored by the 
present trade agreements. United 
States products with which our 
own business is concerned are at a 
disadvantage with respect to simi- 
lar articles made in Germany and 
some other countries. In effect 
Germany can bring into Italy one 
hundred per cent of the previous 
quotas, while United States can 
import only the twenty or twenty- 
five per cent of them. This re- 
striction limits possibility of de- 
velopments; but further retarding 
influences are the increasing gov- 
ernment protection to Italian in- 
dustries in the form of protective 
tariffs and so on. When I state 
that the duty on an American 
standard typewriter is higher than 
the price quoted by Italian manu- 
facturers to their dealers for the 
same style of machine, no special 
experience in the trade is neces- 
sary to perceive that, under ex- 
isting circumstances, American 
manufacturers of articles which 
must meet competition of Italian 
products can expect only con- 
tinued reduction of sales in Italy 
unless a way be found to modify 
their position. 

I cannot tell what they could do. 


WITZERLAND —a country 

known all the world over 
principally on account of two 
things: her beautiful scenery and 
her high-grade products. These 
two factors, indeed—tourism and 
the export trade—account for the 
high standard of living in Switzer- 
land, and that is why she was par- 
ticularly hard hit by the gradual 
closing of frontiers, the raising of 
customs barriers around her, im- 
port prohibitions and the currency 
difficulties of European countries. 
It is obvious that an export trade 
fighting for its life and an almost 
paralyzed tourist industry have 
laid their mark on the country’s 
national economy. This is equiva- 
lent to a crisis in the trade in 
office machinery, not merely be- 
cause far fewer machines and less 
material were required than in 
1928 and 1929, but because more 
and more manufactures and mod- 
els have been competing on a re- 
stricted market. All office ma- 
chinery—typewriters, calculating, 
bookkeeping and manifolding ma- 
chines — exhibit a shrinkage of 
their sales figures. 


I think only that import treat- 
ment accorded to United States 
should be at least as favorable as 
that accorded to the most favored 
nations. But no development is 
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possible for United States office 
equipment products in Italy unless 
something be done to change the 
conditions described above. Then 
if prices in United States dollars 
be more nearly equalized with do- 
mestic prices, custom barriers 
would still exist, at least to an ex- 
tent necessary to bring the prices 
up to those of similar importation 
from other countries. I allude to 
Germany. The Germany export 
prices are always modified in a 


Switzerland 


Arnold Muggli, Hermes Sch- 


weizer Schreibmaschinen, Bern. 
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The revaluation of the Swiss 
franc fell like a bombshell into the 
middle of the crisis and com- 
pletely altered the face of affairs. 
What is the outlook in these cir- 
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way to permit competition with 
foreign industry and should Ger- 
many decide to devaluate its cur- 
rency, it is my impression that 
provision would be made to pro- 
tect the prices of our own manu- 
factures. 

If United States products long 
sold in Italy are not helped in 
some way by those most interested 
in the development of their busi- 
ness, the importers of United States 
office appliances will be forced to 
confine their business activity to 
the sale of national products. And 
experience has always demon- 
strated that when a business cur- 
rent is turned away from its 
course, it will not be easy in future 
to carry it back to its previous bed. 

However, I not only hope but 
feel sure that very soon some ar- 
rangement will be made in favor 
of American manufacturers. I 
have information that as soon as 
some payments for war materials 
are completed, funds for payments 
for goods imported will be released 
much more rapidly. And just to- 
day I read in our papers that some 
transactions are on the way be- 
tween America and Italy. Solam 
optimistic about the conditions for 
1937. Let us be confident that im- 
provements in the situation will 
come. 


cumstances for our trade in the 
coming year? It would seem that 
the devaluation of the Swiss franc 
is likely to have a favorable effect 
on two things: a strong revival of 
tourism is already recognizable, 
and there has been an increase in 
the volume of exports. Sooner or 
later the consequence will be that 
the general economic situation 
will pick up, and then the office 
machinery and special trades will 
profit by the general upward tend- 
ency. Moreover, a large number 
of office machines which would 
normally have been exchanged for 
new ones during the critical years 
but were retained in use for lack 
of funds will at last be given up 
for new ones. It is, therefore, 
quite on the cards that extra sales 
will now be realized in this direc- 
tion. It is a well known truism 
that rising prices promote selling. 
All these factors presage a favor- 
able outlook for 1937. The Swiss 
office machinery trade and partic- 
ularly the manufacturers of the 
Hermes typewriter, Paillard & 
Cie., S. A., Yverdon, are increasing 
their activities month by month. 
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“Many Salesmen Do Not Know 


How to Sell” 


Many salesmen who call on 
me do not know how to sell. 
That is to say, they quickly indi- 
cate that they do not know enough 
about my business to prove where 
their proposition fits into it to my 
advantage, or they do not know 
enough about their own proposi- 
tion to be able to fit it into other 
propositions, or both. 

When I was located in a large 
city many salesmen used to call on 
me. In a smaller city I find fewer 
salesmen calling and these, natu- 
rally, making fewer calls. In some 
cases I know that the salesman 
has had to make a special trip to 
see me at all. Under such circum- 
stances it seems fair to assume 
that salesmen covering the larger 
enterprises in the smaller cities 
and towns should come even better 
prepared than their city brothers 
who are covering their territory 
frequently and have many times 
as many contact opportunities. 
But, alas, they do not! 

Some common faults of many 
salesmen who call on me are these: 

1. Know Little or Nothing About 
Our Business and so cannot talk 
intelligently about our use of what 
they have to sell. This is an all- 
too-common fault and quickly ex- 
posed. 

2. Do Not Know All They Should 
Know About What They Have to 
Sell. This is also a common fault, 
soon in evidence in some inter- 
views. For illustration, if the 
product offered is of a technical 
nature, often the salesman cannot 
answer a perfectly simple and log- 
ical question regarding it. I re- 
call that on one hurry-up job a 
salesman had to call his New York 
office twice before he could answer 
two perfectly simple, but essential, 
specification questions I had asked. 

3.Something Objectionable 
About Them Personally. Every 
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Discussion, Directly to the Point, Dealing With 


Many Every-day Errors of Salesmen, Reprinted With 


Permission From “Tim Talks’* A Booklet Written 


and Printed, Monthly, for Private Circulation, by 


Tim Thrift, Advertising Manager, Elliott Addressing 


Machine Company, Cambridge, Mass. 





MR. THRIFT 


buyer is different in these reac- 
tions. Things that I object to in- 
clude— 

“butting in” without invitation 
or announcement; 

undue familiarity; 

slovenly personal appearance or 
manners; 

argumentative aggressiveness; 

repetitious insistence; 

insincerity and flattery. 

4. Lack of Confidence. Some 
salesmen—either because they are 
beginners or because they have 
never been able to overcome suc- 
cessfully a feeling of timidity 
under some conditions—proceed 
with their sales presentation in a 
manner which plainly indicates 
that they have neither confidence 


in themselves nor in what they 
have to sell. They almost seem to 
welcome an opportunity to escape 
from the presence of the prospect. 

5. Lack of Interest. I rarely find 
a salesman who seems to be as en- 
thusiastic about and as interested 
in his proposition as he wants me 
to be. The majority too often pre- 
sent a “twice-told tale,” without 
animation, conviction or persua- 
sion. And yet as a positive force 
in selling there isn’t anything that 
can beat intelligent enthusiasm. 

6. Lack of Stick-to-it-iveness. 
Salesmen with this fault need 
chiropractic treatments. Buyers, 
generally speaking, seldom are 
really waiting to buy. They must 
be sold, and their natural reaction 
to the advances of a salesman is 
resistance. Upon what he says and 
does depends whether or not they 
will even listen to his story; and 
so, when they do listen, if the 
salesman is not wearing down 
their resistance, no sale is on the 
way to being consummated. Too 
many salesmen never even start to 
wear down this resistance before 
the showing of it on the part of the 
buyer (it may take the form of in- 
difference, irritation, argument, 
and so on) so discourages them 
that they are “stopped” before 
they start. This is particularly 
true if the buyer barks, growls or 
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seems to display a tendency to 
bite. And yet these very salesmen 
may have propositions which 
would be profitable for the buyer 
and in which he would be genu- 
inely interested if they were pre- 
sented in a “follow through” 
manner. 

7. Unable to “Close.” Some 
salesmen—good in many other re- 
spects—falter when it comes to 
getting the name on the famous 
“dotted line.” They can almost 
“close”—but not quite. They lack 
that “extra punch” that puts the 
deal over. Some of this is psycho- 
logical. 

8. “Visiting” Is a Common Fault 
Among Salesmen. This type pre- 
sent their story as though it were 
an unpleasant duty—something to 
be gotten through with only be- 
cause they are paid to do it. Once 
finished, watch them relax and 
settle down for a good old-fash- 
ioned sewing-bee sort of talk (if 
you permit). If they happen in 


any way to be related to the indus- 
try with which the buyer is con- 
nected, they’ll be able to relate all 
the latest gossip. If not, “Business 
Conditions” is a favorite topic of 
conversation, running only second 
to the weather—past, present and 
future. Heaven help you if they 
have learned—through some cute 
personal-facts-finding system or 
otherwise—that you play golf, or 
like hunting, or raise goldfish, or 
what not. Somewhere in the man- 
ual they’ve read that the way to 
get to the prospect’s heart—next to 
the stomach route, perhaps—is to 
ride his hobbies; and that means 
they’ll gladly jockey all over the 
place so long as you can give them 
the run of the course. .. . 

What is any salesman who calls 
on me, anyway? He’s a represen- 
tative of his firm, sent out to sell 
what it has to sell to those who 
can use it. It’s his business to 
know his business, and as much 


Advertising Minimum Price 


Gets Results 


————— the minimum 
price portable typewriter with 
plenty of graphic illustration, car- 
rying case included, the price be- 
ing slightly above $30, sold forty- 
six typewriters in three days for 
Fred H. Schlador, proprietor of 
The Typewriter Equipment Com- 
pany, Broadway at Eighth avenue, 
San Diego, Calif. 

To Mr. Schlador’s surprise a fair 
percentage of these were pur- 
chased as gifts to sons, daughters 
or other members of the family. 

There was nothing under cover 
in this offer and there were plenty 
of typewriters of the kind adver- 
tised on hand to meet all demands. 
However, when the people came, 
ninety per cent of them, after 
looking over the stocks, decided 
on typewriters at higher prices. 
The average sale to ninety per 
cent of the customers was a $49.50 
machine. 

The same advertisement was re- 


peated with good results during 
an entire month. 

The customers were all shown 
the minimum price machine first 
so that they would know the store 
had exactly what it advertised. 
However a multiplicity of higher 
priced machines were on display 
on the same floor. In practically 
every case the customer sold him- 
self a higher price machine for 
while suggestion was allowed to be 
offered by sales people leading to 
larger unit sales absolutely no 
high pressure was permitted. 

“The psychology,” says Mr. 
Schlador, “is this: all of these 
people wanted typewriters. That 
is a foregone conclusion. But they 
had the impression that NOW was 
not the time to buy and they had 
the further impression that type- 
writers were too costly to tackle 
right now. All that was necessary 
was to get them to come in to the 
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about any business to which he is 
trying to sell as may be reasonably 
found out and sensibly applied. 
To wit: 

To present his proposition, as it 
affects the best interests of the 
prospect, based upon what he 
knows of the prospect’s needs, 
clearly, concisely, intelligently, 
pleasingly and persuasively. 

To get out when it’s the time to 
“git”. 

To “stick” when it’s the time to 
“stick”. 

To remember—first, last and be- 
tween times—that he’s entitled to 
the same respect that he gives; 
that he’s an honorable, upstand- 
ing, two-fisted, smiling fighter, 
with all the common human at- 
tributes in about the same propor- 
tions as in those he’s trying to sell; 
that his capital in business is 
Time, and that he’s pretty much 
alone responsible for its dissipa- 
tion or its compensation. 


Ninety Out of a Hundred Customers, Attracted by 
LowPrice Published, Bought Machines at Higher Prices. 


store. This highly illustrated ad- 
vertisement showing a bottom 
price machine brought them in. 
After they were once inside 
neither price nor time mattered 
half so much as they themselves 
had previously thought. 

“Nearly all investing $49.50 did 
all the deciding themselves aided 
only by mere suggestions on our 
part, and they went away satisfied. 
There have been no complaints 
and no come-backs. 

“This leads me to feel that there 
are hundreds of potential type- 
writer customers sticking around. 
If an honest and above-board 
price appeal can be made to get 
them to come in the gates are 
then wide open. However, any 
shadow of deception, direct or in- 
direct, in such appeal would be 
fatal to the prestige of the store— 
this store or anybody’s store. 

“These forty-six customers are 
now our friends.”—JET 
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Single Item Promotion Proves 


Profitable 


Ax IMPORTANT promotional 
policy of the Standard Office Sup- 
ply company of Oklahoma City, 
Oklahoma, and one to which 
the store is deeply indebted for 
a long run build up in business, in 
the opinion of Frank M. Hughes, 
president, is the closely regulated 
newspaper advertising program. 

Since its plan of running small 
display advertisements twice each 
week was inaugurated in 1919, the 
store has not missed a week in 
its advertising, Mr. Hughes said. 
Nor has the practice of limiting 
the advertisements to single item 
promotion, whether that item be 
a small or large income builder, 
ever been varied. 

Nevertheless, the advertisements 
have been important factors in 
building a good general trade over 
the wide territory supplied by the 
store, Mr. Hughes thinks. Con- 
stant week by week use of the 
simple, consistent type of display 
advertisement has done more than 
any amount of less regularly used 
larger advertising might have 
done, it was pointed out. 

Each advertisement, run in a 
Sunday morning newspaper or a 
Wednesday afternoon issue, does 
three things: it carries a small 
likeness of the single article being 
advertised, either a photograph, 
or a drawn replica; it tells the 
prospective buyer in as few words 
as possible what the item is, as to 
size or other necessary description, 
and it gives the price. 

At Least One Illustration in Each 
Advertisement 

“The fact that we carry at least 
one small cut showing the actual 
items gets results a great many 
times, where failure to carry the 
cut might have meant no sale,” 
Mr. Hughes pointed out. “We 
consider it important that, if we 
don’t have the actual picture 
available, we carry a drawn like- 
ness of the actual article dis- 
cussed, rather than one similar. 


Description, and Price 





Consistency in Style —Always Presenting Picture, 


-Together with Persistence, 


Builds Business 


By Dwight Abbott 


“We make the copy as brief as 
possible, and yet with sufficient 
description to clarify what we are 
trying to sell. Likewise, we con- 
sider that the price is information 
any reader would like to have, and 
we always give it.” 

Use of special newspaper adver- 
tising pages and other out of the 
ordinary newspaper promotions is 
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avoided. Its advertisement is usu- 
ally given a conspicuous, if not 
dominant position in one particu- 
lar place in the paper, insofar as 
this is possible. 

The advertisements follow win- 
dow displays closely, and items 
having seasonal appeal. The first 
of the year, for instance, loose- 
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leaf forms were given newspaper 
stress; while, more recently, pro- 
motion was directed toward sale 
of electric fans and fountain pens, 
among other items. Such sea- 
sonal play can be varied with pro- 
motion of non-seasonal items or 
articles to which the store is giv- 
ing close attention in other pro- 
motional channels. These include 
such articles as ledger outfits, the 
aluminum posture chair, the zip- 
per case, etc. Advertisements are 
not wasted, however, on out of 
season promotion, such as that 
for the indirect lighting lamps in 
summer time. 

While single item promotion is 
used predominantly, ensemble 
suggestions may be given in the 
advertisements where items thus 
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promoted are actual parts of the 
system advertised. Thus, the led- 
ger outfit, including 200 ledger 
sheets, index and binder makes a 
nice ensemble for the small ad- 
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vertisement promotion; the loose- 
leaf forms another. 

The small advertisement is not 
used, however, for promotion of 
items which require “scientific 
selling,” such as carbon paper, Mr. 
Hughes pointed out. “Each car- 
bon paper demand requires a dif- 
ferent carbon. One must know 
the needs of the user, the type of 
machine for which the carbon is 
to be used, etc., before pushing 
this item, if the sale is to be prop- 
erly carried out. Consequently, 
the newspaper advertisement of 
the descriptive type used here 
would be of little real assistance 
in making the sale.” 


FRANK LLOYD WRIGHT DESIGNS 
NEW BUILDING FOR S&S. C. JOHN- 
SON & SON, RACINE, WIS., MAK- 
ERS OF WAX POLISHES.—Offices to 
be on the roof and on a mezzanine 
inside, car port shown at left. It is 
to be fire proof, quake proof, sound 
proof. Note two “breathing nos- 
trils” for ventilation. 


While small items make up the 
bulk of the small-advertisement 
promotions, the advertising is 
used just as successfully in pro- 
motion of heavier office furniture, 
Mr. Hughes said. 

While it may seem uneconomical 
to give just as much play to an 
article that will bring but small 
bulk sales as is given the heavier 
profit items in office supplies, Mr. 
Hughes finds that the real impor- 
tance of the advertising lies in its 
institutional appeal. It is actu- 
ally a merchandising copy having 
institutional value. 

“Many times, orders received 
from out over the state request 
not only the article carried in the 
newspaper advertisement, but ad- 
ditional equipment as well,” Mr. 
Hughes pointed out. “We find the 
promotion particularly suited to 
attracting trade out over the 
state.” 

The single item promotion is 
also featured in the day to day 
selling of the salesmen working 
out of the store, and in sales con- 
tests, at least two of which are 
held each year, Mr. Hughes said. 
While salesmen are allowed to 
choose lines they wish to concen- 
trate on, the store does insist that 
each man take a specific item each 
week, and concentrate on it while 
making other sales. 

The contests, one of which is 
held in summer and one in win- 
ter, have been found highly bene- 
ficial to the morale of the sales 
organization, Mr. Hughes said, and 
helps bind the organization to the 
store. Cash prizes are usually 
given. The current summer con- 
test promoted carbons; another 
contest item which worked well 
was the indirect lighting lamp. 

While the Oklahoma City store 
has noted “some” increase in all 
sales over the past year, sales in 
at least three articles have been 


noticeably better than a year ago, 
Mr. Hughes said. These were steel 
desks, aluminum chairs, loose leaf 
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forms together with ribbons and 
carbons. 

Most successful promotion for 
the aluminum chair, besides the 
newspaper play mentioned above, 
has been the free trial offer. “We 
have made sales in a little more 
than fifty-eight per cent of the 
cases where the chairs were sent 
out for the five-day free trial,” Mr. 
Hughes said. “The situation is 
greatly assisted by the fact that 
manufacturers are making pat- 
terns we didn’t have a year ago. 
Buyers have been enthusiastic 
over the changes made.” 

The black top with aluminum 
trim, Mr. Hughes thinks, has been 
the chief feature responsible for 
improved sales in desks. “We have 
found them very effective furni- 
ture to sell to doctors. They give 
the office a dressy appearance. By 
featuring them first in window 
displays, we were able to create 
a lot of sales.” 


Contest Aids Carbon Paper Sales 


In addition, the Standard Office 
Supply Company has been doing 
a nice business in the sale of vis- 
ible records, Mr. Hughes reported. 
“We feel that the surface hasn’t 
even been scratched in the pro- 
motion of the visible record. There 
are so many institutions, easily 
overlooked, where the system 
should be installed. One of our 
most recent sales, for instance, 
was to a hospital which has deal- 
ings with many doctors, and found 
the system entirely suited to its 
office needs.” 

The visible record is such a small 
item that it is often neglected by 
the salesmen, Mr. Hughes re- 
ported. One of the four men 
working out of the store, however, 
was found to have specialized in 
it to the point where his sales 
were running fifty per cent of the 
total made by the store. He car- 
ried a book of forms with him on 
his rounds. 




















26 


Light — and Office Appliance 


Salesmen 


(Note: Mr. Shardlow is Light- 
ing Consultant for hundreds of 
leading firms on the West Coast. 
Some of his outstanding office- 
lighting jobs include: Los Angeles 
Times Building, L. A. County Med- 
ical Building, Title Guarantee 
Building, Edison Company Build- 
ing, I. N. Van Nuys Building, Cali- 
fornia Banks, etc., etc. In addi- 
tion, he is Consulting Engineer for 
most of the leading department 
stores in Los Angeles, and thea- 
ters, specialty shops, hotels, etc., 
up and down the West Coast.) 


= is an exact science. 
It is as important for the office 
appliance salesman and executive 
to understand the rudiments of 
that science as it is for him to 
understand the principles gov- 
erning the operation of office ma- 
chines, placement of office fur- 
nishings, and other phases con- 
nected with proper installation of 
offices for maximum efficiency of 
workers. 

What is proper office lighting? 
It is that lighting which serves an 
especial purpose with a maximum 
of efficiency. There are many im- 
portant factors to be considered 
in arriving at the proper lighting 
for the individual job. General 
information on the following 
points must first be obtained; 
these act as a check-list for good 
installation. 

1. Type of work carried on, and 
purpose of room in which lighting 
is to be installed. 

2. Height, color, and texture of 
ceiling. 

3. Whether walls, columns or 
partitions will effect light in any 
way. 

4. Placement of outlets. 

5. Allowances set aside for light- 
ing purposes. 

All the above conditions must 
be correlated and given proper 
consideration throughout the of- 
fice or store in order to arrive at 


ncorrect Lighting |s Costly — Scientific Lighting ls 


Here 


By Harry Shardlow, 
Lighting Engineer 


an initial understanding of the in- 
dividual lighting problem. The 
next step is to develop maximum 
lighting efficiency at minimum 
cost, meeting the especial prob- 
lems found in correlation of these 
check points. 

The especial problems which will 
be encountered in office lighting 
may be listed under general heads 
and we may then proceed to an- 
alyze these problems in keeping 
with the check-points for better 
office lighting, which must always 
be borne in mind when the job is 
approached. In this way we will 
be prepared to offer suggestions 
that will demonstrate our aware- 
ness of this, the latest, develop- 
ment in office efficiency. Without 
proper lighting the best office fur- 
nishings and equipment do not 
function as they should. There- 
fore, the office may need study to 
see that the following lighting re- 
quirements are met. 

A. Glareless distribution of light. 

B. Distribution over a wide area. 

C. Concentration without spot- 
light effect where close work is 
necessary. 

D. Even distribution over the 
lighted area. 

E. True color and appearance of 
objects as under unobstructed 
light. 

Correlating Check Points with 

Office Requirements 

The five check-points give us 
necessary information about the 
physical set-up of the office and 
we follow through by taking each 
case and applying to it the re- 
quirements set down in the para- 
graph above. This may best be 
explained by use of examples. 

In an office recently checked it 
was discovered that all points 
seemingly checked, except for 
some glare in distribution from an 


for the Modern Merchandiser 


indirect-type fixture. This glare 
was caused by the fact that the 
neck of the lamp was visible be- 
cause ceiling height had not been 
taken into consideration. The fix- 
tures were well selected in every 
respect except that the suspension 
rod (hanger) lowered the bowl so 
that there was some “spill-over” 
of light. In short, the fixture 
would have worked perfectly had 
the ceiling been two feet higher. 
A shorter hanger produced glare- 
less distribution. 

In another office the placement 
of columns had not been taken 
into consideration when place- 
ment of outlets was made, with 
the result that there were dark- 
ened areas, an uneven distribu- 
tion of light. While there was 
hardly any difference noticeable 
to the eye between the darkened 
area and lighted ones, and while 
no close work was carried on in 
or around the darkened areas, the 
effect produced on the eye was 
nevertheless operating to lower of- 
fice efficiency. While the individ- 
ual was not conscious of the 
“shaded tones” throughout the 
working area, his eye was. That 
is, there was contraction and dila- 
tion of the pupil as the eye moved 
from work to survey the office. 

In still another office all work- 
ing conditions seemed to be well 
balanced. Acloser check revealed, 
however, that the fixture produced 
a yellowish cast which was most 
notable in lowering the tone of 
printed, typewritten and inked 
figures and writing by several de- 
grees. While such a condition is 
hardly serious enough to call for 
new installation, it is apparent 
that the first installation should 
have been correct—that correct 
lighting would have cost no more 
than incorrect lighting. 

That is the chief point worth 
considering, and what makes it 
essential for the office appliance 
salesman and executive to under- 
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stand something of lighting prob- 
lems. If he is conscious that there 
is a problem and suggests that 
this be considered when remodel- 
ing the office or installing new 
equipment, he is able to save the 
executive money by increasing his 
office efficiency, which redounds to 
the credit of his line or lines. 
Good lighting costs no more than 
poor lighting installation and 
therefore he is not selling his cus- 
tomer on extra expenses. 

The above instances demon- 
strate this point, and have been 
selected because they show that 
it is the “little things that count.” 
Of course a large number of of- 
fices need complete relighting jobs 
but these will not be discussed be- 
cause any alert salesman who util- 
izes the check points against the 
requirement points (the numbers 


What You Don’t Know DOES 


Hurt You 


Note—The appended article was 
written by a dealer with more than 
twenty years’ experience in the 
office equipment industry. 


HAT you don’t know won't 
hurt you,” is an old saying that 
is one hundred per cent bunk 
or boloney or whatever you like to 
call the sort of statement that is 
not founded on fact. What you 
don’t know will hurt you and it 
will hurt your business. 

If you are a wide awake dealer, 
you watch the trade journals 
closely. You go through them 
from cover to cover, particularly 
the advertising pages, to learn 
about what is new. If you are thor- 
ough about this, you keep better 
informed than your less aggres- 
sive competitors. You can know 
about some things manufacturers 
and their salesmen have neglected 
to bring directly to your attention. 

Before now I have found infor- 
mation in a trade journal about 
products never mentioned to me 
by any wholesaler’s salesman. I 
have mentioned to more than one 
traveling salesman some item he 
ought to have mentioned to me. 


against the lettered points) can 
see these needs without use of ex- 
amples. 

For instance, he can see glare 
from improper desk lights, tone 
depths from improper wall and 
ceiling colors and textures, lack 
of even distribution because of in- 
correct outlet placement, lack of 
true color for type of work car- 
ried on, etc. By keeping his eyes 
open as he calls on customers he 
will shortly be, if not an author- 
ity, at least able to make lighting 
suggestions. 

Indirect and semi-indirect light- 
ing should be used in all offices. 
The indirect fixture should em- 
body a processed and designed re- 
flector of baked porcelain on inner 
and outer surfaces and should 
produce an_ exceptional light 
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spread. The semi-indirect should 
produce low surface brightness so 
that there is no consciousness of 
light source and should give per- 
fect distribution without glare. 

Thus we may see that it is not 
sufficient to walk around with a 
light meter in one’s hand and 
check “plenty of light” as the sole 
criterion for proper lighting. This 
course often results in over-light- 
ing an office—a factor which must 
be guarded against because now 
that the subject of lighting is 
playing such a prominent part 
in both selling and in creating 
greater office efficiency the indi- 
vidual is very likely to think “lots 
of light” is the answer to his prob- 
lems. But by following the points 
here listed the office appliance 
salesman points out that “correct 
light” is the answer. 


naccurate Knowledge or Lack of Information a Detri- 


ment in Selling 


In years of selling experience I 
have secured some of my best sell- 
ing and most profitable lines by 
writing to trade journal advertis- 
ers who had never solicited me for 
business. A careful reader of the 
trade journals can, if he will, be 
the first in his territory to offer 
new products to his customers. 
Occasionally something that is a 
vital and radical improvement in 
the field will be announced in the 
trade journals a good while be- 
fore it will be brought to the trade 
by salesmen. The dealer who is 
looking for new things and who is 
anxious to get them is the dealer 
who will be the leader in his line 
in his town. 


A wise dealer tries to keep his 
prospective customers as well in- 
formed as he is upon what is new. 
He knows how well satisfied many 
people are to get along year after 
year with the same old products 
they have always used. They get 
into a rut and make no change 
and those older products are the 
ones on which prices are cut worse 
and profits reduced to a minimum. 

If people are going to buy new 


things, their merchants must 
bring them to their attention. 
They will be influenced by the 
manufacturer’s advertising, but 
that alone, with no dealer codép- 
eration, will not stimulate sales to 
a large volume. The building of 
business on new lines, with new 
profits for the trade, depends 
greatly upon the dealers’ willing- 
ness to push them. 


Wisdom in picking out new lines 
is not a matter of being able to 
find lines that promise an excep- 
tionally good profit. It is largely 
a matter of knowing well how they 
will satisfy customers, how their 
use will work out with the con- 
sumer or ultimate user. It is 
sometimes true that merchants 
know all about merchandising and 
advertising and salesmanship, but 
know too little about what is done 
with the goods they sell. This lat- 
ter is a phase that may well be 
studied, for the more a merchant 
knows about what his customers 
are going to do with his goods, the 
better he can sell them and the 
more of them he can sell. Also, 
the wiser he will be in his buying. 
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Motion Pictures Features Big 


Typewiter A Coming Cinema Offers Opportunity for Office 


Machine Sales 





Fen FIRST motion picture in 
which typewriters play more than 
an incidental part is now be- 
ing filmed at Warner Bros. Stu- 
dios in Burbank, Calif. The pic- 
ture is “Ready, Willing, and Able.” 
It will afford sales agencies a 
unique opportunity to tie-in type- 
writer sales and thus make the 
public more typewriter-conscious 

The plot of the picture is con- 
cerned with a young producer of 
plays, in love of course with the 
leading lady—the show about to 
go on the rocks, and all the stand- 
ard situations that have been seen 
in dozens of musical comedies. 
But a big typewriter number in 
the show saves the day. Herein 
lies the opportunity for some ef- 
fective exploitation. There are a 
number of tested ideas that may 
be used by office appliance firms 
and typewriter agencies in order 
to capitalize on the fine publicity 
value inherent in this picture. 

Lobby display and demonstra- 
tion is one sure road to sales. In 
conjunction with the showing of 
this picture it will be possible to 
arrange such a tie-in with the 
local theatre manager. The more 
life this tie-in has, the better. An 
effective attention-arouser may be 
created by hiring a speed typist to 
perform in the lobby after 
“breaks”—the break, in theater 
terminology means the end of the 
picture, when crowds pour out into 
the lobby. Another stunt would 
be to have demonstrators dressed 
like the girls in the chorus of the 
picture. 

A speed contest could be used in 
conjunction with this demonstra- 


TOP: RUBY KEELER AND LEE DIXON 
IN “READY, ABLE, & WILLING,” A 
WARNER BROTHERS PICTURE, GO 
INTO THEIR DANCE ON THE KEY- 
BOARD AS THE DANCING “TYPE 
BARS,” ALWAYS IN ALIGNMENT, 
KEEP THE RHYTHM. BOTTOM: 
CHORUS IN THE TIPEWRITER NU M- 
BER IN THE SAME PICTURE, 


By J. J. Stapp 


tion by inviting anyone attending 
the theater to step up and com- 
pete with your typist. In this way 
it might be possible to have several 
typewriters going great guns in 
the lobby, between shows. This 
idea would attract wide attention 
to the machines and should al- 
low a salesman stationed in the 
lobby the opportunity to pick up 
many valuable leads. 

Another effective tie-in would be 
found in staging a letter-writing 


contest in conjunction with the 
picture. A slide should be thrown 
on the screen during the week pre- 
ceding the picture’s showing, an- 
nouncing that a certain number of 
typewriters will be given away by 
your company for the best letters 
on the subject: “Why I want to 
buy my new typewriter from— 
Company.” This not only gains 
wide publicity but also develops 
leads into new business, it being 
obvious that all the contestants 
are interested in buying a type- 
writer. 

In any case, the agency or ap- 
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pliance house should obtain stills 
from this picture, showing type- 
writers in use. These will be given 
free by the local theater manager, 
in order to enable you to use them 
in window or interior trim. Such 
stills will attract attention to type- 
writers, because almost everyone 
is interested in motion pictures 
and therefore will look at the dis- 
play closely. Such ideas as the 
ones set down above are effective 
because they build good publicity 
at a very small promotional cost. 


There are several scenes in 
which typewriters are used. A 
very beautiful one is the interior 
of the young producer’s office. He 
is dictating a letter to his girl and 
thirty-nine chorines are seated at 
modernistic typewriter tables be- 
hind him, all ready to take his 
“dictation.” A chorus routine is 
worked out with the beautiful 
stenos striking away at their type- 
writers in a style never duplicated 
in real life, for which some “dicta- 
tors” may feel sorry. Another ef- 
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fective scene is the typewriter 
dance which is the hit of the show. 
This is danced by Ruby Keeler 
and Lee Dixon on a huge type- 
writer, thirty-two times actual size 
of a portable. Where type bars 
should be are seen the black-clad 
legs of chorines whose feet make 
the keys that dance up and down 
as Miss Keeler and her partner tap 
out rhythm on the machine. Paper 
in the machine is a large canvas 
on which words of the song are 
printed in huge black letters. 


Merchandise Usage-Not Price 
or Product 


Practical Usefulness of Articles Must be Demonstrated 
by the Salesman as he Sees his Customer's Future Good 


Res WRITER has been in the 
office equipment and supply field 
for nearly eighteen years and it 
seems there is always something 
to learn in this particular activity 
of catering to the business world. 

As the years go by it is the daily 
experiences that really count. If 
one does not profit by those ex- 
periences, then certainly he is ata 
loss in many ways. I have always 
made it a policy to make these ex- 
periences valuable lessons, to prof- 
it from the contacts which were 
beneficial and also profit from 
those contacts which were mis- 
takes and to endeavor not to make 
the same mistake twice. The sell- 
ing of office furniture is not a com- 
plicated matter at all. To my mind 
it is the direct result of concen- 
tration and adaptability. Fitting 
one’s self to the occasion at hand 
and creating full confidence in the 
mind of the buyer, are the essen- 
tials in the selling of office furni- 
ture or of anything else, for that 
matter. 

I have always found that I was 
more successful when I did not let 
the prospect think I was trying 
to sell him something. There is no 
office, if it pretends to be modern 
at all, that is not a prospect for 
something in our line. There is 
always something lacking. There 
is where the alert office furniture 
salesman enters the picture. He 
knows what is lacking in the 
organization he is visiting. He 
knows that the old furniture is 
out of date and is worn out. 


By Louis Cohen, 
Proprietor, Fort Smith 


Office Supply House, 
Fort Smith, Ark. 





MR. COHEN 


He must not, under any circum- 
stances, let the buyer think he is 
trying to sell a safe, a desk, or 
anything else. He must impress 
upon his customer the added serv- 
ice the particular item will do for 
him and the organization. When 
that idea has been sold, how easy 
a matter it is to work out the de- 
tails of price, etc. Price does not 
enter the discussion at all, if the 
buyer has been properly sold the 
idea why he should use that par- 
ticular piece of equipment. 

The country is full of “price 
salesmen.” The largest sales ever 


made in this industry have been 
sold with efficiency used as the 
foundation. I will confess honestly 
that the finest sales I have ever 
made were not on price. I will con- 
fess, also, that in general the 
majority of our sales are made on 
price. But whose fault is that? 
Nobody is to blame but the sales- 
man who is not alert on the job. 
The business world is in need of 
new equipment. We know that: it 
is an established fact. The de- 
pression just behind us, forced 
that condition. Old furniture was 
used for reasons of economy. The 
same reasons will force the pur- 
chase of new equipment, and it is 
the alert salesman who will get the 
business. He must be keen: he 
must create the confidence which 
will result in good-will, and will 
crystallize itself into sales for the 
man who has the foresight to see 
ahead for the good of his customer 
as well as for his own firm. 

All of us fully realize that the 
paramount policy of being suc- 
cessful in our business is to con- 
Sider quality merchandise. In 
stocking high grade equipment we 
are automatically building a qual- 
ity house and the result—repeat 
business. 

I might go on and on and not 
Say any more. I have tried to pre- 
sent an idea in selling and those 
who read these lines I hope will 
catch that spark in the thought I 
have endeavored to put across. If 
I have, I have not wasted your 
time or mine. 
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Cleaning and Filing Used 


Stencils 


Note.—While the accompanying 
article is not about selling, it is 
none the less of value in the field 
of selling, particularly when sales- 
manship of the long-range type is 
concerned. It provides informa- 
tion that offers the merchandiser 
an opportunity to be definitely 
useful to his customers, and 
enables him thus to establish and 
maintain good will—that essential 
element of success for the future 
as well as for the present. Sales- 
men of stencil duplicators and 
supplies who will pass on to their 
customers suggestions derived here 
will gain genuine advantages in 
their relationships. 


Au stencil duplicating for 
Bethel College is done by one 
department, called The Mimeo- 
graph Bureau. The stencils are cut 
by the professors’ assistants. With 
each stencil, or set of related sten- 
cils, the department assistant 
sends a job ticket, made out in 
triplicate (Form F, reproduced on 
this page). Each department is 
provided with a pad of job tickets, 
by the Mimeograph Bureau. 

On this job ticket the depart- 
ment assistant indicates whether 
the stencil is to be filed, returned, 
or destroyed—along with other in- 
formation, such as the number of 
copies to be run, when the job is 
wanted, the titled under which it 


Being an Explanation of the System in Operation at 


Bethel College 


By B. Bargen, Accountant, 
Bethel College, Kansas 


The stencil is now run, in the 
quantity indicated by the job 
ticket. A file copy is made last, 
bearing a label, which has been 
run previously in red ink. A stack 
of sheets with this label on them 
is immediately at hand. A block- 
out slip is slipped over the right- 
hand corner to protect the red 
label, and the sheet is run through. 
The block-out slip is taken off, and 
the stencil number and other in- 
formation are indicated. This file 
copy is delivered along with the 
stack of duplicated copies to the 
department head. He can thus 
call for any available form by 
number, and know at once the 
previous quantity run, cost, etc. 

Immediately after the job is 
completed it is billed. The prices 
are indicated on the job ticket, 
and the third copy is returned to 
the department, so that the head 
may know what is being charged 
against his budget account. 

The white copy goes to the ac- 
counting department of the college 
for cost distribution. 

The buff copy remains in the 
Mimeograph Bureau, and becomes 


the basis for the indexing of the 
stencil. It is filed under the name 
of the instructor. At the same time 
a plain white 3”x5” index card is 
made out for the title of the sten- 
cil. This is filed in a subject file. 
The card gives both the title and 
the number of the stencil. 

Thus any stencil can be found 
either under the name of the in- 
structor called for, or the title or 
subject of the stencil. 

The stencils are cleaned with 
kerosene, placed between plain 
white sheets, and filed in a jacket 
which has the same number as the 
stencil. The jackets are now filed 
in serial order number in a file 
drawer. 

Essentially, all the indexing is 
done as a part of the routine of ac- 
counting or running the stencil. 
The only additional item is the 
white index card for the subject 
file. 

During the first year of opera- 
tion, the Mimeograph Bureau has 
averaged, thus far, twenty-five 
filed stencils per week; some weeks 
as high as seventy-five filed sten- 
cils per week. 

We have, in the past, tried other 
methods, such as typing a number 
of the stencil directly on the sten- 
cil, but there are many occasions 
where such a number is unsightly, 





































































































is to be indexed, etc. MIMEOGRAPH BUREAU 
If the job ticket indicates that 

the stencil is to be filed, the receiv- Instructor Dept. 

ing clerk (operator) strikes off one Title 

number from the list of outstand- 

ing numbers, and indicates this F210 RO CUED Destroy. 

number on the stencil. If the last Date— tame Left paele 
, Time Wanted s—-M. Delivered a fs 

number assigned to a stencil is No. stat oi Quien ae ot Wea 
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with a new card. These cards are eee Tt oars eS 

produced by stencil duplication, 7s | Sn mee 

and are useful elsewhere in the cs — 

offices of the college, wherever a oa 

serial-number control is needed, Operator Filed Acct.___Total 





and where pre-numbered forms, 


or a machine, are not feasible.) SAMPLE OF JOB TICKET IN USE AT THE BETHEL COLLEGE 
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impossible to add, or misleading. 
Our present system involves no 
coding, no symbols. It gives one 
composite index for all stencils in 
the central file. It leaves the way 
open for departments to install all 
their own systems if they do not 
care to have the Mimeograph Bu- 


“MODERNE” ASHORE AS 
WELL AS AFLOAT.—When 
the French liner “Norman- 
die” was launched she was 
the latest in developments 
and design in her furnishings 
and decorations. To keep the 
shore offices of the line, Com- 
pagnie General Translan- 


reau do their filing. Very few de- 
partments file independently, how- 
ever. The Bureau supplies a val- 
uable service to the departments 
and is appreciated. 

At the end of the year the jack- 
ets are taken out of the file, sorted 
according to the name of the pro- 
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fessor sending the stencil, tied up 
in one bundle, and sent to the pro- 
fessor. If he wishes the Bureau to 
continue to keep a stencil on file 
he returns it; if not, he marks it 
“Destroy,” upon which the Bureau 
simply “kills” the index for that 
stencil and discards it. 


tique, equally attractive they 
were also furnished with the 
last word in modern furni- 
ture. The illustrations show 
the Chicago offices of the line 
where Stow-Davis desks of 
the newest design are used in 
appropriate treatment. 





GLOBE-WERNICKBE FURNISHES CHICAGO HEADQUARTERS OF THE AMERICAN MEDICAL ASSOCIA- 
TION.—Left: this illustration shows some of the steel shelving installed by the Globe-Wernicke Co., under 
the supervision of H. C. Anderson, general sales manager of the shelving division. This fine installation 
won the admiration and praise of everyone connected with the medical organization. Right: The attractive 
library also installed by Globe-Wernicke, houses a famous collection of medical lore and is one of the best- 
equipped and complete in the country. 
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OFFICE 


WOOD & STEEL 








Application of Modern Shown 


Effectively 


_ —_ the modern in office 
furniture has been in demand for 
some years and in increasing de- 
mand, perhaps the first one hun- 
dred per cent modern jobs in office 
suites have but recently been ac- 
complished in Los Angeles by Bar- 
ker Brothers, the world’s largest 
rurnishing store. 

Advantages in promoting the 


Presentation of This Type of Furniture Increases Sales, 


According to Los Angeles Dealer 


By J. Edw. Tuftt 


modern from the standpoint of 
merchandising office furniture are 
numerous, according to Arthur F. 
Fleck, manager of and buyer for 
the office equipment department. 
The first big advantage, Mr. 





Fleck states, is the fact that the 
use of the modern invariably in- 
creases the amount of the sale. 
The setting about to be described 
in the offices of the Mutual Don 
Lee Broadcasting Station in Los 
Angeles, represented a forty per 
cent larger sale than it would have 
represented if the modern had not 
been introduced, Mr. Fleck points 
out. 

The reasons for such increase in 
sale total is obvious. Purchase of 
the modern in office furniture de- 
mands a complete new setting 
throughout. There can be no fit- 
ting in of old pieces with the new 
modern. The combination just 
does not work, and that is that. 
The modern to appear at its best 
must have appropriate wall, floor, 
and window treatment to supply 
the background. It is “whole hog 
or none” in the words of an old 
but significant expression. 

Another advantage is the near 
absence of sales resistance. Mod- 


AN EXAMPLE OF THE CLASSICAL 

IN CONTRAST TO THE MODERN.— 

Although emphasis is placed upon 

modern styling, Barker Brothers also 

make many installations like the one 
shown at the left. 
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THREE SAMPLES OF PERFECT 
“MODERN.”—It is a far stretch from 
the old-type pigeon hole desk and un- 
comfortable and unhealthy chair of 
other days to the array of impressive 
and beautiful “modern” office furni- 
ture shown in these three pictures. 
Desk, chairs, lounge and table, all are 
beyond reproach from a standpoint of 
serviceability and yet they are the last 
word in attractiveness, comfort and 
beauty. 


ern office furniture, Mr. Fleck 
states, is sold with the least re- 
sistance of any type of furniture 
sold out of his department. Of 
course selling must be wisely done. 
In this department the imagina- 
tion of the customer is reached 
through a complete set-up in the 
store. Every article of furniture is 
placed pretty much as it would be 
placed in the offices, practically to 
scale of floor measurement. It is 
the complete set-up that does the 
business. 

A third advantage found by Mr. 
Fleck is the fine advertising and 
publicity value coming from a 
complete modern office set-up. It 
gets attention and gets it quickly. 
For example, the Mutual Don Lee 
Broadcasting Station offices with 
their hundreds of visitors consti- 
tute a splendid advertisement and 
showing of photographs of these 
rooms means a great deal. 


Style and Character Mean 
Something 


“We have a feeling here,” says 
Mr. Fleck, “that it means a great 
deal to get away occasionally from 
the conventional and to create 
something in the way of an office 
set-up that echoes the style note 
and is in keeping with the live 
mental attitudes of the present 
day—a day of brightness, vigor 
and cheer. The world of office 
managers and business executives 
is ready right now for the new 
and bright in office furnishings 
throughout. We are now meeting 
that need. It is impossible to live 
in a day of stream-lined automo- 
biles, modern motifs in architec- 
ture and in home furnishings and 
not feel the same urge in office 
furnishing. 

“I do not mean by this we pro- 
mote the modern and nothing else. 
That would not be a logical course 
to pursue. I do mean, however, 
that we recognize the increasing 
place for the modern and promote 
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it with increasing effort. It is be- 
coming more and more widely ac- 
cepted.” 

The Don Lee Job in Detail 

The Mutual Don Lee Broadcast 
ing Station offices, shown in ac- 
companying pictures are worthy of 
detailed description as they are 
among the first 100 per cent mod- 
ern that Barker Brothers has fur- 
nished. No doubt they are the first 
in the city with the complete mod- 
ern treatment. 

The reception room is distinctly 
modern. The carpeting, wall to 
wall, is in turquoise blue, the fur- 
niture all in chromium with two- 
tone, sharply contrasting, uphol- 
stering, the darker tone, however, 
harmonizing with the carpeting. 
The walls are in off-white lined 
with chromium bars running hori- 
zontally, predominating a modern 
motif. 

The desk in the general mana- 
ger’s office is strikingly modern 
with rosewood top relieved with a 
sycamore inlay and banded in 


sycamore paralleling the inlay. 
The desk has a rosewood frieze 
corresponding with the top field 
and the base is in beautifully lined 
maple. The legs are mahogany. 

The club chair and davenport 
are in two tones definitely con- 
trasted, beige and tan. 

Other chairs have walnut legs, 
maple arms, and are upholstered 
in pigskin. The telephone stand 
and filing cabinet match the desk. 

Carpeting is in pebble-weave 
and of a rust tone while the walls 
are in off-white. Venetian blinds 
play an important role in the dec- 
orative make-up. 

Hancock Office in Contrast 

To show that the promotion of 
the modern has not crowded out 
entirely the more classical set-ups 
with the Barker organization, Mr. 
Fleck presents a complete job re- 
cently completed for the president 
of the Hancock Oil Company, one 
of the major oil companies of Los 
Angeles. 

This set-up, especially created, is 
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one of which Barker Brothers is 
especially proud. All furniture is 
in modified Spanish with the an- 
tiqued high-light finish walnut. 
The chairs are upholstered in an- 
tique brown, the walls are paneled 
in fine figured, quarter-sawed oak, 
the carpeting is a pebble-weave in 
a soft shade of green and a richer 
tone still is introduced by an Ori- 
ental throw rug. The draperies 
offer a harmonizing note with 
green and rust on a relief field of 
white. 

“T offer this to show that we are 
promoting all kinds of creative 
work to meet the demands of the 
most discriminating customers, 
but I offer it also to show the con- 
trast with the modern which we 
are now bringing in 100 per cent,” 
says Mr. Fleck. “I might add that 
volume is increasing steadily and 
rapidly. We look for even greater 
increases in the near future as the 
vogue for the modern takes hold 
more and more thoroughly in the 
Los Angeles area.” 





NOTHING BUT GENERAL FIREPROOFING HERE.—Among notable in- 

stallations recently made is that of the Aetna Life Insurance offices at 

Des Moines, lowa. This fine installation of General Fireproofing Company 

equipment was placed and arranged by Koch Brothers, Des Moines dealers 

for General Fireproofing. The equipment included 1600 series desks and 
tables, filing equipment and Goodform aluminum chairs. 
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Office Furniture Merchandising 


Techniques 


a salesmen plus personal 
calls on prospects plus aroused 
interest in new equipment equals 
office furniture sales. 

That, in a nutshell, is our 
formula for obtaining our share 
of the office furniture business and 
seeing to it that what was once 
merely a prospect becomes a satis- 
fied and permanent customer. 

To begin with, our salesmen are 
schooled on the idea of selling the 
business and professional man 
upon the merits of having his “of- 
fice home” made just as attractive 
as his living home and the auto- 
mobile he drives. We impress upon 
our men, who in turn impress upon 
the prospects the fact that they, 
the customers, spend some eighty 
to eighty-four per cent of their 
waking hours at their places of 
business. 

There’s Build-up 

Of course, you cannot spring this 
factor immediately upon opening 
negotiations. There must be a 
build-up. Other contributing fac- 
tors must be brought to the 
prospect’s attention because of the 
fact that although he knows of 
and is thoroughly acquainted with 
the various points which you seek 
to drive home, he must be re- 
minded of them at the time the 
sale is being made. 

And so our men are taught to 
remind the prospect that his liv- 
ing home is kept up-to-date with 
such new and modern furniture 
as is necessary. His wife sees to 
that. In most cases, his auto- 
mobile is kept up-to-date with the 
various gadgets and devices which 
are placed on the market from 
time to time. His garage me- 
chanics and salesmen see to that. 
It is a peculiar fact that the 
prospect is just as particular about 
his home and his automobile as 
is his wife, and yet, he is apt to be 
quite content with an out-of-date 
office filled with obsolete furniture 


Suggestions Evolved From Long Experience in Mer- 


chandising Equipment 


By C. L. Mitchell, 


Crane & Company, Inc., 
Topeka, Kansas 





MR. MITCHELL 


and equipment unless “this out- 
of-dateness” and this obsoleteness 
is brought specifically to his at- 
tention. 

Talk Price Last 

Before leaving the salesman and 
his procedure, I wish to make clear 
another point which we have 
found of the greatest value in suc- 
cessfully completing a sale. It is 
this—never talk price first. Our 
men are thoroughly trained on 
this and are warned to do their 
best to keep the customer off this 
question of price and to sell him 
on the beauty and the merits of 
the product. Then, the salesmen 
are told, give him a complete lay- 
out before presenting him with a 
total cost of installation. Actual 
experience has taught us that this 
is the best procedure. 

Our next move is to bring the 
prospect to the store where we 
have made my office into a com- 
plete model layout with which the 
salesman can demonstrate to the 
prospect. Some years ago I 
started to fix up some model dis- 
play offices and later decided to 


abandon that plan for the better 
one of making my own office as 
smart, well equipped, and up-to- 
date as possible for the benefit of 
the salesmen wishing to make 
demonstrations. This proved to be 
a most effective selling asset. 

But even in this detail of the 
selling game we have rules. Two 
of the most important of these 
are: 

Two Good Rules 

1. Do not display a desk without 
a complete complement of an at- 
tractive desk pad, desk lamp, foun- 
tain pen set, and chair to harmon- 
ize with the general ensemble. In- 
cidentally, a large rubber seat mat 
properly placed before the desk 
and under the chair will also help. 

2. Do not demonstrate a letter 
file without showing the top 
drawer closed and the other 
drawers drawn out to different 
depths, showing various kinds of 
index installations. 

We have, under this system, 
created a list of satisfied customers 
to whom we have sold the very 
best grade of furniture. This list 
is always in evidence and we make 
it a point to consult it from time 
to time so that we may “follow- 
up” for the purpose of ascertain- 
ing what the customer’s reaction 
is to his newly furnished office as 
well as his feeling about the mer- 
chandise he has purchased. It is 
an interesting fact that the 
greater percentage of these cus- 
tomers, once the sale has been 
made and the installation com- 
pleted, tell us that while they do 
not know just what is_ the 
psychological effect, living seems 
“more enjoyable” when they walk 
into their newly furnished offices. 
They also develop a pride in show- 
ing this new furniture and equip- 
ment to their friends, clients, and 
customers. As an example, let me 
quote one case. 

Some years ago, there was an 
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old corporation lawyer here who 
had not changed a thing in his 
office for over thirty years. He ac- 
tually kept his legal blanks in one 
of those old Clark’s O-N-T thread 
cases. It took a year to sell him 
on the idea of cleaning house and 
then one day he called up and 
said, “I am going away for a 
month and I am giving you carte 
blanche to work with my secretary 
and fix this office up the way you 
and she think it should be.” And 
what we did to that office was 
plenty. 


Twenty Years Late 


The morning he went into his 
office, we had a large bouquet of 
American Beauty roses on his desk 
and the expression on his face 
when he walked in was a joy to 
behold. After he had looked every- 
thing over and had taken a cigar 
from the humidor on his desk, his 
only comment was, “Why in heck 
didn’t you make me do this twenty 
years ago?” 

This, I believe, is definite proof 
that selling office furniture is a 
process of education and sales- 
manship. 

Like dealers everywhere, we, of 
course, always have the price cut- 
ter to contend with. But again the 
proper training of salesmen, we 
believe, can counteract this factor. 
With the price cutter and his 
inferior material always in mind, 
we equip our men with first class 
knowledge of material and con- 
struction in office equipment. This 
gives them the ability to point out 
weaknesses of cheaper materials 
and cheaper construction. Which 
brings to mind another incident 
which happened some time ago. 

I sold three cheap typewriter 
desks to Cochise County which has 
its county seat at Tombstone, 
Arizona. This was for a special 
rush job which they had in the 
office of the clerk of the superior 
court. In that hot dry climate, the 
desks warped so badly that, in the 
words of the county officials, they 
had to lock the office doors each 
night to keep those desks from 
warping themselves out into the 
hall and down the stairs. This 
taught me a lesson, and those 
cheap desks were the last I ever 
sold in that section of the coun- 
try. Incidentally, we have lost 
some good orders because we 
would not sell a cheap article out 
in that section when we knew just 
exactly what would happen if we 
did sell them. 


Letters from Customers 
We find that another good ad- 


vantage is obtained by getting a 
letter of appreciation from our 
satisfied customers. In these let- 
ters, we ask the customer to tell 
why he is pleased with the equip- 
ment we have sold from the stand- 
point of attractiveness and effi- 
ciency, and from the standpoint 
of their pleasure in having their 
“office home” made more attrac- 
tive to themselves and to their 
clients. 

I had a lot of fun with one of 
my friends upon whom I call quite 
regularly. It got so that whenever 
I entered the door he would salute 
me with, “I know my office looks 
like the dickens. I know I am a 
back number. I know I should 
have some up-to-date furniture. 
Just don’t start in telling me that 
because one of these days I am 
going to surprise you.” And witha 
little persuasion from me, he did 
so to the ultimate profit of us both. 


Know Good Equipment 

A salesman selling office furni- 
ture should be thoroughly posted 
on what is considered the correct 
equipment and the correct “office 
trim” to go with the furniture he 
is selling. This matter may be 
easily taken care of by adopting 
the good suggestions of office de- 
signers, which include full carpet 
coverage for offices and only oil 
paintings, steel engravings, or 
tapestries for wall decorations. 
Our salesmen know also that there 
is a preference for Venetian blinds 
and the use of attractive velour 
window drapes. They also give 
considerable attention to harmony 
of colors of leather used on fur- 
niture and use of letter trays, cos- 
tumers, and desk pads to har- 
monize with the furniture. 


Value is Demonstrated 

The value of this knowledge 
among dealers and their salesmen 
was aptly demonstrated when one 
day a customer came in from the 
west and was shown my demon- 
stration office which was a com- 
plete layout including carpet, win- 
dow drapes, and Venetian blinds. 
The value and superiority of the 
various items were pointed out to 
him as well as the need for each 
separate piece to harmonize and 
within an hour we had sold him 
the whole layout. Since making 
this installation, this customer has 
furnished two other offices with 
merchandise purchased from us. 

To some extent, we sell on the 
installment plan and on a rental 
plan. When selling by the former 
method, we charge interest, ex- 
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plaining to the prospect the addi- 
tional money involved, figuring out 
the total cost on an installment 
basis. 
Rental Furniture 

We maintain a warehouse for 
used furniture which is recondi- 
tioned and put in first class shape 
either for outright selling or as 
used furniture for rental purposes, 
which we have found to be a won- 
derful investment. We believe that 
all dealers should recondition their 
used furniture because it is easy 
to rent at a very good price. 

Some time ago I wrote to ten 
radio manufacturers for prices on 
a small office radio which would 
not detract from the general ap- 
pearance of the office and make it 
possible for customers to get mar- 
ket quotations, baseball scores, 
football scores, political speeches, 
etc., etc. I stated that the radio 
must be small, usable with either 
direct or alternating current, and 
capable of receiving short wave 
length messages as well as regular 
commercial broadcasts. 

Eventually we succeeded in get- 
ting an attractive set finished in 
walnut. It measures only twelve 
inches long, ten inches high and 
six inches deep, and is equipped 
with five tube capacity and a 
switch which can be tuned to 
bring in short wave length broad- 
casts. At a price of $29.95 we have 
sold a lot of these sets. I predict 
that in another year most offices 
of any size will be equipped with 
desk radios. 


Other Items Required 

Another economical item which 
adds to the appearance of the of- 
fice is a neat rug or runner made 
in the same color as the carpet. 
Also, there is a good market today 
for cigarette and cigar humidors 
as well as lighters and ash trays 
finished to match the furniture. 

I know of nothing more pleasing 
to the eye than a well dressed, 
well appointed office such as deal- 
ers today can furnish with 
standard equipment produced by 
manufacturers in the field. If we 
are not selling a complete line of 
office equipment, we are overlook- 
ing one of our own best bets. 

Taking it all in all, it requires 
real salesmanship, real knowledge 
of the product one is selling, and 
the artistic ability to first present 
a mental picture or a sketch of the 
layout to the customer which will 
bring him to your display rooms 
to see the real merchandise 
presented. 





Identification of 
Quality for Steel 
Desks and Files 


Steel Office Furniture 
Institute Adopts Series 
of Distinguishing Labels 


= BUYER of today is offered 
protection by identification labels 
on many lines such as the certifi- 
cate issued by Good Housekeeping 
Institute, the I. E. S. label on lamps 
which is issued by the Illuminating 
Engineering Society, labels on safes 
as authorized by the Safe Manu- 
facturers National Association, 
and now the Steel Office Furniture 
Institute has announced a label 
service to its members. 

Such label service, furnished by 
many industries, affords the con- 
suming public assurance that the 
manufacturer has complied with 
rigid requirements set forth by 
laboratory tests, value according to 
the grade designated by the label, 
the material and workmanship of 
the highest standard and a guar- 
antee that the various grades of 
steel files and steel desks upon 
which these labels are used, com- 
ply with the specifications for each 
grade. 

Not so many years ago there 
were but two grades of steel office 
equipment. Now with all business 
greatly expanded and increased in 
variety with attendant multiplicity 
of records of varying degree of im- 
portance and frequency of usage, 
it has become necessary to provide 
five grades of steel files and two 
grades of steel desks to fulfill the 
requirements most advantage- 
ously. 

With such variety, it is necessary 
that each grade bear some distin- 
guishing mark of quality. Par- 
ticularly so because, due to the 
simplicity of design, all steel files 
and all steel desks are very similar 
in appearance. 

The Board of Engineers of the 
Steel Office Furniture Institute 
having made a complete study of 
the upright steel files now in pro- 


Distribulor of Labeled Poducts 


APPROVED BY 


STEEL OFFICE FURNITURE INSTITUTE 


Look for the Label 
itassures you of the Quality of 


Merchandise you buy 


STEEL OFFICE FURNITURE INSTITUTE [Grave 


File 


SERIAL NO. 371 


ABOVE, DEALER’S SIGN. BELOW, REPRODUCTION OF A LABEL. 





duction and the various grades 
manufactured by its members, 
have adopted the following dis- 
tinctive letters and colors for their 
labels: 

Steel Files—Standard Grade “A” 

-Blue label. Commercial—Grade 
“B”’—Red label. Utility—Grade 
“C”—Green label. 

Non-Suspension, Senior Grade 
“D”—White label. Non-Suspen- 
sion, Junior Grade “E’”—yYellow 
label. 

Steel Desks and Tables—Stand- 
ard—Grade “A’”—Blue label. Util- 
ity—Grade “C”—Green label. 

For easy identification and to fa- 
cilitate selection by the customer 
on the sales floor of the dealer, the 
labels on the files are attached to 
the cross rail between the first and 
second drawer, or at the bottom of 
the file. The labels on the desks 
and tables are attached to the in- 
side of one of the top drawers. 

With desks and files bearing 
these labels, there is little or no op- 
portunity for errors by clerks in 
the stores, salesmen in the field, or 
in the dealers’ shipping rooms. By 
examination of the label on the 
product, the customer is assured 
that the proper goods have, been 
delivered. No longer should the 
customer, or the dealer for that 
matter, be confused by extrava- 
gant claims made by salesmen 
through ignorance or over-enthu- 
siasm. 

The following thirteen manu- 
facturers are members of The 


Steel Office Furniture Institute. It 
is expected that others will join. 
Art Metal Construction Company; 
Bentson Manufacturing Company; 
Berger Manufacturing Company; 
Browne-Morse Company; Corry- 
Jamestown Manufacturing Com- 
pany; The General Fireproofing 
Company; The Globe-Wernicke 
Co.; Invincible Metal Furniture 
Company; Metal Office Furni- 
ture Company; Remington Rand, 
Inc., Shaw-Walker Company; Vic- 
tor Safe & Equipment Company, 
Inc., and Yawman and Erbe Manu- 
facturing Company. 

Each manufacturer has coéper- 
ated in the development of quality 
and efficiency in steel office furni- 
ture through careful designing, 
capable engineering and a large 
expenditure of money, having in 
mind always the best possible 
product for a reasonable price and 
goods that render continuous serv- 
ice and long life to the user. 

An attractive sign for window 
and counter display is being fur- 
nished to dealers who handle Steel 
Office Furniture Institute prod- 
ucts. A small, attractive sticker 
will be used on letter heads, enve- 
lopes and other stationery and ad- 
vertising literature, all being part 
of an educational campaign to 
make its members well known to 
the consuming public. 

The Steel Office Furniture Insti- 
tute believes that these distinctive 
labels afford a way to better serve 
the consuming public. 
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Office Equipment and the 


Business Show By Jay Tee 





1936 sales records safely 
“in the bag” the business machines 
and office equipment industry can 
well afford to congratulate itself, 
not only for the results achieved 
during the past year but on the 
outlook for 1937 as well. 

Industrial activity of the nation 
in 1936 finally turned the maze- 
bound corner and records in 
many industries reached new high 
marks. But in the ultimate analy- 
sis the business equipment indus- 
try stands almost alone as 1937 
passes ahead. This industry not 
only made a most enviable record 
for the past year, but singularly 
finds itself now fully cognizant of 
the past and present compound 
of conditions and circumstances 
and is fully ready for all that 1937 
has to offer, to ask for and to gain. 

Not by chance or fortune has 
this exceptional state come into 
being. Strongly contributory to 
the industry’s status is the very 
nature of the purpose it serves, the 
function it plays as an integral 
part of the operation and adminis- 
tration of business itself and all its 
branches. But equally important 
is the recognition of the telling 
factors of business by the manu- 
facturers of business equipment. 
In recognizing the trend and look- 
ing to the future, these manufac- 
turers planned and prepared for 
the demand that was inevitable. 

Further, and of greater signifi- 
cance, however, is the fact that the 
burst of prosperity of 1936, in find- 
ing the industry primed and set, 
has not left a reaction for the 
ensuing period that will result det- 
rimentally. Individual manufac- 
turers did not prepare for a boom 
to be followed by a slump that 
would bring about restabilization 
of prices and upset of internal 
working order. They prepared for 
the obvious need for business to 
take account of its working tools 
after many years’ getting along 
with the mere essentials, of a 
gradual but sure re-equipping 
and a natural re-establishment of 
constant adaptation of advanced 
methods and machines as they are 
developed. 


That the industry planned and 
prepared well, and that the busi- 
ness is in accord with the outlook 
is reflected to no greater degree 
than in the thirty-four year old in- 
terposing instrument’ through 
which the industry and the public 
meet face to face, the National 
Business Show. 

The last National Business Show 
was in New York last October. 
Both the manufacturers and the 
management, the latter headed for 
the twenty-sixth year by Frank E. 
Tupper, made preparations for the 
largest and most comprehensive of 
all business shows. More space 
was used, more equipment dis- 
played and more man power used 
than in any previous show any- 
where. The results were what 
were expected by the most fore- 
sighted, far in excess of the most 
optimistic. It was more than any- 
thing else a buying public that 
came to the 1936 New York Na- 
tional Business Show. 

With an eye to the success of 
this past New York National Busi- 
ness Show, the proof of the excep- 
tional and intrinsic value of keep- 
ing the business public advised and 
informed of what the industry is 
doing for the business public, the 
1937 Chicago National Business 
Show to be held in March stands 
ahead as the most important event 
in the middle western business sec- 
tion in a decade. While New York 
has enjoyed these annual Exposi- 
tions annually since 1904, Chicago 
has not had a National Business 
Show since 1931. The advance in 
design, in accomplishment and in 
varied improvements during the 
past five years, and the number of 
new machines and devices de- 
veloped places equipment of that 
period among the obsolescent and 
far outmoded if not among the 
outworn. In March of this year 
every user of business equipment 
in Chicago and surrounding cen- 
ters will be invited to see for him- 
self how his business can benefit 
by putting into operation better 
methods, better equipment to re- 
place that which is outdated and 
fit only for the discard. 


For those who adhere to the 
adage “seeing is believing” or “the 
proof of the pudding is in the eat- 
ing” the business show is the ulti- 
mate means for full comprehen- 
sion of all that is to be asked for in 
the way of complete explanation 
and undeniable proof. 

Plans for this Business Show are 
all but completed, the only unsur- 
mountable factor being lack of 
enough space in the Stevens Hotel 
Exposition Hall, the scene of the 
exposition. With the combination 
of experience of the participating 
concerns, and the show manage- 
ment, and the unusual if not 
unique circumstances under which 
the show this year is being held, 
the week of March 22 to 27 will un- 
doubtedly witness the greatest 
single impetus to Chicago business 
equipment buying in many years 
and will give the buyers the chance 
they seek at this particular time 
when they want to know all about 
all business equipment. 

As was the case in preparing for 
the last New York show, manufac- 
turers are predicting keen interest 
on the part of buyers who find 
their equipment inadequate to 
meet present day requirements. 
Unlike the average “trade show,” 
the business show appeals to a 
public with definite intent to take 
advantage of what can be used to 
advantage for a definite purpose in 
a definite way. Sight and curiosity 
seekers have nothing to interest 
them in the way of the spectacular 
entertainment. Significantly the 
business show caters to a public 
that is business-minded and is de- 
signed and carried on accordingly, 
the visitor of necessity having to 
be familiar with business adminis- 
tration and office operation. 

Considering the combined condi- 
tions and circumstances of the 
Chicago business equipment mar- 
ket, and the excellent status of the 
business equipment industry, the 
1937 Chicago National Business 
Show should prove to be the 
greatest stimulus possible to the 
mid-west business section. 
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Office Appliances Takes New Location for 
Chicago Headquarters 


After Thirty Years at 417 South Dearborn Street Takes 
Quarters on the Sixth Floor of the Civic Opera Building 


20 NorthWacker Drive, Chicago 


A navues quarters from which 
Office Appliances has been issued 
for thirty of its thirty-three years 
of existence brings some regrets. 
There through the succeeding 
years, the usefulness of the jour- 
nal was developed. There, too, it 
has been our pleasure to receive 
visitors from here at home and 
from many lands: a privilege 
deeply appreciated. On the pages 
of the Guest Books are enscribed 
the names of guests from near 
and far, from every state in the 
Union and from Argentina; Aus- 
tralia; Austria; Bolivia; Brazil; 
Canada; Chile; China; Colom- 
bia; Czechoslovakia; Denmark; 
England; Finland; France; Ger- 
many; Hawaii; Holland; India; 
Italy; Japan; Java; Mexico; New 
Zealand; Nicaragua; Norway; 
Palestine; Persia; Peru; Philip- 
pine Islands; Poland; Porto Rico; 
Rumania; Russia (Union of So- 
viet Socialist Republics); Scot- 
land; Spain; Sweden; Switzer- 
land; Union of South Africa; 
Uruguay. 

These visitors from abroad, all 
on business missions, were am- 
bassadors of good will. Each 
leaving impressions of something 
fine about his own country and 
each finding something upon 
which to compliment our own. 

With the transfer of our few 
simple belongings to the new 
quarters, we shall take the “at- 
mosphere” created by the pleas- 
ant visits with these many call- 
ers. And shall hope for the pleas- 
ure of greeting them and others 


there. The entrance room is 604. The latch string hangs 


out. Welcome waits within. 
>. 


Emptying files and two large desks of contents accu- 
mulated through thirty years was pleasant employ- 
ment. Something like cleaning book shelves at home. 


New Address From February 4. 





View of the building here presented is of 
the rear along the Chicago river, with the 
Madison street bridge in the foreground. 
Taken from the esplanade of the beautiful 
Daily News building across the remarkable 
stream. The equally impressive front is not 
so conveniently pictured because of an ele- 
vated railway on the street. 

To anticipate erroneous impression we state 
at once that Office Appliances will not occupy 
the entire building. Considerable space is re- 
quired for the “opera house.” And a theatre 
as well. Monroe Calculating Machine Com- 
pany and the Eberhard Faber Pencil Com- 
pany have offices in the building. And a large 
number of other companies in many fields. 
Which necessitates our being contented with 
three rooms on the north end of the sixth 
floor. Turn north when leaving the elevators 
and our entrance door is in sight. 


And lingering over certain vol- 
umes to turn the pages to favor- 
ite passages. Or like clearing out 
the attic preparatory to occupy- 
ing a new domicile. It brought 
up many pleasant recollections. 
And increased our gratefulness— 
The handling of these slips of 
paper fragrant with good will. 
Ah, Good Will! (repetition). One 
of the two fairest and most 
fragrant flowers in life’s garden. 
In the accumulation was a 
great number of memo sheets of 
varying sizes with penciled notes 
and quotations, some written 
years ago, and under each con- 
spicuously displayed the word 
“develop”. (What wonderful 
things might be achieved did 
each recognize and develop ideas 
ever presenting themselves for 
attention). Then drawers of clip- 
pings, tear sheets, pamphlets, 
brochures. Each containing 
something of practical value or of 
inspiration: on salesmanship, 
philosophy, business practice, his- 
tory, etc. All with some point to- 
ward a better way of doing 
things. Material from which 
Glen Buck or Tim Thrift would 
have prepared a hundred impres- 
sive articles. But next to being 
able to create something helpful, 
inspiring or elevating, whatever 
it may be, is to appreciate the 
value of such things. And get for 
one’s self their significance. 
Taking new quarters after so 
long a period in the old brings a 


feeling of starting out afresh: of keying up step and 


tempo. Perhaps impelled by consciousness of the neces- 
sity to do a bit better to make the new conditions pos- 


So—on our way. 


sible. Anyways, there is stimulant to endeavor. New 
impulse to determination to make it come out all right. 
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NEW MACHINES AND DEVICES 


JASPER “ART MODERNE” DESK IN 1200 GRADE 

Jasper Office Furniture Company, Jasper, Ind., mak- 
ers of “Jackson Desks—Built Like a Stonewall” is offer 
ing an Art Moderne line in a twelve hundred grade. 
Material is full quartered oak, mahogany, or walnut, 
the mahogany and walnut desks having genuine 
veneered tops and panels. Walnut desks have genuine 
walnut rim on top and walnut drawer fronts. All other 
exterior parts are red gum or willow. The construction 
followed is that of the “Jackson desk” throughout. Ar- 
rises are pencil-rounded. Having the same pedestal 
space as their size indicates, they take up an inch and 
a half less floor space in either direction than is re- 
quired for desks that have a wider overhang at the top. 
The writing bed is an inch and a quarter thick, five ply 





ART MODERNE OFFICE DESK 


JASPER 


veneer with a heavy lumber rim. Corewood is chestnut 
in strips not more than four inches wide. The panels, 
five sixteenths of an inch thick, and three-ply, have the 
grain running vertically. Legs are turned of stock to 
work into supports an inch and three fourths square. 
They have hardened steel glides. The sides of the 
drawers are hardwood, dovetailed front and back. Bot- 
toms are of three-ply stock, framed in all around, and 
glue blocked. They are grooved and partitioned for 
three by five and four by six cards. The typewriter 
desk is provided with a stationery rack in the top 
drawer. Drawers are finished inside to match the ex- 
terior of the desk. Cylinder type paracentric locks are 
set in the knee drawers and in the top drawer of the 
typewriter desk. Round brass knobs are furnished. 
The finishes are light oak, medium mahogany and 
brown walnut velvet lacquer. Tops are rubbed. Sizes 
range from sixty-six to thirty-six inches. 
a 
EMPLOYEE’S SOCIAL SECURITY RECORD BOOK 
BY BOORUM & PEASE 

A record book in which an employee can keep an ac- 
count of deductions made from his salary under the 
Social Security Act has been produced by Boorum & 
Pease Company, 84 Hudson avenue, Brooklyn. It is 
called the “Employees Social Security Record and Memo 
Book,” and it measures five by three inches. There are 





forty-eight pages. Covers are flexible. It opens to a 
printed presentation of high lights on the law; the fly 
leaf offers space for the employee’s name and registra- 
tion number. The first ten leaves provide space in 
which may be entered data recommended in Article 
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EMPLOYEE’S 
SOCIAL SECURITY 
RECORD 


412 (b) of the Act; the name of each employer, dates of 
beginning and terminating services, and information 
about himself. The rest of the pages have feint rul- 
ings. The front cover bears the title. Two grades are 
offered: No. 184, bound in genuine black leather, and 
No. 174, in black fabrihide. 


—__p_—_- 

DUO-TANG PRESENTATION COVERS 
A cover suitable for binding engineering reports, con- 
tractors’ specifications, etc..—in a word, any manuscript 
or document worth dressing up attractively to gain the 
advantages of favorable first impressions—is the E]- 
lingsworth Manufacturing Company’s Duo-Tang pre- 


N 





DUO-TANG BINDER, ONE FASTENER SPREAD 


sentation cover, made of stout paper in two finishes and 
a variety of colors. The Seco stock is in a glossy ripple 
finish, choice of blue, brown, green, red, black, or gray. 
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The Leatherine stock is grained to simulate leather, has 
a softer sheen, and comes in lighter hues, with four ad- 
ditional colors: yellow, orange, tan, and ivory. Either 
letter or note size may be ordered; both sizes are pro- 
vided with the fastener that gives these covers their 
name. This fastener consists of a double-tongue brass 
unit which is riveted firmly on one of the flaps between 
which the contents are to be placed, and an eyelet in 
the other flap, through which the double tongue 
fastener is inserted and compressed. Three of these 
fasteners are spaced four and a quarter inches apart; 
the paper to be bound therefore must be punched ac- 
cordingly: two holes eight and a half inches apart, and 
a third in the middle. The covers can hold conveniently 
a manuscript a quarter of an inch or more thick. 
For compilations of unusual thickness or of odd dimen- 
sions, or for covers with fasteners set in varied positions 
special arrangements may be made with the manufac- 
turers, whose address is 200 South Peoria street, 
Chicago. 
EO ——— 
ACME SOCIAL SECURITY FORMS 

The Acme Card System Company, 8 South Michigan 
avenue, Chicago, Ill., having designed many social 
security record forms after analytical study of the 
law, conferences with government officials and em- 
ployees, and examination of requirements of com- 





SOCIAL SECURITY FORMS BY ACME.—These forms and 
their equipment have been manufactured to serve business 
companies of all sizes. 


panies which have set up their own systems, has 
developed over 200,000 visible record forms to meet the 
needs of over 80,000 business firms. The Acme records 
are organized to serve companies of all sizes. For the 
employer who has no more than fourteen employees, 
a visible-record book has been made. A binder of 
larger size is available for employee records of firms 
having from thirty to fifty workers; for employers of 
300 or more, tray cabinets are offered. Individual pay- 
roll records are provided for, as are forms for an an- 
nual payroll summary, personnel record, unemploy- 
ment tax record, and employee’s contribution record. 
With this type of equipment the employer is said to 
be able to set up his necessary records immediately. 
8 eH 
SMOKING SET BY PRECISION 

A table model ash receiver, cigarette box, and 
chromium tray make up the new smoker’s set being of- 
fered by Precision Metal Workers, 3100 Carroll avenue, 
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Chicago. It is called the Moderne smoke set. The ash 
receiver has a patented closing top. Ten chemically 
treated cups are included. These are said to destroy 
completely the offensive odor noticeable when ash trays 
are neglected; the cups are designed for easy disposi- 











NEW PRECISION METAL WORKERS SET 


tion. Described as especially suitable for the desk of 
the executive, it would seem to have a strong appeal 
also for any place where cleanliness and order are ap- 
preciated, as in lounges for ladies. The set is available 
in black, red, green, bronze, mahogany and walnut, 
plain or with the ornamentation shown. 
—_—_———_—_—_ 

NEW STREAMLINED SPEED-O-PRINT MODELS 

Speed-O-Print Corporation, 180 W. Washington 
street, Chicago, offers the market two new “stream- 
lined models,” representing months of engineering de- 
sign. They are, respectively, automatic and hand feed 
machines, capable of handling duplicating jobs from 
post card to legal size, employing any standard stencil. 
In each model, a stationary stripper functions without 
adjustment for any size job, and the receiving tray has 
movable side guides adaptable to various sizes of work. 
For feeding, side guides are equipped with an adjust- 
able rubber grip. The backstop is designed for use on 
all sizes of stock. Inking is from inside an open non- 
leakable drum. The impression roller, which can be ad- 
justed for light or heavy impressions, can be removed 
instantly; the printing position can be raised or low- 
ered by a simple adjustment. Accurate registration is 
achieved by the device, which, in the hand-fed model 
produces 2,000 copies per hour, and fed automatically 
turns out 5,000 per hour. Adjustments provided make 





NEW STREAMLINED SPEED-0-PRINT DUPLICATOR 


possible excellent results at high speed. Practically all 
working parts are enclosed. No coil springs are em- 
ployed. The frame is die cast. 
i es 
NEW QUALITY PARK WALLET 

Quality Park Envelope Company, St. Paul, Minn., 
makers of Leatheroid envelopes and paper specialties, 
has produced a Leatheroid wallet measuring two by 
three and a half inches, designed specifically to protect 
the social security card which is issued to the employed 
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worker. The envelope is made of ten point red stock, 
which contains rope fibers to assure long wear. Thus 
it provides long service to the user, and to the adver- 





SOCIAL SECURITY CARD CASE 
AND ADVERTISING MEDIUM 


tiser who prints his message on those he distributes. 
For the idea is to make an advertising specialty of it. 
It has a large flap on which can be printed advertising 
matter; the large flap is necessary as a cover for a 
good-sized window through which the name on the 
card can be easily read. 

In lots of different sizes, with matter printed in black 
ink, the prices vary; a discount is allowed. The en- 
velope is ready for immediate shipment. Inquiries may 
be addressed to the manufacturers. 

———~___——_ 
NEW SPRAY: SANI-PHONE 


Sanford Manufacturing Company, Congress and 
Peoria streets, Chicago, has produced a new office item 
in Sani-Phone, a liquid which is designed to serve three 
functions. It comes in a bottle from which it can be 
sprayed upon the mouthpiece of a telephone, to cleanse, 
deodorize, and disinfect it. It can be applied with a 
cloth. Evaporating quickly, it has a pleasant odor. 
Little is required for an application. The atomizer at- 
tachment is supplied at a moderate additional cost; 





CLEANSER AND DEODORANT 


it is used with successive bottles required. In addition 
to the six ounce bottle shown in the illustration, pints, 
quarts and gallons are offered. 
a 
STURGIS EXECUTIVE CHAIR 


A new posture chair for executives is now on the mar- 
ket, the No. 900 spring back Sturgis posture chair. The 
arms of this chair are upholstered in such a way as to 
give an impression of massiveness in appearance; they 
are said to add considerably to the user’s comfort. The 


OFFICE APPLIANCES 


seat, nineteen and a half inches wide and seventeen 
and a half inches deep, and the back, seventeen inches 
wide and seventeen and a half inches high may be had 
upholstered in genuine leather or linen frieze fabric, 
the inner structure being of thick rubberized curled 
hair. The height of the seat can be adjusted from nine- 
teen to twenty-three inches. The position of the back 
can be readily adjusted by hand, as can the spring ten- 





EXECUTIVES POSTURE CHAIR 


sion. The base, of die cast aluminum, with polished 
scuff plates, moves on soft rubber wheels, ball-bearing, 
of two inch diameter. The Sturgis Posture Chair Com- 
pany’s address is Sturgis, Mich. 
——_@—_—_— 
LEGS FOR FILE STACK BY GUIDE SYSTEM 

Guide System & Supply Company, 335 Canal street, 

New York, has designed and manufactured legs that can 





SUPPORT FOR TRANSFER 
FILES 


be attached to their transfer file stacks, lifting these 
clear from the floor to facilitate cleaning without risk 
to the contents of the cases. The legs are finished in 
olive green. They fit into the steel reinforcements at 
the sides of the case, no tools or screws being required 
for assembling. 
a 
BOYCE COLLECTION SYSTEM 

A means of keeping in order for ready reference the 
facts that need to be known about an organization’s 
receivables is now available in the new Boyce Collec- 
tion System, made by A. E. Boyce Company, Muncie, 
Ind., producer of loose leaf systems, devices, and forms. 

A binder eight and one-eighth by eleven inches, with 
one inch rings, provided with celluloid tabbed division 
sheets and ruled record sheets appropriately printed, 
facilitates easy review of receivables, which are classi- 
fied as to due dates and other essential information, 
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making follow-up and collection routine simple to 
maintain. 

Accompanying the binder are instructions which out- 
line effective methods of achieving the results desired, 
typical letters for collections, and a plan and letters 
for establishing credit limits and relations. Dealers 
are supplied, with initial orders, an attractive box for 
display of the system. 

—————__>—___—__ 
ART STEEL OFFERS “MI-FILE” 


Designed for household use, Mi-File, made by Art 
Steel Company, Inc., New York, is of high grade steel 
electrically welded, finished in black crystal. It has a 





MI-FILE—FOR ORGANIZING HOME REC- 
ORDS 


nickeled handle and lock, and contains a twenty-sub- 
division index, ten for alphabetical filing, two blank, 
and eight headed respectively Automobile, Budget, 
Household Expense, Insurance, Investment Interest, 
Pending, Taxes, and Unpaid Bills. Listed in the cata- 
logue as No. 110, it measures 12% inches wide, 10% 
inches high, and five and five-eighths inches deep. 
——_————.. 
NATURAL LIGHT PORTABLE FARIES LAMP 


Faries Manufacturing Company, Decatur, IIl., has de- 
veloped a new Natural Light lamp suitable for execu- 








FARIES LAMP TO STAND ANYWHERE ON DESK 


tive or general office use. It is designed with the pur- 
pose of being readily moved; it can be set, according 
to report, at any position on a desk top to suit the con- 
venience of the user. Described as a fully accredited 
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I. E. S. lamp, it is said to have proved by tests its ca- 
pacity to reduce errors, relieve eye fatigue, and speed 
up production. It provides illumination like daylight, 
free from glare. The base is grooved to hold pens and 
pencils. 
——_—<—__——_ 
AMERICAN JUNIOR PERFORATOR 


The “American Junior,” a new perforator made by 
the American Perforator Company, 617-631 West Jack- 





WILL PUNCH SPECIFIED SYMBOLS 


son boulevard, Chicago, weighs only two pounds and oc- 
cupies space four inches high, six and three-fourths 
inches long, and two and a fourth inches wide. It can 
be manufactured to perforate any word, figures, or 
combination of characters five-sixteenths of an inch 
high, and one and three-eighths inches long. It is pow- 
erful enough to perforate eight sheets of paper at once. 
Stationers and dealers will be supplied further infor- 
mation by the manufacturer on request. 
————< 


CELLOPHANE COVERS FOR OFFICE MACHINES 


Shipman-Ward Manufacturing Company announces 
from their new headquarters at 325 N. Wells street, Chi- 
cago, the availability of a complete line of dust covers 
made of clear and durable cellophane, to be used to pro- 
tect office machines which are on display from dust. 

The design of the covers is like that of the familiar 
leatherette covers, the seams sewed. Covers for all 
makes of typewriters, adding machines, and other office 
machines will be supplied at the same prices charged 
for leatherette covers. 

—<>—__——— 
SWIFTSET RUBBER TYPE BY SUPERIOR 


The Superior Type Company, 3940 Ravenswood ave- 
nue, Chicago, IIL, offers a new style of rubber type for 
office use. A notch in the type permits it to be held 
firmly in the groove of the holder, which has a shoulder 





NOTCHED RUBBER TYPE 
STAYS SET 


inside on which the notch bears. It is said that, with 
this new type, setting can be accomplished speedily. 
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With the outfit comes a handy case with alphabetical 
compartments for sorting and storing the type. Sets 
can be had in a selection of eight, each of a popular 
size and modern style type. Type case, holders, ink 
pad, and tweezers, are included. Centrally, the sets are 
distributed by the manufacturer, in the west they are 
handled by the branch warehouse at 268 Market street, 
San Francisco, and in the east by R. A. Stewart & Com- 
pany, 80 Duane street, New York. 
SS a 


TELL CITY DESK COMPANY OFFERS T4100 LINE 
Two lines of desks that proved popular among the 
customers of the Tell City Desk Company, Tell City, 





NEW TELL CITY DESK COMPANY MODEL 
Ind., have resulted in a new series, the T4100 line. 
After improving the designs they were merged, and 
newly designed hardware was added, the small size 
appropriate for the professional man and the small 
office being continued. Specific information will be 

supplied by the manufacturer upon application. 

—___—_- 

HARTER “COMFIT” POSTURE CHAIR 
The Harter Corporation, Sturgis, Mich., has added a 
new model to their line of posture chairs. Made of steel, 





HARTER 


“COMFIT” CHAIR BY 


the ‘Comfit,” as it is called, is designed to make cor- 
ree, posture natural and easy. It is of welded con- 
striction, and is easily adjusted, quickly and positively, 
by vontrols of the wheel type. The illustration shows 
the shaped seat; the back is resilient. 


OFFICE APPLIANCES 


STYLI BY TECHNYGRAPH 
The Technygraph, Techny, IIl., is producing a new 
line of styli. High grade tool steel, machined carefully 
within a tolerance of less than a thousandth of an 
inch, and scientifically heat treated, is used. The 
Styli are heavily plated and are inspected critically. 
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TRATED ABOVE ARE SUGGESTIVE OF THE VARIETY OF 
EFFECTS POSSIBLE IN STENCIL DUPLICATION. 
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In design, the long slender tips permit fine detail work. 
The ferrule on each stylus is rolled over at the end, 
making the instrument comfortable to hold. All styli 
are neatly packaged. They are sold through distrib- 
utors. Interested dealers may secure list of distributors 
from the manufacturer. 
Lakdiliieamanes 
TWO NEW PENCIL SETS BY KAHN 

David Kahn, Inc., North Bergen, N. J., has added 
two new pencil sets to their line of popular-priced 
writing instruments. One is listed as No. 2264, which 
is described as pastel inlaid with tinsel, and is de- 
signed for adults and children; the other is a Shirley 
Temple set, No. 2234, for children. It comes in a step- 
up box, and features Shirley’s picture and autograph. 
It, too, is in pastel colors. Binder sheets showing the 
new Shirley Temple sets may be secured from the 
manufacturer. 

EE 
HOOVEN VARI-SPACE TYPEWRITER 

A typewriter that can write ten, eleven or twelve elite 
characters to the inch (or nine, ten, or eleven pica 
characters) at the option of the typist, who shifts from 





ATTACHED 


MACHINE WITH HOOVEN DEVICE 


one to another by means of an easily operated control, 
is the Vari-Space typewriter, manufactured by the 
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Hooven Automatic Typewriter Corporation, Hamilton, 
Ohio. By the proper use of the machine, written matter 
can be put on a page with perfectly even margins at 
both ends of the typed lines. 

First the material must be written in about the way 
desired, using the intermediate number of characters 
per inch (eleven, in case an elite type is used). Next 
a line is drawn down the right margin, dividing the 
overruns and underruns evenly. Then the desired copy, 
with even lines, can be written. Where there is an over- 
run in any line, the machine is set to write ten char- 
acters per inch, and is left so for as many inches of 
writing as there are letters in the overrun; then the 
machine is reset to write the standard eleven characters 
per inch. Where a line is short, the opposite course is 
followed; as many inches are written twelve characters 
to the inch as there are characters missing to make a 
complete line. 

A scale on the front of the machine indicates inches, 
making the operation easy for a competent typist. It 
is said that only a few minutes will suffice to explain 
the principles employed, and a few hours of practice by 
a good typist will establish expert performance. 

The difference in spacing is but 1/120 of an inch be- 
tween the consecutive orders—too slight to be per- 
ceptible. 
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NEVA-CLOG D-30 MODEL 


SCRIBED IN JANUARY 0O.A— 
Another new model just out is 
the D-40. 
—_—~>—__ 


NATIONAL FAULTLESS SYSTEM OF BOOKKEEPING 

Described as a system of bookkeeping conceived by 
an expert for the business man whose affairs do not 
necessitate full-time employment of a bookkeeper, the 
National Faultless system of bookkeeping is offered 
by Wm. Monblatt & Company, 535-539 So. Franklin 
street, Chicago, Ill. 

In this system, one page or sheet is used to record 
the proceedings for a whole month: daily sales, daily 
Sales tax, cash received on account, merchandise bills 
received and bills paid, goods returned by, or returned 
to, the business, bank deposits, bank balances, daily 
cash balances, discount earned, when each invoice is 
due, and daily weather report. A separate column 
with a date column, is used for each transaction. The 
general expense column consists of only a two and a 
half inch space, in which can be kept, by this system, 
data that is adequate for the purposes of the business. 

—_———<__—__ 
“CLEANERENO” REFINISHER 

The Cleanereno Chemical Company, 108 West Lake 
street, Chicago, is introducing a new item for the type- 
writer and other office machines. It was devised to 
renovate and renew worn platens and rubber typewriter 
keys, and also serves as a detergent for clogged type. 
This compound is also useful for brightening and pre- 
serving the original finish of office machines, such as 
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the Mimeograph, Multigraph, typewriters, adding ma- 
chines and similar mechanisms. 

This item is packed in two popular sizes—retailing 
at fifty cents and also $1.00. With four color label and 








CLEANERENO—VERSATILE CLEANER—COMES IN TWO 
AND EIGHT OUNCE BOTTLES AS SHOWN, AND IN PINTS, 
QUARTS, AND GALLONS, 


printed Cellophane overwrap the “Cleanereno” package 
makes an attractive display. The bottles are provided 
with a specially constructed seal, retaining the potency 
of the cleaner. The formula employed is different, 
and is characterized by a pleasant sassafras scent 
which is agreeable to the user. The dauber is made of 
wood and cork, is substantial, and has a spring brass 
rod secured to an all wool dauber. Each package in- 
cludes a flannelette wiping cloth, which adds to the 
sales appeal. 
—__>——_ 


NEW MURPHY OFFICE CHAIRS 
Pecan-walnut lacquer finish, rubbed dull, character- 
izes the new chairs added to the line of Murphy Chair 
Company, Owensboro, Ky., at the Chicago Market last 
month. Among other features is the No-Sag spring 
construction in the back, built into some of the new 





TWO NEW MURPHY CHAIRS, No. 7290 AT LEFT, No. 7286 
AT RIGHT. 


models, and spring-filled cushion seats. Upholstery is 
in varied colors of leather, in full top grain, snuffed 
top grain, or buffalo grade. All swivel chairs have easy- 
rolling casters. All of the new chairs will be described 
in a new supplement to be published shortly. Two of 
the new models are shown here. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 


offices of this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, 


and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cordially invited to call 
upon Vincent Jackson at 22 St. Andrew street, Holborn Circus, London EC4. 
Mr. Jackson’s association with the trade and his contacts with its organiza- 
tions afford him information valuable to those desiring to cultivate the Brit- 


ish market. 


In subscription matters, O. Viborg-Larsen, Dalforet 16, Copen- 


hagen, Denmark, is the authorized representative of Office Appliances in the 
British Isles. 


London, January 7, 1937. 

One of the leading members of the trade, Lamson 
Paragon Supply Co., Ltd., have recently celebrated their 
Golden Jubilee. A profusely illustrated book was issued. 
In a foreword I read the following—‘“Tireless in his 
semi-retirement, Mr. D. W. Evans, our general sales 
manager from 1923 until January, 1931, has compiled 
a Log of Lamson Paragon History. For two years he has 
delved in old records, original papers, and basic agree- 
ments which constitute the archives of our Company. 
He has collected the reminiscences of those who knew 
Paragon in its earlier years; he has disturbed the cur- 
rent activities of ourselves and our associates overseas 
(I like this phrase—V.E.J.), calling for information and 
confirmation in relation to all manner of persons, 
events and things. All these he has collated, classified 
and embodied in the Log, a veritable quarry, to which 
our successors will be able to turn, conveniently and 
confidently, when we of this generation have taken our 
place in the procession of the ages. 

“To Mr. D. W. Evans, therefore, the grateful acknowl- 
edgments and thanks of all Paragonites.” 

The book itself is extremely interesting covering a 
period as it does from 1886 to 1936. Illustrations of the 
old premises and some of the original productions adorn 
the pages alongside the photographs of those early 
pioneers who built up the business in the days when it 
was known as “Paragon Check Book Co.” I noticed on 
an illustration of an original letter, dated May 27, 1888, 
that amongst the particulars in the letter heading ap- 
pears “other factories—Niagara Falls, U. S. A. (the 
largest in the world), and Toronto, Canada.” 

As a grand climax to the celebration of their Golden 
Jubilee Year, the directors of Lamson Paragon Supply 


Co., Ltd., entertained over 3,000 of their employees and 
friends in the Olympia ball room on Saturday 19th, De- 
cember. 

It was a brilliant spectacle as the guests assembled 
on the promenades and the vast 24,000 foot dance floor. 
Two special trains brought over 1,500 employees from 
Upminster, Plaistow, Wanstead and other stations to 
Addison Road, and five of London’s newest trolley- 
buses brought another 400 from the Papercraft Works 
at Hendon. Among the guests were many of the lead- 
ing paper manufacturers of the country and other sup- 
pliers of the company, also a number of Paragon’s older 
customers, and—which was extremely pleasant to wit- 
ness—a very representative gathering of members of 
Paragon’s own industry. 

In addition to the dancing and a special cabaret 
performance the opportunity was taken to make pre- 
sentations to thirty-five employees, including two di- 
rectors, who had completed thirty-five years’ service 
or over for the company. These, added to fifteen 
similar presentations made in 1928, brought the 
number of employees who have completed from thirty- 
five to forty-eight years’ service in Paragon, up to fifty. 
The awards were made by Mr. J. M. Evans, the manag- 
ing director, who himself missed participating as a re- 
cipient by only two years. With him was Mrs. J. M. 
Evans, Lady Alan McLean, wife of Sir Alan McLean, 
M.P., the chairman of the company, and Mrs. Robert 
Clark, widow of the famous Mr. Robert Clark who 
built up the fortunes of the company in the early days. 

Messages of congratulations were received during the 
evening from all parts of the world—from Paragon en- 
terprises in Australia, South Africa, Argentine, Ger- 
many, Holland, Denmark, Sweden, Norway, Finland, 
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France, Belgium, Switzerland, Italy, Egypt, West Indies 
and other centres. Mr. E. G. Baker, president of the 
Moore Corporation of Toronto sent greetings on behalf 
of the companies operating in Canada and throughout 
the United States of America, and a cable was received 
from Mr. O. L. Moore, secretary of the Specialty Ac- 


counting Supply eemeereria~s Association, New York. 
. 


In the editorial columns of the Evening Standard, one 
of London’s leading evening papers, in an article referr- 
ing to that great American Journalist, Mr. Arthur Bris- 
bane, appears the following: 

“Mr. Brisbane was proud of his skill as a journalist. 

“For years he had dictated his column. His Dicta- 
phone was his business wife. It accompanied him 
everywhere. He used it in trains and in his car. It 
went with him on his travels. 

“When he came to Europe in the late summer of this 
year, the Dictaphone got no rest. And the young men 
in Mr. Hearst’s offices in Paris, in Rome and in other 
cities of Europe were kept busy shipping the wax 
cylinders to New York. 

“To those who know how to use it, the Dictaphone is 
one of the boons of modern life. 

“A recent addict is Lord Beaverbrook, who now will 
not have a secretary in his house. 

“There is no limit to the services which it can render. 
I know a woman who had a butler so dignified that he 
could not be sacked, so cussed that his mistress longed 
to be rid of him. 

“At last she retired to her room, took her Dictaphone 
and said into it everything that she wanted to say 
about that butler. 

“Then she rang the bell. ‘Jenkins,’ she said, 
this cylinder downstairs and play it to yourself.’ 

“Jenkins went.” 


‘take 


x - * 

You will admit that this is an excellent tribute (en- 
tirely unsolicited) to the Dictaphone, and needless to 
say when I met my friends, Mr. Thomas Dixon and 
later, Mr. William Dixon, the directors of the Dicta- 
phone Co., a day or two after this appeared they were 
very proud men! Well, anyway, I use a Dictaphone, 
too! 


« * * 

Recently our friends, L. C. Smith & Corona Type- 
writers have moved into fine new premises, and I am 
hoping in a few days when my work will allow to call 
on them, when no doubt I shall have more to tell you. 
As readers know, the managing director, Mr. Harry 
Stiles, is also chairman of the Office Appliance Trades 
Association. 

There is marked relief over the happy ending to the 
recent domestic crisis connected with the Royal Family. 
We are all proud of our new King and Queen and the 
little Princesses. Business, which had naturally 
“dragged” a little in those fateful weeks has now picked 
up its usual buoyancy and cheerfulness, and we go for- 
ward in the New Year with great hopes. Unfortunately, 
an epidemic of influenza is rather depleting staffs at 
the moment, but there are signs too that this is abating. 
Whilst naturally inconvenient, it is fortunately not a 
very serious epidemic.—VEJ 

nareiiliicansint 
LATVIA BUSINESS SHOW PROPOSED 


Alberts Zalts, secretary general of Latvijas Tirdz- 
niecibas un Rupniecibas Kamera, Posta Kaste Nr. 835, 
Riga, Latvia, having discussed with local representa- 
tives of American firms the problems of merchandising 
American office appliances there, is interested in fos- 
tering a business efficiency show in April. Tentatively, 
plans have been sketched and policies debated. The 
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present purpose is to offer a good opportunity for mer- 
chants and manufacturers to demonstrate comprehen- 
sively the merchandise in which they are interested; 
the show is to present an exposition of everything use- 
ful for the modern office—office being an inclusive 
term. Concretely, the display will include office ma- 
chines, card systems, modern bookkeeping devices, light 
signals, lighting, etc. Merchandising methods, includ- 
ing advertising, will not be omitted. 

Mr. Zalts believes his country offers a market that 
should be of more interest to American business. 

At present the business show is being thought of as 
a non-profit enterprise. Firms that will require spe- 
cial sections, involving more than average space neces- 
sities, will pay moderate charges. Mr. Zalts is interested 
in receiving comments from executives in American 
enterprises which might be represented in the show. 


It is to be held for two weeks. 
————_ 


WELDON ROBERTS ERASER PUT TO NEW USE 

Though years of usage have indelibly stamped the 
Weldon Roberts eraser slogan “Correct Mistakes in Any 
Language” on the minds of stationers and users the 
world over, it remained for a cheery little English 
woman, like a character out of a Dickens novel, to find 
a new use for the item to prevent “many a slip.” 

The story of this amusing incident came to light 
during a recent stationers exhibit at Olympia, London, 
where Blick Office Equipment, Ltd., Great Britain dis- 
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THE WELDON ROBERTS ERASER MADE A NEW POINT 


DISPLAY OF BLICK OFFICE EQUIPMENT, LTD., 


tributors of Weldon Roberts erasers, maintained a 
booth. 

Salesmen at the exhibit were attracted by the old 
lady who stood and stared at a display of erasers. On 
being approached she timidly asked the price of a Wel- 
don Roberts Eraser No. 327—a pencil knob eraser. After 
an attendant had quoted prices it was found the old 
lady wanted only one—for the tip of her umbrella. She 
explained that she had used this particular eraser as an 
extra ferrule for years to prevent slipping. 

With the compliments of Blick Office Equipment, 
Ltd., she was presented with an eraser. She calmly 
adjusted it, after removing an old one from the um- 
brella tip, and with a courtly “thank you very much” 
briskly walked away. 

—_ > 
BRUDER LOSCHNER—NEW PRAGUE FIRM 

Having gained sixteen years of practical experience 
in office appliance merchandising, employed by Justin 
Loschner, Prague, Czechoslovakia, Otto J. Léschner and 
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Bruno Léschner, brothers, have established the firm 
Briider Léschner, which is located at Panska 5, Prague. 
They will have the agency for that country for Mar- 
chant Calculating Machines, and will handle as well 





OTTO LOSCHNER 


the products of Wanderer Werke. Otto Léschner is 
manager of the Association of Czecho-Slovak Office 
Machine Dealers and Manufacturers. 
—__—__—_. 
SKOAL TO THE NORTHLAND! 

Norway is a land in which to vacation summer or 
winter—if the visitor is a person of vital spirit. That 
is the impression made by the beautifully presented 
publication, Norge, sent to Office Appliances last 
month by G. A. Gjessing & Company, Oslo. Some fifty 
pages of fine paper, most of them covered with half 
tones of Norwegian scenes, striking photographs artis- 
tically reproduced. A blonde Norwegian mountain 
girl in scarlet waist, gaily embroidered, with knitted 
wool sash and heavy dark skirt smiles a friendly greet- 
ing from the cover. Inside appears a four-fold invi- 
tation to the tourist, printed in Norwegian, German, 
English, and French, to visit the world’s holidayland. 
The illustrations are explained in Norwegian, English, 
and German. They constitute in themselves a vivid 
journey through the Scandinavian country, in which 
old masonry towers, rustic structures of logs, and 
frame dwellings much like those of the United States, 
appear. Revealed also are cities on rivers as seen from 
hills or from airplane, the new Oslo, a marine view of 
Oslo Fjord on an autumn evening, landscape beside 
the still waters in which are reflected the hills to 
which the traveler may lift up his eyes. There are 
the rocky shores where dwell fisher folk, the stormy 
waters of Tonefoss falls, boiling in flood, pastoral 
scenes of a mountain dairy farm, with many goats, of 
a Norwegian farmer driving three horses abreast 
through the field of ripe grain, and horses at peace in 
summer pasture. Gausta Peak, shown in a full page, 
rises in simple dignity to a snow cap not unlike the 
Japanese Fujiyama in shape. An arresting scene is 
shown in the display extending across both pages in 
the center of the book. The end of the Rauma Rail- 
way, it shows stately mountains reflected in glassy 
water. The entrance to Jotunheim reminds the vis- 
itor of the traditions of this land of frost giants. Sig- 
rid Unset’s home strikes a note indicative of Norway’s 
role in the culture of the present. 

Norway is a land for the vacationist. Here he can 
climb mountains, ski, camp, bathe, motor. Time 
spent there should result in both a rest and a stimu- 
lus, for the best rest is change, and the change Norway 
offers the visitor should be energizing. 
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BAMBERG 
A City of German Culture 


ROM a friend abroad, Mr. Karl Lang, Reichsfuehrer 
of the Deutsche Stenografenschaft, Bayreuth, Ger- 
many, we have received an appreciated book, descriptive 
in prose and verse of the city of Bamberg. The work is 
replete with beautiful illustrations and historical mate- 
rial—a fine piece of craftsmanship in photo engraving 
and printing . . . striking evidence that the land which 
gave birth to the father of printing is still well abreast 
with the leaders in the graphic arts. 

Bedded gently on seven hills at the outskirts of the 
Steiger forest, Bamberg slopes majestically into the 
fertile valley below where the waters of the Main and 
the Regnitz rivers swirl swiftly, seaward bound. 

Bamberg’s history harks back into the remote 
early days when Charlemagne, the great ruler of the 
Franks, laid the foundations of his far-flung empire. 
Emperor Henry II, however, was the real founder of the 
present city, making it the capitol of a bishopric in the 
year 1007. A mighty cathedral was erected in 1012 and 
the surrounding hilltops steepled with churches and 
chapels in honor of the pious monarch. In 1020 the 
great consecration of the cathedral took place, honored 
by the presence of the Pope, who, with a resplendent 
retinue had journeyed over the Alps to meet with the 
Emperor in the festively ornamented nave of the great 
edifice. Henceforth Bamberg was governed alternately 
by clerical and civic rulers, under the patronage of the 
succeeding dynasties of Germany’s royal house. 

As time marched on the city grew, and many changes 
could not impede its steady progress. Bamberg became 
a leader in spiritual matters in Germany, and vied with 
its neighbor city, Wurtzburg, in promoting cultural ad- 
vancement. 

During the reign of Bishop Otto I. in the twelfth cen- 
tury the original Bamberg Dome was destroyed by fire. 
On its ruins the great Bishop reared the now famous 
Bamberg Dome, an edifice outstanding as an example 
of medieval art and building craft, which has withstood 
the ravages of more than seven hundred years. Sun- 
shine and shadows have come to Bamberg during the 
many years of its existence. In the city in 1208 Count 
Otto of Wittelsbach, in a fit of anger and jealousy mur- 
dered his King, Philip of Swabia, because the sovereign 
frowned on his advances to the Princess. The peasant 
movement against the oppression of the clergy also 
struck Bamberg in the twelfth and thirteenth centuries. 
About this time the colorful era of true knighthood also 
began to wane. Instead, robber barons and lawless 
nobility plundered and oppressed the citizens, and when 
in 1430 the Hussites besieged the city and compelled the 
burghers to pay a tribute of 15,000 guilders, the city rose 
against its bishop, who refused to protect it adequately, 
and drove him out. 

During the Thirty Years’ War the weakly defended 
city became a plaything for the warring factions, 
changing hands thirteen times during the weary years 
of horror. Its very weakness was its strength, for un- 
like many other German cities, it was spared destruc- 
tion by torch, and when the echoes of religious strife 
had ebbed away, Bamberg quickly recovered. 

As the years sped by, the city regained its old glory 
and prestige becoming a seat of learning and fame. 

In 1806 the martial tread of Napoleon’s grenadiers 
shook the cobbled streets of Bamberg as they marched 
through on their way to battle Austria. Nine years 
later, shortly before the bloody day of Waterloo, Mar- 
shal Berthier, one of Napoleon’s famous aides, plunged 
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himself to his death from the balcony of the residential 
palace. 

Today Bamberg truly represents modern and ancient 
civilization. Into the picturesque life and appearance 
of the city, the stylus of fate has graven deeply the 
records of many ages of history. And for visitor and 
native alike the bells of the great Bamberg Dome, in its 
lofty eyrie on the hillside, peal forth strange tales of 
weal and woe and of mighty deeds that have resounded 
through the misty corridors of time.—H 


— p> 
SOUTH AFRICA IN REVIEW 

Tunleys, Bon Accord House, 19 Harrison street, 
Johannesburg, South Africa, was benefactor of Office 
Appliances in January through the contribution of the 
handsome British South Africa Annual for 1936-37, a 
copy of “Johannesburg, City of Achievement” and the 
September 21 issue of the Johannesburg daily, The 
Star. 

The publications are from the presses of Hortors, 
Limited, outstanding for their productions in the 
graphic arts and as distributors of modern office equip- 
ment. 

Johannesburg, it should be explained, is now past 
the fifty-year mark in growth, having celebrated its 
jubilee September 21. Appropriately the forty-eight 
page book, “Johannesburg, City of Achievement” comes 
in a “golden” cover novel in composition. It has the 
feel of heavy foil or of thin metal, the glint of gold and 
the strength of tough paper. Paper it is, inside; the 
outside surfaces are metal, bonded fast. The art work 
is printed over the metal in dark green ink. 

The pages bear text matter and a photographic re- 
view of Johannesburg as a city, a commercial center, a 
center of industry and of culture. In the interest of 
learning a public library, museums, zoological garden, 
art gallery, concert hall, a university (which provides 
a site for the Yale University Observatory) colleges, 
high schools, technical schools, technical and research 
institutes, are maintained. As might be expected in the 
British tradition, sports are popular. 

The “Annual” which is the twenty-seventh in suc- 
cession, establishes a new standard of excellence in pro- 
duction. It is a fine specimen of the various processes 
of graphic arts employed. Its contents dramatize the 
history and development of South Africa from the Cape 
to Mozambique Colony in Portuguese East Africa. It 
carries an arresting cover, showing the Induna—a na- 
tive functionary with leopard skin cap and collar. The 
subject is treated with sympathy and dignity. The 
contents of the “Annual” fill one hundred eighty pages, 
measuring fifteen and one-half by eleven inches. Two 
fine supplements are a reproduction of an oil landscape, 


AUTOPOINT DISPLAY BY J. R. WEL- 
DIN COMPANY, PITTSURG.—Red, sil- 
ver and black diagonals alternate, with 
Autopoints erect against the silver. All 
models shown. Autopoint easels in the 
lower tier, Realite and Autopoint at 
ends, each displaying four styles, six 
pencils; “Big Six” in center. Wire nails 
hold the pencils upright, inserted in the 
tips. 
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Helderberg, Cape Province, by Edward Roworth, and a 
photo portrait of Cecil John Rhodes, courtesy of Sir 
James McDonald. He is the author of an article, The 
Colossus That Was Rhodes. Other articles are also of 
historical interest; some are spiced with folkways of 
the natives. Contemporary Africa is not neglected; its 
recreative, cultural and economic aspects are treated 
by picture and story. Some of the photographs are 
exquisite. 

Americans who turn the pages will note familiar 
names in the advertisements of automobiles, petrol, 
food products, medicines, dental creams and razor 
blades but of special interest “Royal”, “L. C. Smith and 
Corona” typewriters and “Parker” and “Waterman” 
fountain pens. 

a 

PENCIL TRADE CHANGES DISCOUNT PRACTICE 

With a view of lining up trade practice in conforma- 
tion with the provisions of the Robinson-Patman Act, 
the manufacturers of lead pencils have revised their 
policies as to discounts. New price lists are in the mak- 
ing, and will be released soon. 

Pencils are classified in two groups, one for those of 
ordinary quality, one for the better class. When bought 
in quantity of twenty-five gross or more, all of one 
specified number or name of pencil, the lower priced 
will be sold on a discount of ten per cent. An order of 
assorted styles, worth $100 or more, will be billed with 
the same concession. Discounts will be allowed on sin- 
gle shipments of the higher priced pencils also; five 
gross, five per cent, and ten gross, ten per cent. A 
nationally advertised five-cent pencil will be sold in 
ten gross quantities at five per cent discount, in twenty- 
five gross lots, at ten per cent. 

As soon as a purchase of the more expensive pen- 
cils aggregates $500, a five per cent discount will be 
allowed—less the value of all single shipment quantity 
discounts that have already been granted. At a $750 
aggregate, the discount will be ten per cent. The ag- 
gregates represent annual purchases. 

Transportation charges at the minimum freight rate 
will be allowed on shipments of a hundred pounds or 
more of wood-cased pencils consigned to one destina- 
tion. Invoices will show allowable deductions, which 
may be taken when remittances are made. 

Shipments of pencils worth $100 or more, made after 
November 1, 1936, may be paid for by March 1, 1937 
with a deduction of two per cent on a ten day basis. 
Payments after March 10 will be ruled overdue. Pay- 
ments due March 10 may be anticipated, deducting an 
interest allowance of one half per cent per month, a 
maximum discount being two per cent. 
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GUEST BOOK 


Byron S. Lippman, St. Louis, Mo., agent there for the 
Victor Adding Machine Company, Chicago, called upon 
us on January 2. In Chicago for the company’s sales 
conference. And to receive fourth prize cash award 
for his accomplishments on an end-of-the-year sales 
contest. Mr. Lippman is the son of the late Charles 
S. Lippman, who was long connected with the Victor 
Adding Machine Company. Prior to his establishing 
the agency in St. Louis he was star man of the sales 
organization with his headquarters in Chicago. Byron 
Lippman, a graduate of the University of Chicago, en- 
tered the work under his father on completion of his 
school career a few years ago. Keenly interested in the 
sale of machines, he has successfully carried on the 
business. One salesman was added to the staff a few 
months ago and search is now being made for another. 
Byron Lippman’s enthusiasm and enterprise indicate 
that he took inspiration from his father. 


George B. Wray, New York, N. Y., manufacturers’ 
agent in the office furniture field, affixed his signature 
to the Guest Book on January 7 on his way from Jasper, 
Ind., where he conferred with the Jasper Office Furni- 
ture Company, to Grand Rapids, for conference with 
the Imperial Furniture Company, another of his lines. 
Among others are those of the Quigley Furniture Com- 
pany, Whitesboro, N. Y., and R. A. Wagner, Wind Gap, 
Penna. In Chicago, Mr. Wray looked in upon a number 
of his old friends, meeting others at the furniture ex- 
position. Enthusiastic over present conditions, Mr. 
Wray looks forward with optimism. We have always 
accepted George Wray’s estimates of situations. They 
are achieved out of long experience in both the pro- 
duction and distribution divisions of the business. 
Being familiar with the problems on both sides, he 
takes account of all factors. His views confirm our 
opinion that the general business situation makes office 
furniture an outstanding opportunity. 


Fred Fenne, Dallas, Tex., southwestern representative 
for Victor Safe & Equipment Company, signed the Guest 
Book January 7. Fred in the few months he has been 
located in the South has become known as the Texas 
Kid. He is enthusiastic about his new territory and the 
results accrued from his labors. Until the latter part of 
1936 he traveled the Middle West for Neva-Clog Prod- 
ucts with headquarters in Rockford, Ill. He stopped in 
Chicago on his way to the Victor plant at North Tona- 
wanda, N. Y., to attend a sales meeting. He is a mem- 
ber of the Wis-Ill Club and being in Chicago on Friday 
participated in the regular weekly meeting. 


Frank E. Tupper, president, National Business Show 
Company, New York, N. Y., gave us the pleasure of a call 
on January the eighth. In Chicago for conversations 
with Western Manager Charles H. Hunter about the 
March show to be held in the Stevens hotel here and for 
which the major portion of the somewhat limited space 
in Exhibition Hall has already been taken. This being 
the first Chicago show in five years makes it particularly 
interesting to both the manufacturers and the public. 
On account of the central location of Chicago, the 
shows here attract dealers and agents from consider- 
able distance around. Mr. Tupper interprets general 
conditions to indicate flourishing business for the office 
equipment industry this year. 


H. L. Rouse of the Buckeye Ribbon & Carbon Com- 
pany, Oakland, Calif., looked in upon us on January 
the eighth. In Chicago on his way back from Cleve- 


OFFICE APPLIANCES 


land, where he went for a conference with the com- 
pany with which he has been connected for more than 
fifteen years. Thirteen of which have been spent as 
Pacific Coast agent with headquarters in Oakland. 
Business capital all along the Coast, but considerably 
handicapped by the seamen’s strike. Vast quantities of 
fruit shipments affected. Progress of other industries 


retarded by the stoppage of essential supplies. The 
great Oakland bridge, the “eighth wonder of the 
world”. “California, the garden spot’, etc. Intensive 


cultivator, Mr. Rouse. A star in the ribbon and carbon 
field. Partly due, he admits, to long association with 
M. F. Donovan, president of the Buckeye Company. 


Theodore F. Peirce, president, Pacific Desk Company, 
Los Angeles, radiating good cheer and stimulating our 
interest in things in general, tarried with us for a 
while on January the ninth. In Chicago for several 
days for meeting with manufacturers whose lines he 
handles in Los Angeles. Besides being an office furni- 
ture man of extensive experience, Mr. Peirce is student 
and philosopher. He views life in the large. Takes 
things as he finds them, readjusts to changing circum- 
stance and does the best he can. He is both sales exe- 
cutive and salesman. He learned the definition of a 
straight line in his early youth and takes the “shortest 
distance between two points.” Which is to say he gets 
things done without lost motion. His keen interest 
in office furniture is from the viewpoint of utility and 
artistry as much as its profits. He believes that what 
the office may be made to contribute to comfort, con- 
venience and beauty is an asset to any-business. And so 
it is. But Ted Peirce’s interest in improvements is not 
confined to offices alone. He would improve the con- 
ditions of the less fortunate wherever they may be. 
His philosophy is interesting and inspiring. 


William Pitt of Kansas City, Mo., long prominently 
identified with the loose leaf business, gave us a 
pleasant afternoon on January the ninth. William Pitt 
is an apostle of good will. His view is that all must 
make their way, earn their living, but in doing so and 
being useful to their fellows at the same time, is the way 
to greatest happiness. Certainly usefulness is the 
factor which puts joy in honest work of every kind. To 
succeed is gratifying. To be useful, genuinely useful, 
gives a special flavor to success which nothing else can 
add. Mr. Pitt has long been interested in astronomy 
and poetry. His house is equipped with a fine teles- 
cope. One will not view and contemplate the universe 
without extending the boundary lines of the mind to 
embrace many things. To reach wider horizons. And 
one will not follow an interest in the poets, the true 
interpreters of life, without developing a sense of rela- 
tive values. All of which has what to do with the 
manufacturing and distributing business? Very con- 
siderable to do with any business whatsoever. Because 
appreciation of relative values determines many deci- 
sions. Mr. Pitt was on his way east on a special 
mission unrelated to The Pitt Corporation, Kansas City. 
From that he recently withdrew, the management be- 
ing taken over by Fred D. Pitt. 


H. P. Rockwell, Yawman and Erbe Manufacturing 
Company, Rochester, N. Y., made January 18 a red let- 
ter day on our calendar, when he pulled our latch string 
accompanied by Charles G. Stiles, Chicago local man- 
ager. In Chicago en route to the northwest, thence 
down the Pacific Coast, returning via the southern 
route. A trip of two months or more. Happily when 
the Pacific Coast states are in full glory. Which makes 
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a business trip there a pleasant adventure as well. It 
had been quite a while since Harvey Rockwell sat along- 
side our work bench. So there were a good many sub- 
jects about which to converse. One of them was the 
engaging subject of salesmanship. At which Mr. Rock- 
well has had many years of experience. Out of which 
he has developed some capital ideas for an educational 
course in salesmanship, combined with certain courses 
in business management. We hope he may have time 
and inclination to put his ideas into the form of an ar- 
ticle which we can present in the journal. He has 
promised to give it consideration. 


Arthur Oesterreicher, consulting engineer of Paris, 
France, gave us the pleasure of a call on January 21. 
On a trip here two years ago, Mr. Oesterreicher called 
on many of the leading manufacturing companies in 
many lines and accumulated considerable information 
about U. S. manufacturing and distribution procedure. 
On his present trip he is making a study of the prac- 
tices of the smaller concerns and extending his journey 
across the continent. From Chicago he proceeds to the 
west coast, stopping at a number of cities en route. He 
will spend a month or two in California. Aside from the 
information he expects to accumulate about business, 
he is anticipating a special pleasure in acquainting 
himself with the country and the customs between the 
Mississippi and the Coast. Upon his return to the east, 


CHICAGO GETS AUTOMATIC VANDEX SYS- 
TEM FOR VOTERS’ RECORD.—With the estab- 
lishing of permanent registration for voters in 
Chicago last summer, the city was confronted by 
the necessity for a record system which could 
be installed in time for the election inNovember. 
The Board of Election Commissioners selected 
Automatic Vandex for the master record, to be 
housed in four-drawer automatic expanding and 
compressing filing cabinets, legal width. One 
hundred and sixty-three cabinets were required 
for the 52,480 Vandex panels and guides used. 
They were supplied by the Automatic File & In- 
dex Company, Chicago. 

Twenty-eight days were available, after the 
last day of registration before the election. 
Within this time limit all cards for both the 
master and the precinct record were typed and 
filed correctly, ready by election day. In the 
master record alone 1,500,000 names were typed 
on the edges of as many cards, which then had 
to be sorted from a precinct arrangement to 
make an alphabetical arrangement, and placed 
on the visible panels. 

In operation the system is said to receive con- 
stant praise from the officials and all who exam- 
ine it, for both its compactness and speed of per- 
formance. 

Illustrated are a general view of the installa- 
tion, a close-up of the file at bottom, and an in- 
sert above showing the system in operation. 
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he plans to establish an office in New York, his expecta- 
tions being to build up a clientele on this side for service 
similar to that he renders abroad. 


B. M. Robinson, of the Office Equipment Company, 
Michigan City, Indiana, signed the Guest Book January 
21. Living close to Chicago, he finds frequent occasion 
to come to the city on business and at times to partic- 
ipate in meetings with Chicago dealers. Handling sta- 
tionery, typewriters, adding and calculating machines, 
he finds all his lines moving rapidly. One of his hob- 
bies is collecting typewriters. He maintains his own 
private museum. 


Ben Pate of the Fibroin Stencil Corporation, Jackson- 
ville, Fla., looked in upon us on January 22, with Charlie 
Underwood, the company’s representative for the cen- 
tral western states. He had the pleasure of lunching 
with the Wis-I1l1 Club on that day. Before his return to 
Jacksonville, he will have spent two or more months in 
the field a good portion of which in traveling with Mr. 
Underwood over the latter’s territory. He will attend 
the Northwest Stationers dinner in Minneapolis, and 
old Boreas being on the job at the time, may have a 
sample of an old-fashioned northwestern winter. By 
way of preparation, he has supplied himself with a pair 
of ear muffs and a weight of woolen underwear for 
which he would have but little use in Jacksonville. 
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MILLER MADE ROYAL’S VICE-PRESIDENT IN 
CHARGE OF SALES 

Maxwell V. Miller, general sales manager of the 
Royal Typewriter Company, Inc., with head offices in 
New York City, has been named vice-president in 
charge of sales by the company. 

Mr. Miller has directed Royal’s domestic sales activi- 
ties for the past six years, a period which has seen 
Royal come out of the depression with the greatest 
sales in its history. Under his direction, 1934 saw more 
Royal typewriters sold in the United States than any 
previous year in its history; 1935 topped this and was 
Royal’s biggest year up to that time; and 1936 totals 
far exceed 1935. 

Mr. Miller’s efforts have been particularly character- 
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ized by territorial organization work in every district 
in the country. A unified method of demonstration 
procedure was introduced by him. Aggressive selling, 
merchandising and advertising policies have charac- 
terized his leadership. 

Mr. Miller joined the Royal Typewriter Company as 
a junior salesman at its Hartford office in 1912. He 
worked his way up through the organization, managing 
Royal’s Hartford and Pittsburgh offices and being 
named to the eastern sales managership in 1930 and 
the general sales managership in 1933. His new post 
as vice-president in charge of sales encompasses com- 
plete supervision of all sales, merchandising and adver- 
tising efforts on both the Royal standard and portable 
typewriters and the Roytype ribbon and carbon paper 
line. 


Simultaneous with Mr. Miller’s appointment an- 


nouncement was made of the appointment of Andrew 
C. Kienly, formerly assistant sales manager, as Eastern 
sales manager, directly in charge of all Royal standard 
machine activities east of the Mississippi. 
—_—_—__—_- 
GLOBE-WERNICKE INCREASES SALES STAFF 

The addition of three new salesmen to the field 
organization of The Globe-Wernicke Co. was announced 
last month by H. C. Anderson, general sales manager. 

“Lawrence A. Schubert will represent our company 
in Indiana, Illinois, Wisconsin and the Michigan pe- 
ninsula, the territory formerly traveled by A. R. Frey, 
who has been recalled to the factory in Cincinnati for 
important work in the sales department,” Mr. Anderson 
said. “Mr. Schubert has had many years’ experience 
in selling office appliances and stationers’ goods, and 
is well acquainted with the problems confronting 
dealers. 

“J. W. Swindells is the new GW representative for 
Missouri, Kansas, Iowa and Nebraska. He is well ac- 
quainted with this territory, having spent nearly twenty 
years in it, mostly as a retail stationer. 

“George Gilpatric is a newly appointed junior sales- 
man for Ohio, West Virginia and Michigan. He will 
work under the direction of George Long, district man- 
ager. Mr. Gilpatric has been a member of our sales 
organization at Cincinnati for several years and is un- 
usually well equipped for his new position.” 

According to Mr. Anderson, all of the changes are ef 
fective at once. The new men are already in the field 
getting acquainted with the trade. 

————_—>——_—_ 
EBERHARD FABER ANNOUNCES SALES 
STAFF CHANGES 

Following out its plan of nationwide expansion and 
preparations to meet the increased demands for its 
output expected in 1937, the Eberhard Faber Pencil 
Company, Brooklyn, N. Y., last month announced a 
number of changes in and additions to its sales forces. 

According to the statement, issued by H. B. Elmer, 
sales manager of the company, the changes and addi- 
tions are as follows: 

Norman L. Pearce, former manager of the Chicago 
office and district sales manager in the Central West, 
goes to the home office as a specialist in the sale of 
fountain pens and mechanical pencils; A. C. Van Horne, 
Chicago salesman, takes control of the office in that 
city; Walter R. Kane, who covered Iowa, Kansas and 
Nebraska with headquarters at Kansas City, takes the 
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managership of the educational department at the 
home office. 

William B. Bohart, who specialized in the sale of 
Mongol pencils throughout the Central West, estab- 
lishes headquarters in St. Louis to cover Missouri, 
Iowa, Kansas and Nebraska; A. N. Geist, who has spe- 
cialized in promotional work in the sale of Microtomic 
Van Dyke drawing pencils to the consumer in the Cen- 
tral West, has been transferred to New England where 
he will assist James Hobart in Boston; Charles J. Joiner 
has been engaged to do promotional sales work to the 
consumer on the line of Eberhard Faber rubber erasers 
with headquarters in Cincinnati and work in the North 
Central West. 

Joseph F. Cook has been engaged as promotional 
man with headquarters in Kansas City to introduce the 
Mongol thin refill leads for mechanical pencils to con- 
sumers in the Middle West; Guy Latimer will sell Mon- 
gol pencils to the trade in Chicago and will assist Mr. 
Van Horne, and Henry Toth, Jr., has been added to the 
Chicago sales force to assist Mr. Van Horne in the sell- 
ing of Van Dyke copying pencils to the trade in that 
city. 

SS ee 
MR. SHEWELL OF ENGLAND COMING OVER 

Wilfred Shewell of Moreland & Impey, Ltd., North- 
field, Birmingham, England, will arrive in New York in 
March to spend a few weeks on this side. The object of 
his visit being to sell patents of three interesting 
articles—visible records in novel form and of low manu- 
facturing cost; an indestructible book cover of excel- 
lent appearance; a card cabinet for machine bookkeep- 
ing of striking and original design, which have been 
developed out of the company’s long and successful ex- 
perience in the production of loose leaf and visible 
record systems. 

The company’s great enterprise, the largest loose leaf 
business in Europe, had for its foundation the Kala- 
mazoo binder, European rights under the patent hav- 
ing been purchased by a member of the company 
thirty-one years ago. It is interesting that the com- 
pany out of experience with the U. S. patent has de- 
veloped and now tenders for sale over here something 
which it considers a comparable value to its purchase 
on this side so many years ago. 

Mr. Shewell’s address in New York will be care Philip, 
Sawyer, Rice & Kennedy, 220 Broadway, New York. N. Y. 
Mail addressed to him there will reach him promptly 
upon his arrival. 

—————_——————. 
CHILDS OBSERVES 100TH BIRTHDAY 

One of three Chicago business firms which recently 
celebrates its one hundredth anniversary was S. D. 
Childs & Company, 17 North Loomis street and the 
Hotel Sherman, Randolph and Clark streets. 

It was in 1837 that Shubael Davis Childs, destined to 
found a business which would thrive and prosper for 
more than a century, arrived in Chicago. He imme- 
diately rented a small shop and commenced business 
as the city’s first wood engraver. There was plenty of 
work and Mr. Childs kept his small establishment up 
to date by occasionally moving his place as the business 
center of the city changed. 

By 1889 the firm had grown to the extent where a 
retail stationery store was being conducted at 14-142 
Monroe street and a manufacturing and printing plant 
at 115 Franklin street. In 1904 increasing business de- 
manded another expansion and the stationery store 
was moved to 136 South Clark street where it remained 
until 1933. 

All of the various departments of the large concern 
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were mustered under one roof when, in that year, the 
commercial stationery business was moved to the S. D. 
Childs building at 21 Sheldon street in which the print- 
ing, metal work and engraving departments had been 
housed since 1926. 

The other two firms which likewise boast of a century 
of business in Chicago are C. D. Peacock, Inc., a jewelry 
house at 101 South State street, and the real estate 
firm of Ogden, Sheldon & Company, 30 North La Salle 
street. 

—_—___——. 


PINNEY BEGINS 9000-MILE JOURNEY 


D. R. Pinney, dealer sales manager of the Acme Card 
System Company, Chicago, last month began a trip on 
behalf of his company which will take him approxi- 
mately 9000 miles before he returns to the home office. 

Mr. Pinney’s journey will take him on a tour of the 
Acme agencies in the far West and Texas where he will 











D. R. PINNEY 


be prepared to use his many years of experience in aid- 
ing dealers to solve their various problems in business. 

The new trip undertaken by Mr. Pinney began within 
a few days of the completion of a similar journey 
through Pennsylvania to the east coast and on down 
through the South as far as New Orleans. In speaking 
of this journey, he said: 

“While on that trip I found every dealer doing a 
splendid business on all lines of office equipment. 
Business concerns in general are buying equipment now 
who could not be even approached on that subject a 
year ago. This year, 1937, is going to be an equipment 
year and you will be able to spell it with a capital ‘E.’” 

Prior to joining Acme Mr. Pinney was sales manager 
for the Bankers Box Company for more than five years 
during which he was prominently identified with the 
activities of the Wis-Ill Club of Chicago. Before join- 
ing the latter company he gained considerable experi- 
ence in the card system field as sales manager of Neal, 
Stratford & Kerr, San Francisco. He specialized in 
visible records and was with that company for fourteen 
years. 








Excuse vs, Pies 





TWO NAMES MISSPELLED 
In the January issue there appeared the names of 
two prominent members of the industry both of which 
were inadvertently incorrectly spelled. On page 41 the 
name of E. E. Thornton was spelled “Thortorn,” while 
that of D. E. Bissell was spelled “Bissel” on page 25. 
These errors are regretted. 
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THE MACHINE ON WHICH 
THEY'LL LEARN AND EARN.— 
Here are forty new Underwood Type- 
writers which were recently in- 
atalled in the Elliott Commercial 
School of Wheeling, W. Va. for the 
purpose of training students for the 
business world. Shown in the picture 
from left to right are Edward Drie- 
horst, Underwood representative; W. 
BK. Elliett, president of the Elliott 
school, and Albert Auth, Underwood 
service foreman. 
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STOW-DAVIS EXHIBITS FURNITURE AT MARKET 

An exhibit of office furniture which received unusual 
attention at the January Grand Rapids Furniture Mar- 
ket was that of the Stow-Davis Furniture Company, 
manufacturers of fine period furniture for banks and 
offices. 

This exhibition was held on the first floor of the Fine 
Arts Exhibition building and contained, in addition to 
the entire line of the Stow-Davis Company, many new 
pieces exhibited for the first time. 

According to Robert Bennett, president of the com- 
pany, the present line, including more than 1000 items 
of high-grade furniture, is the largest and most com- 
plete ever offered by the Stow-Davis Company. He 
declared that among the new pieces offered this year in 
wood and steel desks are several in the lower price 
bracket. 

The exhibit occupied 6000 square feet and included 
the two separate office groupings illustrated above. 

The entire Stow-Davis line is illustrated in a recently- 
issued catalogue which has been released as a “Style 
Book of Fine Office Furniture.” Copies may be ob- 
tained by writing direct to the company’s home offices. 

Mr. Bennett explained that the line of his company 
will be distributed through office furniture dealers on 
an exclusive franchise basis as in the past. Sales in 
the East will be in charge of Parke Hicok; in the central 
territory, John H. Millar, and in Chicago and the West, 
Leo Warren. 





EXAMPLES OF MODERN FURNITURE 

DESIGN SHOWN BY STOW-DAVIS AT 

THE GRAND RAPIDS FURNITURE 

MARKET LAST MONTH. A handsome 

catalogue just out is described else- 
where in this issue. 


UEF LAUNCHES CONTEST BETWEEN U. S. A. AND 
BRITISH FORCES 

Including as prizes the President Wagoner trophy, 
two free trips to England for the coming coronation 
ceremonies and twenty-four gold watches, a spirited 
sales contest between the American and British sales 
organizations of the firm has been launched by the 
Underwood Elliott Fisher Company, New York. It be- 
gins January 2, to close on March 31, when the organ- 
ization with the highest percentage of quota for the 
period will receive the President Wagoner trophy, suit- 
ably engraved, as a permanent possession. 

Salesmen and branch managers in the United States 
organization will be given a chance to win also a num- 
ber of individual prizes: To the United States machine 
salesman in the Atlantic, New York, eastern, or Central 
districts, who makes the highest percentage of his ac- 
cumulative individual machine quota in the contest 
will go on a trip to England with approximately one 
week in London during the coronation celebration. A 
similar prize will be awarded on similar conditions, to 
the winning salesman or exclusive supply salesman in 
the western, Pacific, or southern districts. If the win- 
ner of either of the above contests is married, the ex- 
pense includes that of the winner and his wife. 

To the United States machine or exclusive supply 
salesman who has the highest percentage of his accu- 
mulative individual machine or supply quota for the 
period in each of the seven districts, a gold watch will 
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be awarded. A similar prize will be given to the sales- 
man in each district with the second highest percent- 
age. 

The United States branch manager in each of the six 
districts—Atlantic, eastern, central, western, Pacific, 
and southern—whose branch makes the highest per- 
centage of accumulative machine and supply quota will 
receive a special gold watch. A gold watch will also be 
awarded to the United States branch manager in each 
of the six districts outlined above whose branch makes 
the next highest percentage of accumulative machine 
and supply quota. 


SHIPMAN -WaRD ait 





PRESENT SHIPMAN-WARD QUARTERS AT 325 
NORTH WELLS STREET, CHICAGO, ACROSS FROM 
THE MERCHANDISE MART. 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


N SPITE of the longshoremen’s strike and the conse- 
quent tie-up of water-borne merchandise, dealers in 
office equipment and manufacturers thereof are well- 
content with last year’s business. Most of the dealers 
in office equipment are quite accustomed to keep con- 
siderable stocks of merchandise on hand to meet emer- 
gencies. When need arises they can draw on their 
stocks freely, and if need be can wire eastern supply 
sources for additional stock to come through by rail. 

How Southern California impresses the average east- 
erner is illustrated by a young man connected with a 
stationery house in downtown Los Angeles. He came 
here on a visit about fourteen months ago from New 
York City, where he was associated with a prosperous 
stationery house. Liking California, he decided to get 
himself a job and stay, which he did, going to work for 
the L. A. stationery house referred to. “Yes; I like it 
here,” he said the other day. “We do as much business 
here in proportion to population as is done in the East, 
and we do it without the nervous strain and tension 
which are characteristic of the North Atlantic coast 
cities. This is doubtless due to the greater mildness of 
the year-round climate, influenced by the snow-capped 
mountains on the east and the Pacific ocean on the 
west. 

“T have suspected, too, that when the United States 
took California about 1847, we at the same time inher- 
ited some of the deliberate spirit of the Mexican pio- 
neers, who lived here generation after generation and 
discovered how to get the most out of California’s ad- 
vantages. 

“Finally,” he continued, “we do not have the cut- 
throat competition here that prevails in the East. 
There is little price slashing by comparison with older 
sections—and a better spirit all around.” 

Let it not be inferred from the above that jobs in this 
state are easier to get than elsewhere. If one is of good 
address and possesses faith and industry he will land 
something, probably, within a reasonable time—unless 
he seeks a job in the movies! 

7 + ” 

Some Pioneers Dine.—About the middle of last month 
your reporter had the pleasure of exchanging visits 
with Joe Hildreth, former manager of the Chicago dis- 

(Turn to page 113, please) 


VICTOR ADDING MACHINE COM- 
PANY, 1148 South Hill Street, Los An- 
geles, Calif., was the scene of a lively 
Christmas party given by William Ton- 
kin and organization to customers and 
friends. Cowboy music carried out the 
theme “Fun on the Range.” Tom and 
Jerry turned up with cake, popeorn and 
potato chips for the refreshment of 300 
to 400 guests. Noting that the photog- 
rapher failed te quite carry out Bill's 
Christmas signature below the holly 
wreath, the photo-engraver added an 
“N” that matches well enough to suit 
any cowboy critic. 
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MEETINGS—CONVENTIONS— DINNERS 


CHICAGO OFFICE APPLIANCE MANAGERS 
ENTERTAIN WINNING SALESMEN 

The January meeting of the Office Appliances Man- 
agers Association of Chicago was held in honor of the 
salesmen making the best records in November and 
December of 1936. The managers entertained the 
salesmen at dinner and awarded them fine prizes for 
their good work. 

The meeting was held at the La Salle Hotel on the 
evening of January 8. After the dinner the group was 
addressed by R. D. Petit, auditor at the Hammond plant 
of American Steel Foundries Company. His address 
was followed by the awarding of the prizes. 

E. L. Capehart of the Time Recording Division of 
International Business Machines Corporation, who is 
president of the Chicago organization, called the meet- 
ing to order. He thanked the members for their codp- 
eration since he was elected. He reported seven new 
members obtained since November, with applications 
from others. He called upon several for brief remarks 
including F. C. Snow, Chicago manager for Under 
wood Elliott Fisher Company, recently promoted to dis- 
trict manager; A. L. Dunphy, Chicago manager for 
Ditto, who was transferred to New York; A. E. Black- 
stone of Dictaphone Sales Corporation, first president 
of the association, and Fred Zoller, now Newark man- 
ager for Ditto, Clark Hayes, International Business Ma- 
chines Corporation, and W. D. Lawrence, Felt & Tar 
rant Manufacturing Company, all past presidents. Mr. 
Hayes in telling of the high man in the Hollerith Divi- 


& 
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sion of I.B.M. said that he based his selling on three im- 
portant points—where, how and when. The where had 
to do with the location of prospects. The how was how 
to get orders. The when was to help the prospect to 
make up his mind not tomorrow but today. 

Mr. Blackstone remarked that practically every 
manager present had surpassed 1929 sales records in 
1936. Much of this business, he said, was additional 
and replacement business for old customers. He said 
there was a great field for expansion in new business. 

Mr. Petit started his address with a comparison of the 
office of paymaster in 1901 with the office of today. He 
remarked that he had received as much direct benefit 
from salesmen as salesmen had received from him in 
commission on orders which he had placed or author- 
ized. In talking about opportunities for office appli- 
ance concerns he said that the S.E.C. would adopt a 
rule to the effect that concerns with stock listed on the 
exchanges must file balance sheets reasonably up to 
date instead of coming as much as six or nine months 
after the first of the year, as at present. That will 
provide new opportunities for manufacturers of time 
and labor saving equipment. Referring to Social Se- 
curity, he said that a company with 6,000 employees 
would have to file 30,000 reports in connection with 
Social Security Acts both state and federal. Those re- 
ports will require a volume of office equipment. 

Mr. Petit prophesied that 1937 would be one of the 
biggest years steel ever had. With-the many alloys on 
the market much more labor is required on a given 





CHICAGO OFFICE APPLIANCE MANAGERS ASSOCIATION IN CONVENTION. 
E. J. Niehaus, Time Recording Division, International Business 


Machines Corp.; 8. H. Cundall, Stromberg Electric Company; J. L. Henry and Ed. 
Corey, Tabulating Division, International Business Machines Corporation; A. E. 
Blackstone and Victor Erickson, Dictaphone Sales Corporation; Charles Babcock 
and W. D. Lawrence, Felt & Tarrant Manufacturing Company; Bruce Stewart and 
A. L. Dunphy, Ditto, Inc.; Don Oakes, Postage Meter Company; William Eismann, 


Nelson Eismann Company. 
Front Row: R. R. Racana, L. C. 


Smith & Corona Typewriters, Inc.; J. W. Hogue, 


Addressing Machine Company; E. L. Capehart, Time Recording Division, Interna- 
tional Business Machines Corporation, President Office Appliance Managers As- 
sociation of Chicago; Harry Shifflette and B. B. MacMullen, Marchant Calculating 


Machine Company; A. 
Langille, Postage Meter Company. 


H. Fexecroft, L. C. 


Smith & Corona Typewriters, Inc.; Leslie 


(Lower) General view of the group at the 
banquet. 
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amount of steel than a few years ago. That provides 
great opportunities for office appliance men. With more 
kinds of product, more employees and more records 
there must be more equipment. 

After a recess Mr. Capehart called upon Mr. Petit 
again, this time to act as master of ceremonies in pre- 
senting the prizes. The winners included Victor Erick- 
son, Dictaphone Sales Corporation; E. J. Niehaus, In- 
ternational Business Machines Corporation (Time Re- 
cording); J. L. Henry, International Business Machines 
Corporation (Tabulating); Bruce Stewart, Ditto, Inc. 
(only three months with the company); R. W. Richards, 
Nelson-Eismann Company; R. R. Racana, L. C. Smith & 
Corona Typewriters, Inc.; Charles Babcock, Felt & 
Tarrant Manufacturing Company; Leslie Langille, 
Postage Meter Company; B. B. MacMullen, Marchant 
Calculating Machine Company. 


0 

NORTHERN CALIF. DEALERS ELECT OFFICERS 

Preparing for a year of unprecedented activities, 
which will include several important meetings, the Car- 
bon & Ribbon Dealers Association of Northern Cali- 
fornia last month held its annual election of officers 
at a meeting in the Palace hotel. 

Those who will govern the organization for the cur- 
rent year are: 

W. G. Huston, Mittag & Volger, Inc., president; H. 
M. Carscallen, West Coast Carbon & Ribbon Company; 
vice-president; L. H. Chapman, A. Carlisle & Com- 
pany, Inc., treasurer, and J. H. Griffith, secretary. 

The newly-appointed directors are: R. S. Clarke, 
Neal, Stratford & Kerr; Mel Hoffman, Panama Carbon 
Company; Walter Funck, F. S. Webster Company; 
Charles Johnson, H. S. Crocker, Inc.; F. A. Hammer- 
gren, H & MC Company; J. F. O’Connor, Pacific Carbon 
& Ribbon Manufacturing Company, and William Tay- 
lor, Remington Rand, Inc. 


a 
UEF SALESMEN ATTEND CONVENTION 

The Underwood Elliott Fisher Company held a con- 
vention of executives and salesmen from Ohio, West- 
ern Pennsylvania, and West Virginia at the Hotel 
Ohio, Youngstown, on December 22, to discuss new 
methods of billing and order writing and to learn the 
best methods for handling pay rolls to conform with the 
requirements of the new Social Security law. The 
meeting was in charge of Alfred Jensen, sales mana- 
ger of the accounting machine division; C. H. Bolton, 
district sales manager; and M. W. Thayer, special rep- 
resentative —AK 


NEW YORK 0.A.M.A. HOLDS ANNUAL BANQUET 


The annual dinner of the New York Office Appliance 
Managers Association, which is given yearly in honor 
of the winners of the organization’s sales contest, was 
held at the Waldorf-Astoria hotel on Thursday, Jan- 
uary 7. 

An imposing reception committce and a large crowd 
of business officials and executives were on hand to 
welcome the sixteen honor guests whose activities in 
the sales force of their companies had established sales 
records. They were: 

F. A. Andrews, Underwood Elliott Fisher Company 
(accounting and adding machine division); C. I. Vree- 
land, Monroe Calculating Machine Company; A. H. 
Queripel, Remington Rand, Inc.; J. A. Sweeney, Yaw- 
man and Erbe Manufacturing Company; S. N. Baker, 
Postage Meter Company; Walter E. Kline, American 
Sales Book Company; John C. Carew, A. B. Dick Com- 
pany; Charles Vanderveer, Jr., Todd Sales Company; 
Thomas Y. Crowell, International Business Machines 
Corporation (electric writing machine division); 
Charles Eppleur, Jr., International Business Machines 
Corporation (tabulating machine division); W. G. 
Zimmerman, International Business Machines Cor- 
poration (time recording division); Fred Kuck, Ad- 
dressograph-Multigraph Corporation (addressograph 
division); J. A. Forrest, Addressograph-Multigraph 
Corporation (multigraph division); J. G. Lehan, Dicta- 
phone Sales Corporation; J. E. Judge, Kee Lox Manu- 
facturing Company, and F. S. Bowen, National Cash 
Register Company. 

Following an introduction by Toastmaster C. G. 
Woosley, the meeting was addressed by Homer S. Pace, 
president, Pace Institute, who spoke on “Personality.” 
His speech was interesting and instructive and was well 
received by the audience. 

A note of sadness crept into the gathering when a 
one-minute silent toast was made to the late Charles 
Fox, one of the charter members of the organization. 
Despite his many duties with the Dictaphone Sales Cor- 
poration, he always found time to be active in the work 
of the association as many remembered. 

The splendid dinner was followed by a program of en- 
tertainment given, as in previous years, under the 
direction of W. P. (Walter) Lindsay, New York manager 
of Remington Rand, Inc., systems division, and sec- 
retary-treasurer of the association. While past per- 
formances of Mr. Lindsay at these annual banquets 
left nothing to be desired, it was the unanimous opinion 
of everyone present that the entertainment offered sur- 
passed anything given before. 











MESMER HONORED AT TESTIMONIAL DINNER 

As a means of expressing appreciation of his efforts 
which wound up by bringing him in the winner of the 
quota cup, the Standard Mailing Machines Company, 
Everett, Mass., last month gave a testimonial dinner for 
Frank A. Mesmer, Boston representative of the com- 


pany. 

Another guest of honor who shared the spotlight of 
the evening was Van W. Evans, Chicago representative 
of the Standard Mailing Machine Company, who won 
second place in the sales standing for the year. 

The dinner was held in the Hotel Kenmore at Boston 
and a large crowd was present headed by Sales Man- 
ager A. W. Vanderhoof and Assistant Sales Manager A. 
E. Bruce. 

Following messages of congratulations to Mr. Mesmer 
and Mr. Evans, both men were presented with hand- 
some cups symbolic of their splendid efforts on behalf 
of their company. 

a 
SOUTHERN ACES DINED BY DICTAPHONE 

The “Southern Aces,” composed of branch managers 
and salesmen in four southern states of the Dictaphone 
Sales Corporation, were guests at a banquet given by 
the Atlanta organization held at the Atlanta Athletic 
Club, December 29. 

All of the guests were connected with or were rep- 
resentatives of the fourteen direct branches in North 
Carolina, Tennessee, South Carolina, Georgia, Alabama 
and Florida, all of which are under the jurisdiction of 
E. N. Brown, manager of the Atlanta office. 

According to Mr. Brown, the affair was given for the 
double purpose of bringing together the “Southern 
Aces” and celebrating the winning of twenty-five con 
secutive quotas by the Atlanta branch which, inciden- 
tally, established the greatest record of that office since 


1928. 
Prior to the banquet the members of the southern or- 
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GENTLEMEN, THE CUP WINNERS. 
The Standard Mailing Machines Com- 
pany was proud last month to give a 
testimonial dinner in honor of Frank 
A. Mesmer, Boston, and Van W. Evans, 
Chicage, winners respectively of the 
first and second place in sales standing 
tor the year. Mr. Mesmer (left) is seen 
shaking hands with Mr. Evans while 
the runners-up look on and applaud the 
two energetic company representatives. 
The dinner was held in the Kenmore 
hotel, Boston. 


ganization participated in a sales conference at which 
future plans and policies of the Dictaphone organiza- 
tion were discussed. 

a 
WOOD VISITS CHICAGO TYPEWRITER DEALERS 

Lamont Wood, president of the National Typewriter 
and Office Machine Dealers Association, was the guest 
of honor and principal speaker at a meeting of the Chi- 
cago Typewriter Dealers Association on January 12 at 
the Sherman hotel. 

Mr. Wood, who is head of the Midwest Typewriter 
Company, Kansas City, Mo., was in Chicago for a brief 
stay before resuming his journey to Cleveland where he 
is to undergo medical treatment for an ailment which 
he is suffering. 

Following his introduction to the assembled members 
by President E. A. Hug, University of Chicago Book- 
store, Mr. Wood spoke briefly on the subject of the 
portable typewriter price regulation and price-cutting. 
He said that the menace of department store price-cut- 
ting on this item was on the way to being abolished 
in Chicago due to the activities of President Hug and 
other officers of the local association. These men, he 
said, have carried on lengthy correspondence with the 
major manufacturing companies with the result that 
standardization of prices will soon become a reality in 
Chicago. 

Before the meeting came to an end President Hug 
read two resolutions—one for the local and one for the 
national association—expressing regret over the death 
of the late Arthur Froehlich, vice-president of the Re- 
liable Typewriter & Adding Machine Corporation. 

OAKVILLE HOLDS XMAS PARTY 
With a turkey dinner and a fine program of music 


and entertainment as the principal features of the 
event, more than 117 Oakville Company executives and 





HONORED BY THEIR ORGANIZATION.—The Atlanta, Ga., 


branch was host for the evening at the banquet given these southern salesmen and branch managers from North Carolina, 


Tennessee, South Carolina, 


Georgia, 


Alabama and Florida. 
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COLUMBIA RIBBON CON VENTIONITES 
AT KANSAS CITY.—When the Colum- 
bia Ribbon & Carbon Manufacturing 
Company’s Kansas City and Minneap- 


olis branches met in the Hotel Muehle- 
bach the following were present: 
(Seated, L to R) Mrs. S. A. Sweet, 


Pauline Lisser, Mrs. E. R. Spengler, W. 
W. Epps, R. J. Simpson, R. C. Moore, C. 
R. Land, Martha Hanson, Hazel Alfrey, 
Helen McKiernan. (Standing) Bill Cale- 
gari, Gerard Hanson, Paul Caldwell, 
Francis Essie, W. J. Fitzgerald, W. B. 
Seaver, F. C. Ruland, E. F. Perkins, K. 
I. Colwer, Glen Evans, C. H. Wallace, 
P.M. Martin, Chet Smith, Earl Matthews. 


office workers held a Christmas party in the plant at 
Oakville, Conn., late in December. Many of the em- 
ployees participated in the entertainment program, 
which consisted of comedy, instrumental and vocal 
numbers that revealed a wide range of talent among 
those connected with the Oakville organization. 
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WINNIPEG STATIONERS ELECT OFFICERS 

Featured by the election of officers for the year 1937, 
the sixth annual meeting of the Stationers Association 
of Winnipeg was held on December 8. Those elected 
were: 

President, E. A. (Teddy) Blanchard, The Blanchard 
Stationery Company, Ltd.; Vice-president, Eric Jean- 
favre, Grain Exchange Stationery Company; Secretary, 
Vernon Nobbs, Luckett Loose Leaf Ltd.; Treasurer, F. J. 
Dool, G. R. Bradley & Company; Auditor, J. F. Francis, 
Reliance Ink Company, Ltd. 

Following the election of officers the retiring presi- 
dent, W. C. Borlase was presented with a handsome 
traveling bag. The presentation, with an appropriate 
speech, was made on behalf of the membership by J. C. 
Irvine of the Willson Stationery Company, Ltd. 


sine gee 
12:30 CLUB HOLDS CHRISTMAS DINNER 

With a record breaking total of members in attend- 
ance, the annual Christmas dinner of the Stationers’ 
12:30 Club was held in the Aldine Club, 200 Fifth ave- 
nue, New York, on December 29. Although the dinner 
was slated for six-thirty o’clock, members of the organ- 
ization and their friends began gathering shortly after 
5 P.M. to take part in an hour of fraternizing which 
marks the meetings of the club. 

Following the steak dinner a splendid program of en- 
tertainment was furnished which did credit to the en- 
tertainment committee headed by Louis F. Caracci. 





COLUMBIA RIBBON AND CARBON IN K. C. SESSION 

December 28, 29, and 30 in Kansas City, Mo., the 
Kansas City and Minneapolis branches of the Columbia 
Ribbon and Carbon Manufacturing Company, Glen 
Cove, N. Y., held their annual sales meeting at the 
Hotel Muehlebach, which will be remembered by many 
Office Appliance readers as the scene of the National 
Typewriter and Office Machine Dealers convention last 
summer. R. C. Moore, manager of the Kansas City 
branch, conducted the daily sessions, which were re- 
plete with interest and inspiration. A banquet, at- 
tended by the entire Kansas City and Minneapolis 
branch forces, was served the evening of December 30. 
Each member of the organization departed for his ter- 
ritory enriched by suggestions and energized for an 
active program in the coming year. 

—_——_—_—___ 
KANSAS BOOK DEALERS COMPLETE 
CONVENTION PLANS 

With all plans and preparations completed by mem- 
bers of various committees appointed for the purpose, 
the twenty-first (“Becoming of Age”) convention of the 
Kansas Book Dealers Association will be held in the 
roof garden of the Hotel Kansan, Topeka, on February 
14, 15 and 16. 

Because of the number of important matters which 
are to be discussed, officials of the association expect 
a record attendance when the first session is called to 
order. Headed by President Phil M. Anderson, the com- 
mittees expect to welcome practically all of the 225 
members of the association who represent towns and 
cities of from 160 to 140,000 population. Among the 
various aids to business which will be dwelt upon by 
speakers at the various sessions are window displays, 
store arrangement and advertising. In addition, it is 
said, considerable time will be devoted to the subject 

(Turn to page 87, please) 
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National Association News 


Information Concerning the Activities of The National Stationers Association 


President: William C. Clegg, The 
Clegg Company, San Antonio, 
Tex. 


Vice-President & Chairman, Dis- 
tributors Division: Harold J. 
Hampton, Indianapolis Office 
Supply Company, Indianap- 
olis, Ind. 


Vice-Chairman, Distributors Divi- 
sion: Arthur L. King, Ward's, 
Boston, Mass. 


Vice-President & Chairman, Man- 
ufacturers Division: R. A. 
Maish, Dennison Manufactur- 


ing Company, Framingham, 
Mass. 
No. 1: Leo Burt, Burt & No. 4: Ivan Allen. Jr. (East- 


OFFICERS 


Vice-Chairman, Manufacturers 
Division: Craig Sheatfer, W. A. 
Sheatfer Pen Company, Fort 
Madison, Iowa. 

Vice-President & Chairman, Of- 
fice Furniture & Office Ouitfit- 
tings Division: Charles W. Roth, 
Roth Office Equipment Com- 
pany, Dayton, Ohio. 

Vice-President & Chairman, Man- 
ufacturing Stationers Division: 
William H. Schmiederer, Bux- 
ton & Skinner Printing & Sta- 
tionery Company, St. Louis, Mo. 

Vice-President & Chairman, Sales 
Managers Division: Harry Te- 
han, Charles M. Higgins & 
Company, Brooklyn, N. Y. 


REGIONAL GOVERNORS 


No. 7: Ed Hansen, Miller- 
Davis Company, Minne- 


Vice-President & Chairman, Field 
Division: Fred Schaefer, San- 
ford Manufacturing Company, 
Chicago, Ill. 

Vice-President & Chairman, 
Wholesalers Division: Alvin R. 
Skibbe, Associated Stationers 
Supply Company, Chicago, Ill. 

Treasurer: William E. Stockett, Jr., 
Stockett-Fiske Company, Inc., 
Washington, D. C. 

Auditor: Woodson P. Waddy. 
Everett Waddey Company. 
Richmond, Va. 

Secretary & General Manager: 
Charles P. Garvin, 740 Invest- 
ment building, Washington, D. 
Cc. 


No. 10: E. B. Healy, Santa 
Fe Book & Stationery 


Jeffers, Inc., Hartford, ern Div.), Ivan Allen- 
Conn. Marshall Company, Alt- 
No. 2: A. G. Preston, Utica lanta, Ga. 
Office Supply Company, 
Utica N. Y. , ’ No. 5: Harold Hampton, 
No. 3: Dan Smith, Jr., Smith Indianapolis Office Sup- 
Printing Company, Inc., ply Company, Indianap- 
Williamsport, Pa. olis, Ind. 
No. 4: Morris Hansell, II. 
No. 6: Harry Sylvester, 


(Western Div.), F. F. Han- 
sell & Bro., Lid... New 
Orleans, La. 


Sylvester-Nielsen, Inc., 
Appleton, Wis. 





Co . Santa Fe, N. 
apolis, Minn. — atte 
No. 11: Tom F, Pelly, Low- 

man & Hanford Com- 

pany, Seattle, Wash. 
No. 12: Jim Parsons, Smith 

Bros., Oakland, Calif. 
No. 13: A, J. Kerin, Tower 


Bros. Stationery Com- 
pany. New York, N. Y. 


No. 8: John Ford, Jr., Peter- 
son Litho. & Printing 
Company. Omaha, Neb. 


No. 9: Otto Eisenlohr, The 
Dorsey Company. Dal- 
las, Texas. 


General Offices and Information Bureau, 740 Investment Building, Washington, D. C. 
Place and Date of Next Annual Convention—Chicago, Sept. 27, 28, 29 and 30. 


SALES MANAGERS DIVISION MEETS 


With twenty executives of companies in the field 
present, the first 1937 meeting of the Sales Managers 
Division of The National Stationers Association was 
held on January 14 at the Hotel Commodore in New 
York. 

The meeting was presided over by Harry Tehan, vice- 
president of N. S. A., and sales manager of Charles M. 
Higgins & Company, who gave a comprehensive review 
of the program and enumerated the reasons for the 
organization of the division. He stressed the need of 
coéperation, mutual understanding, open-mindedness 
and the exchange of information for the common good 
of all. 

A feature of the meeting was the method of pro- 
cedure. The chairman announced the subject which 
was then commented upon by Charles P. Garvin, gen- 
eral manager of The National Stationers Association, 
following which each man present was asked for his 
opinion and suggestions. The subjects discussed were: 

1. List of regional meetings of the N. S. A. 

2. N. S. A. bulletin service to members of the sales 
managers division. 

3. The Richberg-Draper-Garvin committee on clari- 
fication of the anti-trust laws. 

4. Questions and answers on the Robinson-Patman 
Act. 

5. Questions and answers on fair trade acts. 


6. Sales managers house and merchandising prob- 
lems. 

7. Dissemination of information whether pleasant 
or unpleasant from N. S. A. headquarters direct to sales 
managers confidentially. 

8. Appointment of committees. 

9. New business. 

The meeting witnessed the first showing of the new 
type bulletin issued by the N.S. A. headquarters, stress- 
ing labor and legislative news and trends. Following 
this, several of those present, including Washington 
Jaques, prominent New York stationer, indicated their 
intention to codperate whole-heartedly with the group. 

———_>————_ 
FIRST DISTRICT ACTIVITIES 


Officers and members of the Connecticut Valley Sta- 
tioners Association are working day and night to assure 
the success of the First Regional District Convention 
which will be held on June 24 and 25 at the Griswold 
Hotel, Eastern Point, New London, Conn. 

Selection of the Griswold Hotel is an innovation for 
District No. 1 in that the coming conclave is the first to 
be staged in this type of summer establishment just 
prior to its official opening for the season. 

It is expected that President Leo Burt will disclose 
more details of the plans being made for the conven- 
tion when the local association holds its meeting some 
time this month at the Hotel Bond in Hartford. Stan- 
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DIAMONDS NEVER HAVE BEEN 
SUCCESSFULLY IMITATED 
Imitators have made something that looks like a dia- 
mond. But at best it is lacking in diamond-quality and 
diamond-value. It is not a gem unless it is an original. 
The imitation has litthe worth in any market. And it 
serves no practical purpose, for it is soft and cheap and 


useless. Long ago we were the originators of the stencil 








printing process. And our laboratories have sponsored every 
real improvement that has ever been made in that process. 
Our stencils and inks have been imitated —in appearance only. 
The methods by which they are made are secret—and exacting. 
They may have been copied, but never duplicated. And the 


product thereof is the high-quality standard of the world. The 





Mimeograph invariably does a top-notch job when the supplies 


intended for it are used. Genuine! For brilliant work—for good 





work— insist on having the original. A. B. Dick Company, Chicago. 


MIMEOGRAPH 











a= 























62 





193 YOU 
the MODERN Ribbon « 
SATINIZED 
“INK - CONTROL” 


Lore begins at forty! 


We've already celebrated 
our 40th anniversary. 


After these many years of 
research and experimen- 
tation, we take great 
pleasure in announcing 
to you a new ribbon by 
Panama... “INK-CON- 
TROL.” 

Panama’s new SATIN- 
IZED ribbon offers you (1) 
longer wear; (2) sharper 
work; (3) uniformity of 
color; (4) non-cutting. 

We know you'll like it. 
Ask your PANAMA man! 


6 
SUPPLIES COMPANY 





MANIFOLD 


Manutacturers of PANAMA 


gg 188 THIRD AVENUE, BROOKLYN, N. Y. i 








OFFICE APPLIANCES 


ley McGar of the J. F. Molloy Company, Meriden, Conn., 
has been appointed chairman of a committee on ar- 
rangements for this meeting. 
erties 
WILLIAMS TO AID FOURTH DISTRICT 


Earl Williams, New Orleans representative of the 
Dennison Manufacturing Company, has been added to 
the golf committee for the convention of the Fourth 
Regional District according to a statement of Governor 
M. E. Hansell II. 

At the same time Mr. Hansell announced that the 
Roosevelt Hotel has been designated as convention 
headquarters. 

—_—<>—___. 
NEW APPOINTMENTS AT CORRY-JAMESTOWN 


D. A. Hillstrom, secretary and general manager of the 
Corry-Jamestown Manufacturing Corporation, Corry, 
Pa., last month announced the appointment of R. C. 
Anderson as vice-president in charge of sales and W. 











Rn. C. ANDERSON Ww. B. ELLSWORTH 


Bruce Ellsworth as sales manager of the company’s 
stock division. 

Mr. Anderson takes a wealth of knowledge and ex- 
perience to his new position, having been affiliated with 
the company since its inception. For the past six years 
he has also served as a director. 

Mr. Ellsworth has also a long and varied experience 
which will stand him in good stead. For several years 
he traveled the Eastern territory for Corry-Jamestown 
and has also had factory training and engineering ex- 
perience which well qualify him for the responsibili- 
ties of his new position. 

-_——_ ~<— - —_— 
SERVICE COMPANY SEEKS CARLSTROM 


The Service Typewriter Company, LaSalle, Ill., asked 
dealers everywhere to aid in a search being conducted 
for C. H. Carlstrom, office machine repairman and said 
to be a former Burroughs employe. 

Mr. Carlstrom, who was employed by the Service 
Typewriter Company for more than a year, is described 
as being five feet, seven inches tall and weighing about 
160 pounds. He has light hair and no teeth in his up- 
per jaw. 

John A. Stith, manager of the company seeking Mr. 
Carlstrom, urges anyone knowing the man’s where- 
abouts to communicate with the above-mentioned firm 
immediately. 

—_——_———_- 
BRAUSE DESK COMPANY MOVES 

Having given up its location at 404 Broadway, New 
York, the Brause Desk Company, Inc., is now occupying 
quarters at 575 Broadway, telephones Canal 6—0640 


| and 6-8565. 
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IN 1936: 


PORTABLES WENT UP 


51.6% over 1935 


AND SALES IN 1936 
INCREASE OF 


147.1% 


... AND CORONA’S 1937 “SPEED MODELS’”’ ARE ALREADY A SENSATION! 


ad 








A year ago we published this: 





We don’t very often lead \\ 


public. But here’s a figure 

SALES OF CORONA PORTABLES 
1935 (over a good 1934) 
INCREASED 4 
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-DRAWER CAPACITY -DRAWER 








THE SECRET 


of Super-Filer’s Super 
Capacity is the Swing 
Drawer Front and Sup- 
ported Angle Spread. 
Working Space is added 





each time the drawer is 
opened; full accessibility 
to contents provided; 
and positive com- 
pression maintained 


mechanically as _ the 





drawer is closed. 








THE o-DRAWER 


© Not Merely the 
Adding of ONE Extra 
Drawer but the 
Equivalent of TWO. 








4 Inches 


MORE CAPACITY 
WORKING 
PER DRAWER ORKID 





KA ee ee eee Se eS ee es Se Se SD ha 
4 FULL 26” FILING CAPACITY _ . 
e Angle Spread Provides Correct Working Space 


PLUS-visiBILITy 
ACCESSIBILITY 
COMPRESSION 








HEIGHT Gy -orawen FLOOR SPACE 








SUPER-FILER 






A Story of 
Practical Economy 
the GF Dealer Is 
Finding It Profitable 
to Tell. 


Unique—the Only Letter or Cap Size Filing Cabinet 
of Standard (57”) Five-drawer Height Having Facil- 
ities for the Bottom Anchoring of Index Guides. 

















THE GENERAL FIREPROOFING COMPANY 


YOUNGSTOWN, OHIO 
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Many 
May Look Alike 
but 


7 
there tS a difference! 


‘s | | (. 
ITMNaCtLeE 


D 


www 


* It is outstanding performance in competition that proves the true 
quality and stamina of a champion. 

® By outstanding performance and superiority in wear and beauty of 
write, Pinnacle has proved itself champion in the field of ribbons and 
carbons. THERE IS A DIFFERENCE! 

® Columbia would like to show you just what championship performance 
IS in ribbons and carbons, with Pinnacle’s difference and superiority. 
And Columbia would like to show you how your profits will be greater 
with Pinnacle—for the championship is always most profitable! 


Wri'e for Details 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC, 
Main Office and Factory: Glen Cove, L. I., N. Y. 
New York: 305-313 East 45th Street Kansas City, Mo.: Dwight Bldg. 
ENGLAND: Columbia Ribbon & Carbon Mfg. Co., Ltd., 22 Bush Lane, London, E.C.4 


AUSTRALIA: Columbia Ribbon & Carbon Company (Australia), 66 City Road, Sydney,°N. S.LW. 
ITALY: Columbia Nastri E Carta Carbona, S. A. Via Tito Livio No. 6,"Milano"134 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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WEIS EMPLOYES RECEIVE BONUS 

The Weis Manufacturing Company, Monroe, Mich., 
makers of office supplies, recently paid a bonus to all of 
its 200 employees, aggregating approximately $7,000. 
Each employe received at least $15, officials said —AK 

——_<>———_—_ 

CANADA STATIONERS’ GUILD PLANS GOOD 1937 

Recognizing the strategic possibilities of the new 
year, the Stationer’s Guild of Canada is seizing its 
opportunities to consolidate its program and lay out a 
campaign with specific objectives. Considerable activ- 
ity is being planned. The date for the annual meeting 
will be announced soon, possibly for February. In dis- 
cussing prospects, Fred R. Smart, secretary of the 
Guild, commented: 

“As you know, our annual meetings are real bright 
spots in the stationers’ routine. They are real events! 














FRED R. SMART 


This year’s will be better than ever. Most likely it will 
be the largest from the standpoint of attendance. The 
guest speaker for the banquet session will be the best 
obtainable—and what’s more, the business session will 
undoubtedly bring forward valuable suggestions. 

“The Guild directors will have several very important 
recommendations to make to the members. These sug- 
gestions for the conducting of the Guild affairs are 
calculated to spread the responsibility and bring out 
a broader and more representative leadership, thereby 
adding to the effectiveness of the organization. 

“The fall of 1937 will see the second All-Canada Sta- 
tioners’ Convention. It will have to go some to beat 
the 1935 gathering, but you better start planning now 
because that’s just what it will do. Arrangements are 
already under way. Dates and place will be announced 
at the annual meeting. Some idea of the program will 
also be uncovered then. We can tell you this much 
right now—several manufacturers have reserved extra 
space for their exhibits even before knowing where it 
is to be. There is no shortage of ideas for the next 
trade gathering, so you can count on a bang-up time.” 

It is disclosed that the educational matter which has 
been distributed recently by the guild has been evok- 
ing considerable appreciative correspondence, the 
membership having shown particular gratification for 
the report titled “Cost of Doing Business as a Retail 
Stationer.” Service such as this represents will be in- 
creased during 1937; much additional information will 
be distributed. The employment bureau maintained by 
the Guild, which has been used by the members to sig- 
nificant advantage, is to be improved. Members are 
requested to inform the Guild about openings in their 
organizations, the Guild offering the possibility of be- 
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HERE’S THE POINT! 


For more than thirty years, Type- 
writer Dealers and their Cus- 
tomers have secured maximum 
satisfaction from ““INVINCIBLE,”’ 
the original non- hardening 
platen. 


This is not a claim—it is a simple 
statement of fact. Every major and 
minor improvement that science and 
practical common sense has evolved 
for platens is embodied in the “‘IN- 
VINCIBLE.”’ 


And in the future, as in the past, 
“INVINCIBLE” supremacy will be 
maintained because nowhere in the 
industry are technical skill and man- 
ufacturing facilities more effectively 
combined under one roof than at the 
*“*INVINCIBLE” factory. 


When it is possible to produce a 
better platen than the “*INVINCI- 
BLE,”’ it will be accomplished by the 
makers of the “*INVINCIBLE.”’ 


AMERICAN WRITING MACHINE CO. 


115 Worth St. New York, N. Y. 
Established 1880 
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CARD CABINETS 





PEALERS featuring these popular priced 
steel cabinets are opening up a new 
market — making new customers—and reap- 
ing handsome profits. You can do it, too. 
Order sample stock today. 


@ SPRING COMPRESSOR ~~ @ RUBBER FEET 
e BRASS HARDWARE e OLIVE GREEN 


Made in 12”, 15”, and 18” lengths 
PRONTO FILE CORP., 636 Broapway, New York, N.Y. 










2 DR. 3x5 
+2 ist 
2 DR. 4x6 
54 sr 
2 DR. 5x8 


"sé. 





PRONTO} 





| 
| of the average stationer, is again open for business. 
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ing able to supply just the right person for the mem- 
ber’s need. The service is offered individuals and non- 


member firms as well as members. 
a 


SAN ANTONIO HONORS CLEGG 
L. B. Clegg, president of the Clegg Company, San 
Antonio, Tex., was named chairman of the Finance 
Committee and a member of the Army Committee for 
the annual Fiesta (Battle of Flowers), a historical 
event staged in the third week of April each year com- 
memorating the Battle of San Jacinto, which gave 
Texas her liberty —BCR 
i a 
PRICE COMPANY REPAIRS FIRE DAMAGE 
With its damaged stock replaced and most of the re- 
pairs completed, the Emerson W. Price Company, sta- 
tioners and office outfitters, has recovered from a disas 
trous fire which swept through its establishment at 116 
East High street, Lima, Ohio, last December. 
The fire, which caused damage in excess of $8000, 
resulted in serious burns to Howard Miller, a repair- 





LOTS OF SMOKE AND SOME DAMAGE.—But that has all 
been repaired and the Price Company, exemplifying the —— 
= 


picture was snapped when the blaze was at its height and 
was giving firemen a tough battle. 


man, who was injured when a biowtorch, which he was 
using, ignited cleaning fluid and oils in the repair de- 
partment of the company. Mr. Howard is reported well 
on the road to recovery. 

According to William E. Bayly, president and treas- 
urer of the company, the damage was confined prin- 
cipally to the stock although considerable repair work 
was necessary on the mezzanine floor, on which the 
blaze started. 

The firm, which is one of the best known in its ter- 
ritory, was founded by Emerson W. Price, who died a 
year ago. 

i oe = 
VALLEY PAPER IN NEW SAMPLE BOOK 

Valley Paper Company, Holyoke, Mass., has just 

brought out a new sample book, a simple, practical 


| folder showing Academy Linen Bond—a fifty per cent 


rag paper. In an attractively designed cover, with title 
page of modern design, are offered samples of die 
stamped and printed letter heads and sheets showing 
the four weights and four colors offered: blue, pink, 
buff, and goldenrod. The sample book can be obtained 
from paper merchants or the manufacturer. 
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GREATEST 
> TYPEWRITER 


HERE! 





Bunt of the stuff of which champions are made... 
springing from a long line of other champions extend- 
ing through a full quarter of a century . . . 1937's 
greatest writing machine is here... the Champion 
Underwood Standard with six outstanding points of 


super-performance! 


] SPEED that has never been equaled by any 
other Typewriter. The Underwood holds the 
world’s typing record of 135 29/60 net words 
per minute for a full hour's typing. In 27 
of competition it has won 26 World's Type- 


writer Championships! 


years 


2? TOP QUALITY OF WORK tor those 

who really love fine typewriting. In mechanical 
accuracy the Champion Underwood stands su- 
preme. You'll be proud of your letters written 
na Champion 


3 DURABILITY of the kind that will never 
let you down. Underwood ruggedness and stam- 
ina are traditions of the typewriter industry. 





THE CHAMPION 


Underwood 


STANDARD TYPEWRITER 


Copyright, 1987, Underwood Elliott Fisher Co. 


4 SIMPLICITY that delights the typist. Not a trick oper- 
ating gadget on the entire machine. Every operating feature 
including the famous Key-Set Tabulator is within easy reach 
from a normal typing position. Complete keyboard control. 


5 EASY TOUCH that makes for tireless typing all through 
the business day. The Champion is equipped with Touch 
Tuning, that marvelous Underwood principle which pro- 
vides for the sndividual adjustment of every key on the key- 
board to the very finger that strikes it...and with the famous 
Champion Keyboard that is so much kinder to the finger-tips. 


6 CUSHIONED TYPING that makes it guieter. There's 
no high-pitched tap-tap-tap to disturb a precious thought. 





Sell the Portable the world is buying... There's an 
Underwood Portable for every purse and purpose 








Every Underwood Typewriter 
is backed by nation-wide, company-owned service facilities. 


lypewriter Division, UNDERWOOD ELLIOTT FISHER COMPANY 
Typewriters... Accounting Machines ... Adding Machines 
Carbon Paper, Ribbons and other Supplies 


One Park Avenue, New York, N. Y. Sales and Service Everywhere 
UNDERWOOD ELLIOTT FISHER SPEEDS THE WORLD’S BUSINESS 


World’s Largest 


AY7/ ling Typewriter 
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All Smiles 


‘NO COMPLAINTS 


When your Typewriters have 


“PAPER-GRIP” 
FEED ROLLS 








**Paper-Grip”’ Feed Rolls 
make paper, envelopes, 
cards, come through 
evenly without slipping, 
forward or backward. 
Carbons and copies can 
not wrinkle. 





Envelopes and cards can 
not shove. 

Reduces swelling when 
used with stencils. 
**Paper-Grip”’ Feed Rolls 
can be supplied for all 
machines. 

Write, telephone or wire 
for details and prices. 





DISTRIBUTED EXCLUSIVELY BY 


AMES SUPPLY CO. 


The Dealers’ Supply House and Manufacturers of Long- Wear Platens 


564 West Randolph Street, CHICAGO, ILLINOIS 


37 Murray Street, 583 Market Street 





NEW YORK SAN FRANCISCO 
206 Lane Street 617 Commercial Place 
DALLAS NEW ORLEANS 
Atlanta Denver Philadelphia 
Boston Los Angeles Pittsburgh 
Cincinnati Minneapolis Seattle 
Cleveland Washington, D. C. 
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NEW ENGLAND TRAVELERS NOTES 
Very soon we will celebrate the second anniversary of 
our Netclub News. When this sheet crashed into the 
literary world little did we realize its true value and 
personal appeal. Let us work the harder to improve its 
value to the dealer, the manufacturer and every mem- 
ber of the club. 


On Friday, December 18, the Travelers Club held its 
annual Christmas party at the University Club as 
guests of Jim Hobart and as usual a wonderful time 
was had by all. After a swim in the afternoon, and a 
social hour upstairs the travelers gathered for the tur- 
key dinner and fixings. The after-dinner entertain- 
ment was enjoyed by everyone and the big hit of the 
day was Santa Claus’ entrance and distribution of gifts 
from the tree. 

The contest between Joe McLaughlin and Harry 
Chandler to determine the champion paper puller of 
the club resulted in a one-sided victory for Harry. 

At 9 o’clock the club members retired to the bowling 
alley to settle the argument which was carried over 
from last year as to which team deserves the bowling 
crown. The matter is still undecided. 


The third Annual Christmas party of the Boston 
Stationers’ Association was held in the beautiful roof 
ballroom of the Parker House, Wednesday evening, De- 
cember 9, and passed all record for attendance and for 
fun-making ability. 

In round numbers, 450 came to diné, dance and greet 
Santa Claus with his bag of over one hundred gifts. 
Joe Murphy of Ward’s again was Santa and in rare 
form greeted every lady whose numbered ticket won 
for her a gift. 

As an added attraction, Mrs. “Bob” Rhoten sang 
some most delightful songs. Her lovely trained voice 
brought to her a rousing cheer of approval and the 
committee in charge certainly was fortunate in having 


her as a feature. 
o oo 7 


“Stationers Fun and Facts” issued every “once in a 
while” by the R. H. Llewellyn Company of Manchester, 
N. H., is again proof of how this progressive concern 
goes after business. It is brimful of just what its title 
claims and offers real food for thought on the part of 


other dealers. 
: os 7 


How many of us really read our trade magazines? 
You just can’t afford not to, and the “too busy” alibi 
is all too frequently used. If you are not in the habit, 
cultivate it and by all means, do not fail to read in 
the December number of Office Appliances the remark- 
able article “Conducting a Sales Campaign” by Griff 
Glover, but first read the publisher’s note. The writer 
well remembers that when Mr. Glover’s article was first 
published in 1910 it caused a sensation simply be- 
cause it so clearly presented the real facts, and now, 
twenty-six years later, his ideas are as timely as when 
he gave to manufacturers, dealers, and all salesmen a 
picture that will doubtless be correct for all time. 

J > . 


It’s a wonderful thing to reach your seventieth birth- 
day and still be young. That’s our old friend Thomas 
G. Whittemore of the American News Company, New 
York. The golfing group of the New York Stationers 
Association gave Bill a party on November 6 and from 
what we have heard of it, it was some party. He well 
deserves the honors they showered upon him. We, who 


co oe 
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ESTE 





REATER NET PROFITS! 


cists dealers everywhere who have switched 
to the more complete and progressive Shaw-Walker 
line during the past few years have increased their sales 
volume and net profits 


The markers on Skyscraper Road teli you why the all 
embracing Shaw-Walker franchise is the foremost profit 
producer. 


You too can increase your net profits by nese ge Fo: to 
Shaw-Walker. A note on your letterhead will bring 

the “success secret” of the Shaw.Walker f sera 
nationally. 





All correspondence relative to Shaw- 
Walker franchise is confidential. 





MUSKEGON, MICHIGAN 
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The greatest story 
about stapling 
machines told in 
just forty words 


rs 


, T 
STAPLING MACHINES 


, 
W. have received countless compliments about 
our stapling machines ever since the first sale created 
the first satisfied customer, but we doubt if any ever 
surpassed the above statement in its powerful por- 
trayal of the effect which the world’s best stapling 
machines have upon the expert. The very simplicity 
of the statement reveals sincerity and radiates en- 
thusiasm such as only a product of the highest order 
can call forth. 


There wee no Negls 
wher you sel lice, Fulets, and Cadets 


ACE FASTENER CORP. 


3415 N.Ashland Ave. Chicago. 
THE WORLDS BEST STAPLING MACHINES 
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have known him these many years, extend heartiest 
congratulations. 
* ” > 
A little over a year ago Beach & Belledeu moved to 
larger quarters at 94 Portland street, because of their 
growing business. The additional floor space there 
doubled that which they had had at their former loca- 
tion. Now this progressive concern is taking on more 
additional space which will more than double what 
they originally had when they moved to their new 
location. This again shows their confidence in the sta- 
tionery business and its future. 


* * x 


The above news items were gleaned from the N.E.T. 


| Club News, official organ of the New England Travelers 
| Club. 


SH 


T. T. MALLESON ON JOURNEY ABROAD 
After about five weeks spent on this side at the end 


| of a three years’ journey around the world, T. T. Malle- 


son, export manager of the Royal Typewriter Company, 


| Inc., sailed on January 9 for Paris. Thence he pro- 


ceeded to Milan. He will return to London for a few 
weeks then set out for Bombay and the Far East. 
—_—~<>___—__- 
OFFICE APPLIANCE INDUSTRY ON COMMERCE 
DEPARTMENT RADIO PROGRAM 

The Office Appliance Industry will be the subject of a 
radio talk on the Department of Commerce radio pro- 
gram on March 13, from 3:30 to 4:00 P.M., E.S.T., Co- 


| lumbia Broadcasting System, according to an an- 


nouncement by the Specialties Division of the Depart- 
ment. This is one of a series of programs broadcast 


| over a nation-wide hook up of the Columbia Broadcast- 


ing System each Saturday afternoon, sponsored by the 
Department of Commerce and devoted to our great 


| American industries. 


The Office Appliance program on March 13, will deal 
with the beginning and development of this important 
industry. Musical numbers on the program will be 
furnished by Emery Deutsch and his orchestra. All 
those interested in office appliances are invited to tune 


in on this presentation on March 13 at 3:30 P.M., E.S.T. 
—— >... 


INMAN OPENS STORE AT LONG BEACH, CALIF. 
W. R. Inman, former owner of an office equipment 


| store at Omaha, Neb., last month announced the open- 


ing of a similar establishment at 210 East First street, 
Long Beach, Calif., which he has named the All Makes 
Typewriter Company. 

Mr. Inman possesses an enviable reputation in the 
industry having been connected with Underwood, Bur- 
roughs, L. C. Smith & Corona, Remington Rand, Royal 
and Woodstock. During his service with these com- 
panies he covered territories in Omaha, Neb., Seattle, 
Wash., Portland, Ore., San Francisco and Los Angeles, 
Calif., and Denver, Colo. The firm which he organized 
and managed before moving to Southern California 
was the Acme Typewriter Company. 

In addition to representing the Woodstock Type- 
writer Company, Mr. Inman wishes to become local 
agent for other concerns desiring representation on the 
Pacific Coast. 

MURPHY TAKES OVER ROYAL’S OAKLAND OFFICE 

Neil Murphy, former assistant branch manager at 
Milwaukee, for the Underwood Elliott Fisher Company, 
has been placed in charge of the Royal Typewriter 
Company’s new branch office at Oakland, Calif. Mr. 
Murphy arrived with his family in December, opening 
the office on January 1. 
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POCKETS and ENVELOPES 


Typical Oxford 
Quality at 
Competitive 
Prices! 





You can be sure of the best at the right price, when you 
include Oxford Red Fiber Pockets and Envelopes in your 
order for Oxford filing supplies. Careful workmanship is 
essential in glued products such as these—yet because Oxford 
high quality standards are achieved by the most modern 
methods, these quality products come to you at competitive 
prices. 


CONVENIENT PACKAGING 


Small quantity box units make for outstanding convenience 
to dealers and consumers alike. All 5-piece items are packed 
10 to a box, and other items in proportion to their bulk. 


EYELET REINFORCEMENTand CLOTH GUSSETS 


An extra quality feature on all Oxford five-piece items is 
the eyelet reinforcement near the flap—the point of greatest 
strain. Illustrated at lower left. 

Oxford cloth gussets, available on five-piece items are made 
of blue cloth—lending a touch of 
color that definitely enhances con- 
sumer appeal. 


ONE SOURCE FOR ALL 
YOUR FILING SUPPLIES! 


More and more stationers are coming 
to consider red fiber expanding spe- 
cialties as strictly filing supply items- 
grouping red fiber goods, in stock and 
display, with file folders, cards and 
guides — finding economy and conven- 
ience in ordering all from the same man- 
ufacturer — standardizing on a quality 
line. With your next order for Oxford 
filing supplies, include your require- 
ments for Oxford Red Fiber pockets and 
envelopes! 


OXFORD FILING SUPPLY CO. 


340 Morgan Ave., Brooklyn, N. Y. 
125 South 8th St., St. Louis, Mo. Five-Piece Construction 














ADDRESSING MACHINES uw 





No metal plates to emboss 
when you use 
Elliott Addressing Machines 


LL mechanical addressing systems for- 
merly required comparatively slow and 
expensive machines to prepare the address 
plates... 
. » 80 expensive, in fact, that most addressing 
machine users never owned one. 
With the Elliott Addressing System a regular 
typewriter does this work right in your own 
office at high speed ...and at a substantial 
saving. 
There is no metal in an Elliott Address Card. 
It is made entirely of fiber — light, compact, 
clean and easy to handle. 
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WOODSTOCK TRANSFERS WILSON TO 
SAN FRANCISCO 

Paul Wilson, for many years Rocky Mountain mana- 
ger of the Woodstock Typewriter Company, has been 
transferred to the Pacific Coast with headquarters in 
San Francisco. 

+> — — 
“AUSTRALIA” 

Containing thirteen pages replete with beautiful il- 
lustrations in sepia and in color which aptly describe 
the country for which it is named, a book, entitled 
“Australia,” has recently been received by Office Ap- 
pliances through the kindness of Walter Granger, of 
John Sands, Ltd., Sydney, Australia. 

Following a short foreword contained on the first 





“CANBERRA”.—tThis picture of Australia’s federal capital 
city is but one of many contained in the recently-published 
book entitled “Australia.” 


page, the book is then devoted to interesting scenes in 
and about Sydney. Descriptive matter and pictures 
awaken an interest and a desire to visit that faraway 
country. These pictures include Canberra, the federal 
capital city, Macquarie street, koalas—those living 
“teddy” bears which are found only in Australia— 
Middle Harbor, kangaroos, other natives of the coun- 
try; Taronga park zoo, a plowing scene, Government 
House, a bush track, surf beaches near Sydney, kooka- 
burras, birds whose mission in life is to capture and kill 
snakes, and a view of Australian sheep. 











Fe. “Airline . 
This Elliott Address Card will be especially A. ST. J. SIMONS HEADS R. L. BRYAN COMPANY 
welcomed by the thousands of addressing ma- Arthur St. J. Simons, who in 1912 began his career route to b 
chine users who now have to wait impatiently with R. L. Bryan Company, Columbia, S. C., as clerk in The Air 
—and sometimes disastrously—for an outside the printing department, succeeded the late Lomax availabl 
concern to make their new addresses and Bryan as president of the firm recently, taking office _— 
changes. at once. He is the first head the firm has had whose of model: 
Let us send you a catalog and specific informa- name is other than Bryan. It was founded in 1844. jobs. Writ 


tion about Elliott machines. 


Salesmen and office equipment dealers who 
know of prospects for addressing machine 
equipment will receive a proposition to their 
advantage by applying to our nearest branch 
office or by writing us direct. 


ELLIOTT ADDRESSING MACHINE COMPANY 


143 ALBANY STREET, CAMBRIDGE, MASS. 





Mr. Simons is active in both the social and civic life of 
Columbia. E. H. Schirmer was elected first vice-presi- 
dent and secretary, Mr. Simons having served as first 
vice-president and treasurer for some time. H. T. 
Baylis and Gilbert A. Selby were made vice-presidents. 
To the board of directors were added Alva N. Lumpkin 
and Hugh Wilson, the latter having resigned from a 
position with the Farm Credit Administration. Mr. 
Lumpkin is well known as a lawyer in Columbia.—JW 


Sales and — — in all wuineipal Cities EAGLE-A ASSOCIATION ELECTS HOLDEN 
ee Telephone Directory PRESIDENT 


ELLIOTT ADDRESSING MACHINES PRINT FROM 
ADDRESS CARDS THAT LAST INDEFINITELY... 
QUICKLY TYPED ON ANY 
REGULAR TYPEWRITER 





At the regular annual meeting held November 28 at 
the office of the Kent Paper Company, Inc., New York, 
converters of Eagle-A announcements, the Eagle-A 
Announcement Association, Eastern Division elected e 
the following: Frank W. Holden, Rourke-Eno Paper 
Company, Hartford, president; George S. Clerk, Hud- 
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Dynamique Desk for ¢] 
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a > With the new Airline 
the Seneral] Office. 

Lirling inherits the flowing lines and sp, 

Of the Dynamigue 





izes the 
the Dynamique symbolizes t 
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7 rd of modern business. 
efficiency 





“Airline .. . the waaer 
route to better business ‘ 
The Airline Desh is 
available in a ae 
of models for all = 

jobs. Write for a catalog. 
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CHAIR IRONS 











866 
PATENTED 


LINE OF 
OFFICE— 
STOOL AND 
TYPEWRITER 
IRONS. CATALOG 
ON REQUEST 





BALANCED ACTION 


THE RUBBER CUSHION OFFICE CHAIR IRON 





396 
PATENTED 














HIGH GRADE 
STEEL SPRING 
CHAIR IRON 
Designed for smooth 
durable rocking action 

with double tension 
springs made from highest qual- 
ity wire, specially tempered 
for this purpose. Easy 
height adjustment, 
with positive lock. 


\ as 


serviceable, 








well-built 


iron, 





\ 
\\ 
\ 





A MOST PLEASING AND SATISFACTORY FIXTURE WITH 
PERFECT BALANCE WHICH GUARANTEES SMOOTH AC- 
TION AND RECOVERY. 
EQUIPPED WITH TEMPERED RUBBER CUSHIONS AND 
BALL BEARINGS. 
LUBRICATION UNNECESSARY. 
NOISELESS, AS SQUEAKS ARE IMPOSSIBLE. 
SIMPLE IN PRINCIPLE AND FREE FROM 
COMPLICATED MECHANICAL DETAILS. 





NEARLY TWENTY YEARS EXPERI- \ 
ENCE IN BUILDING CHAIR IRONS 









WE CLAIM THAT IN THIS IRON 
WE HAVE PERFECTED A BAL- 
ANCED ACTION RUBBER CUSH- 








COLLIER-KEYWORTH CO. 


GARDNER, MASSACHUSETTS, U. S. A. 


ION IRON THAT IS THE 
FINEST MADE. 
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1937 


son Valley Paper Company, Albany, first vice-president; 
Duncan Whyte, Whitaker Paper Company, New York, 
second vice-president; J. C. Veltmann, Kent Paper 
Company, Inc., New York, secretary, and C. Vernon 
Morris, J. E. Linde Paper Company, New York, chair- 


man in charge of advertising and merchandising. The | 
retiring president, Harry J. Fleming, Garrett-Buchanan | 
Company, Philadelphia, received as a gift an attrac- | 


tive golf bag. 

The annual presentation of the sales banner to the 
member showing the largest increase in Eagle-A an- 
nouncement sales was made, Central Paper Company, 
Newark, N. J., being afforded this distinction. 

R. S. Madden, vice-president in charge of sales, 
American Writing Paper Company, Inc., spoke on the 
increasing costs confronting paper manufacturers, and 
the outlook before them. Richard F. Linsert, advertis- 
ing manager of Eagle-A, discussed advertising. The 
members were welcomed to the meeting by Charles H. 
Wilkinson, president, Kent Paper Company. 

W. R. Kinkead, Whitaker Paper Company, New York, 
won a handsome traveling kit for his contribution to 
the slogan contest. The members enjoyed a luncheon 
at a local restaurant, and dinner at the Queen Mary, 
famed for its Swedish smorgasbord. They attended a 
performance of Murder in the Old Red Barn, current 
old fashioned melodrama. The meeting was well par- 
ticipated in by eastern Eagle-A merchants, and those 
who were present revealed confidence in a prosperous 
year for Eagle-A announcements. 

es ee 
SMITH OPENS ST. PETERSBURG STORE 








Planned to feature commercial stationery, office fur- | 


niture and office machines, a new and up-to-date sta- 
tionery store has been opened at 344 Central avenue, 
St. Petersburg, Fla., by P. K. Smith. 

The new organization, which is known as P. K. Smith 
& Company, was formed with Mr. Smith as president 
and J. M. Smith as secretary and treasurer. Accord- 
ing to both officials the firm will shortly become the 
local representative of several nationally known lines. 














P. K. SMITH 


The experience of Mr. P. K. Smith in the field dates 


back to 1925 when he opened a store in St. Petersburg 


known as “The Office Outfitters” which he successfully 
operated until its consolidation with the Pinellas Print- 
ing and Stationery Company in 1927. At the time of 
the consolidation, Mr. Smith was appointed general 
manager, a position he held until December, 1936, when 
he severed his connection with the firm to organize and 
launch the new business. 


| 
| 
| 


In 1927 Mr. Smith, despite his many duties and ac- | 


tivities assisted in the organization of the Florida Sta- 


tioners Association, serving as secretary of the organi- 
' 
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mY torage 
Binders 








An Added Profit 
Field for you 


Liberty Storage Binders 
sell to the same custom- 
ers who use Liberty 
Boxes—an added source 
of revenue for you with 
little extra effort. Like 
the sale of boxes, the 

















regular repeat business 








from users is a constant 
repeat dividend on your 
initial selling effort. 


15 Stock Sizes 


Liberty Storage Binders 
are available in the 15 
Stock sizes which our ex- 
perience indicates meet 
all the usual require- 
ments of dealers. The 

















posts are available in 








eight lengths ranging 
from %” to 6”. 


Special Sizes 


One binder, or a dozen, 
or a thousand... any 
size... quickly made. 
This service on Liberty 
Special Binders, broad in 
scope has built substan- 
tial profitable binder bus- 

















iness for many dealers. 














Liberty Patented 
Post 


The Liberty Patented 
Post has won popular fa- 
vor for its simplicity and 
ease of operation. All 
your customer needs to 
do is—stack the records 
on the posts and push 














the posts down into posi- 





tion. As simple as that. 
No tools needed, no out- 
side help. Quick, effi- 
cient, economical. A 








Write for Details 


Sold through dealers only. 
An adequate pregram of pro- 


metional material and sales 
boom to your customer ne, Tart we wane 
. and a steady source | quick sales. 





of profit to you. 














BOYS 
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RDEALER 
SA MINDED 





MANUFACTURER OF THE WORLD’S FINEST STEEL SEATING EQUIPMENT 
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zation until 1934, when he was appointed district | 


governor of the Fourth Regional District of the Na- 
tional Stationers Association. He also served as presi- 
dent of the St. Petersburg Lions Club during the years 
1935-36. 


Mr. J. M. Smith, who is a brother of the president | 


of the new company, has also had considerable experi- 
ence in the field, having been associated with his 
brother in a sales capacity for approximately ten years. 





“YOUR OFFICE DESERVES ROY- 
ALS.”—This catchline was the motif 
of this exceptionally fine window at 
the Minneapolis branch office of the 
Royal Typewriter Company recently. 
The symmetrical setup of the entire 
display won considerable praise from 
passers-by. 


——_—_<——_—_——_ 


SOUTHWORTH CHICAGO OFFICE MOVES 

Forced by steadily-increasing business to find larger 
and more modern quarters, the Chicago office of the 
Southworth Paper Company last month moved to the 
Stevens building, 564 West Monroe street. 

The move was announced in a statement issued by 
Herbert J. Walsh, manager of the office, who said that 
the new location will afford the company almost twice 
the space available at the former establishment. 

“All through 1936 business increased steadily until 
finding larger quarters became imperative,” Mr. Walsh 
declared. “We confidently expect 1937 to become 
still greater from a business standpoint so we have 
made all our preparations to meet it.” 

—— ave 
ALMA DESK ISSUES NEW PRICE LIST 

A new four-page price list effective January 1, has 
recently been issued by the Alma Desk Company, High 
Point, N.C. In addition to the new prices on the com- 
pany’s many lines and styles of desks, the list contains 
similar information on home desks, sectional bookcases 
and linoleum tops. Copies of the price list may be ob- 
tained by writing to the company’s home offices. 

—__—_——— 
EMERSON IS HOST TO CONKLIN 
BRANCH MANAGERS 

Tom Emerson, vice-president in charge of sales of the 
Conklin Pen Company, was host in Toledo recently to 
O. R. Pierce, C. H. Schaeffer and E. J. Bradley, mana- 
gers of the San Francisco, New York and Chicago 
Conklin branches. 

A series of meetings were held in which Mr. Emerson 
outlined prospective sales, advertising and promotional 





STORAGE BOXES 
The COMPLETE Line 


Complete in everything 
needed to make sales quick- 
ly and profitably. Exclusive 
features make it possible for 
you to meet every require- 
ment ... safety, economy, 
durability . . . everything 
your customer can ask for. 


STOCK 

23 sizes 

in LIBERTY Boxes alone 
you secure the full range of 
sizes needed for the fullest 
profits from your customers’ 
requirements. These 23 sizes 


provide for every business 
form in ordinary use. 


SPECIAL SIZES 


with all the features of the 
stock boxes, quickly made 
to order. Dealers find their 
special size box business 
prospers with the aid of our 
quick service on specials. 


68,000 USERS 


including banks, city, coun- 
ty and state bodies, indus- 
trials, . . . critical buyers of 
storage boxes. . . have been 
LIBERTY Box users for 
years. The LIBERTY ad- 
vantages which satisfied 
them will sell your most ex- 
acting customers. Every 
needed function of a real 
storage box is built into 
LIBERTY Boxes. 


Adequately Merchandised 


We have, first of all, a strict pol- 
icy of “sold through dealers only.” 
In addition we support LIBERTY 
dealers with the most comprehen- 
sive sales promotion program of 
any storage box manufacturer. 
Again, we say, sell LIBERTY 
Boxes. 


The COMPLETE Line 


BANE ERS BOS - 
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WY HEN your customer needs a filing container 
for his bulky correspondence >>>>> 


Show him a Leatheroid Expanding File 
Pocket or a Quality-Bilt heavy manila 
Double Top File Jacket >>> 


It's No Use, Boys—Those Corners 
Simply Won’t Give Way! 




















They’re REINFORCED Where Wear Is Greatest 
This means increased sales for you and better service to your cus- 
tomers. . . . Leatheroid File Pockets also have foldover gusset tops 
and double fronts and backs. Glue welded throughout. Made in 
all sizes with 154, 314 and 5-inch expansion. 






THEY SUST 
WONT BREAK 







TABS ARE THE 


TOUGHEST 
LVELAR/ 


Quality-Bilt 
Double Top File Jackets 


Especially designed for bulky correspondence, 

contracts, orders and grouped letters. Rein- 

> forced tabs withstand continual handling and 

5) insure longer use. Made in letter and legal sizes 
) with 1, 11% and 2-inch expanding gussets. 






We'll gladly send samples and prices 


Keatheonoid, 
QUALITY PARK 
ENVELOPE CO. 


11-116 Merchandise Mart 
Chicago, III. 


Factory at St. Paul 
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plans for Conklin in 1937. These will include an ag- 
gressive merchandising policy together with the addi- 
tion of several new lines, an advertising and publicity 
program to be run in national and trade magazines, 
window displays and other tested sales methods. 
Under the experienced and able direction of Mr. 
Emerson, Conklin is anticipating further sales increase | 


in 1937 over 1936. 


THEY REPRESENT VICTOR!—District sales managers 
of the Victor Safe & Equipment Company, who attended 
a convention held during the week of January 9 at the 


company plant at North Tonawanda, N. Y., paused on 
their way to lunch for this photograph to be taken. 


a 
COMPTOMETER TRANSFERS HALE 


C. E. Hale, formerly in charge of the service depart- 
ment of the Comptometer Company at Atlanta, Ga., 

















Cc. E. HALE 


last month was transferred to Charlotte, N. C., where 
he will work as school and field instructor and also 
be in charge of the service department. Mr. Hale 
possesses an enviable record in the field, gained 
throughout his many years of experience with the 
company which will stand him in good stead in his new 
position. 





cnsiapatiiiieiaimamees 
BROCK ANNOUNCES NEW STORE 
Herman E. Brock, for many years associated with 


Stromberg-Allen & Company, late last month an- 
nounced the opening of the Herman E. Brock Sta- | 






" Lahe out libel 


‘enclosed find check,’ 


WNihes ~Aintsiea 


e Or course, time meant very little in 
the Neolithic Age. But the modern man or woman can’t 
afford to spend all day chiseling away his errors. Berk- 
shire solves the problem of corrections with the inno- 
vation: Corrasable Bond . . . made only by Eaton. 


e@ The magic surface of Corrasable permits 
swift, easy erasures with a simple pencil eraser .. . 
never presents that gouged, sand-papered appearance 


after alterations .. . never looks sooty after retyping. 


e Corrasable will sell itself for you because 
it demonstrates itself. You won’t have to argue its merits 
with the customer. A few seconds with a soft eraser 
will show him how Corrasable saves time, paper and 
patience. 

e By stocking Eaton’s Berkshire line you'll 
prove yourself in step with the times. There is a variety 
of grades, weights and finishes to suit every type of busi- 
ness. The Berkshire name. . . long the byword of prestige 
in American business stationery ... 
moving ... create good-will... promote other sales. And 
Eaton will back you with a new, live-wire advertising 


will keep your stock 


campaign. 


BERKSHIRE 


TYPEWRITER PAPERS 


EATON PAPER CORPORATION, PITTSFIELD, MASS. 
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ACCO 


ANSWERS THE DEMAND 
FOR 


NEW STOCK SIZE BINDERS 
ano FOLDERS 


for Columnar Sheets 


@ The increasing de- 
mand for Acco 
Folders and Covers 
to bind columnar 
sheets has made it 
advisable to add 
these new sizes to our 





regular stock num- 





bers. 


@ Acco Folders and 
Covers in the new 
sizes are put up in 
boxes of 10 — and 
priced to insure im- 





For Sheet *Sizes 






ll x 17 17x11 mediate sale and 
volume turnover— 
(a bove) as well as to enhance 
still further the pop- 
ularity of the ACCO 
Line of Covers and 

Folders. 

llx 14 l4x1l 


(below) 








Send us your 
order now for 
these new and 
popular sizes 
that all of your 
customers will 
want and use. 


ACCO 


*First number indicates 
the binding side. 


PRODUCTS, INc. 


39th Avenue and 24th Street 


Long Island City, N. Y. 


Canada: Acco Canadian Ltd., Toronto 





England: Acco Company, Ltd., London 
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| tionery Company at 517 South Wells street, Chicago. 


The new organization is located on the ninth floor of a 
building at the above address. 
—_—___—- 


BROWN & SAENGER ISSUES “PICTURE TOUR” 

Designed to “let the camera tell the story” a book 
entitled “A Picture Tour Through the Plant of Brown 
& Saenger, Sioux Falls, S. D.,” has recently been issued 
by that company. 

The book is made up of an impressive gold and green 
cover and thirteen pages of photographs taken in the 
various departments of the plant. The cover also con- 
tains a foreword which reads: 

“This pamphlet is prepared for those of our customers 
who have never been through our plant, although 
there are many of you who have been doing business 


| with this firm for close to half a century. Through 





these pages we portray some of our facilities for pro- 
duction, for distribution and for adequate storage and 
display of merchandise. This is done the better to 
acquaint you with your source of supply and we let 
the camera tell the story.” 

Page one contains a portrait of Eugene Saenger, 
(1860-1936) who founded the company in 1889. The 
remaining pages bear illustrations of the retail sta- 
tionery store, furniture displays, views of the manu- 
facturing plant, offices, storage department, and mem- 
bers of three classes in filing and office routine which 
were organized and conducted by Brown & Saenger 
during the winter months of 1935. 


——_. 


ELECTRIC SUNDSTRAND TAKEN 

On December 22 a Sundstrand eight column elec- 
tric adding machine, serial number 250493, was taken 
from the car of salesman J. S. Peter, parked near the 
U. E. F. Chicago office. If the machine turns up at 
the establishment of any dealer, Underwood Elliott 
Fisher Company, 210 West Monroe street, Chicago, will 
appreciate notification. 

—_—_ 


D. C. NEUHAUS NOW WITH H. M. SMITH COMPANY 


D. C. Neuhaus, for several years representative in 
the southwest of the H. M. Storms Company, is now 
traveling that territory for the H. H. Smith Ribbon 
& Carbon Company, 1011 McGee street, Kansas City, 
Mo. Mr. Neuhaus will call on printers and printshops 
and retail stationers to show the papers of fine grade 
and of the general line produced by the H. H. Smith 
Company. Having traveled this country for several 
years, he has a host of friends, to whom he extends 
the invitation to acquaint him with their needs for 
papers. 

——_@—————. 


CARLSON ISSUES WARNING ON 
ALLEGED IMPOSTOR 

Carlson Brothers, Inc., an office supply house of Mo- 
line, Ill., recently warned the trade to be on the look- 
out for a man who is said to attempt to obtain money 
by representing himself as an employe of the firm. 

According to the report the man, who uses several 
names, among them that of Lucas, has called on mem- 
bers of the trade asking a loan on the strength of a 
story of an automobile accident in which he claims to 
have figured. 

The man’s description follows: About five feet six 
inches tall, pale face, medium brown hair and light 
eyes, with several teeth missing in upper and lower 


jaw. 
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Has demonstrated that filing 
folders with the Duo Top 
feature far outclass and out- 
last the old, single top kind 
because they’re double thick 
where the wear is_ greatest. 
But be sure the folded-over 
part lays flat and stays glued. 
Weis is one maker that has 
overcome this general defect. 
Weis Duo Tops in both Manila 
and Kraft STAY GLUED. 


MONROE ff Cl’ MICHIGAN 





New York Chicago Boston 
The Weis Mfg. Co., Inc. Associated Stationers Adams, Cushing & Foster 
54-56 Franklin Street Supply Company Incorported 
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Kile O¢ | 
» # The Finishes are 
Ina Sf/co Card 


T “ay or qd sarcal Kile and Walnut 


Oak, Mahogany 


Then you’ll know just where to look for it. 
When the Midget card index outfits were 
first introduced to the public some 25 years 
ago, their adaptability and convenience were 
immediately recognized. Their popularity as 
handy units for holding small indexed lists 
or records has never diminished and their use 
has become a real office necessity. The quick 
acceptance of Midget outfits by the business 
and professional world, immediately created 
a demand for trays of similar construction 
but with more capacity. The result is the 
Standard Line, embracing handsome wood 
trays made in widths to hold any of the 
standard size indexing cards, and in lengths 
to accommodate the many demands for extra 
capacity. Then came the single drawer and 
two-drawer sectional units for holding card 
Midget Tray Without Cover records to unlimited capacities. If you have 
a card filing problem, talk to a Weis dealer 
he will have an economical answer. 





Midget Tray With Cover 





Long Card Tray 
With Cover 





Two-Drawer 





Sectional 


Single Drawer Card Index Cabinets 


Card Index 


Cabinets 












































There's Beauty and Rugged 
Usefulness in the Sf 


Standard Line Letter Trays 


They’re made from best grade material, carefully 
machined and nicely finished in Oak, Mahogany, Walnut 
and Green—to match your present furniture finishes. 
Corners are locked and glued to withstand long, hard 
usage; bottoms are three-ply veneer, grooved into the 
sides to prevent warping or splitting. All tray bottoms 
are covered with full size green felt to prevent marring 
polished surfaces. Trays may be assembled two, three 
or four high by the use of either inside or outside metal 
posts. Another type of assembly with a wood base and 
metal rack is called “‘Redi-Rack’’—-with removable trays 
which may all be flush at front or tilted on an angle to 
facilitate insertion and removal of papers. You'll be 
pleased and satisfied if you use Weis Standard Line Desk 
Letter Trays—-in Letter or Cap sizes, regular or extra deep. 





Standard Letter Size Tray 


Also Made Legal Cap Size 


and Cap Sizes 


Redi-Racks are Made 
Two, Three and Four 
Trays High in Letter 





If It Doesn’t Have 
a Full Size Green 
Felt Bottom—It 


Isn't a Gf - - 





Deep Letter Tray 
























































Two Letter size Wizards 





Ten Sizes | 
| 








equipped with the Steel 


Letter, Cap, Invoice 





Check, Deposit Slip Supports, for stacking to 








and Index Cards | Hin any desired heighth with- 








out crushing or sagging 





















































Pall Out the Drawer— 


The outside shell of this Im- There Are Your Records! 


proved Wizard is made from 
extra strong corrugated fibre 
board with heavy 30 point 
liners; has four front flaps r ; » ° ee 
uhh, tints, Gene rune That’s the efficient thing about Wiz- 
ening the shell and improving 
its appearance. The trays or 
drawers are made from extra 


r . . > . 
ard Transfer Cases—no fuss or confusion 
strong corrugated fibre board; IN) the file room-—no unpiling a lot ot 
metal stitched on sides and 
four ply thick at each end 
to prevent sagging. Note the 


cases to reach the one you want. All 
“iis sada eet inl, drawers are instantly available. Stack 
which aids greatly in handling ’ . ’ ye ’ 

an dieses Gian @nmea em High—Stack ‘em Wide—They’ll 
knocked down—but are very 
quickly and easily set up 
without the use of any tools. 


stand the strain and drawers will slide. 








Install LOTT 


WIZARDS 


You'll Like 
Them 




































































































































































FEBRUARY, 1937 


(Meetings and Dinners—Continued from page 59) 


of the selling of late copyright books at leader prices 
by stores other than legitimate book sellers. 

On Monday evening, February 15, will be held the an- 
nual banquet on the roof garden which will be dec- 
orated for the event by the Dennison Manufacturing 
Company. There will also be a large display space of 
which eight by three foot sections are free, although 
every salesman and member is expected to buy a ban- 
quet ticket at $1.50 each. There will be no charge for 
registration. 

ae ee 


HORTON TO HEAD ATLANTA O. A. ASSOCIATION 


At the first regular meeting of 1937, held January 4 | 


in the clubrooms, the Atlanta Office Appliance Associa- 
tion elected the following men to office: 
F. A. Horton, A. B. Dick Company, president; Stanley 




















F. A. HORTON STANLEY ASHLEY 


B. Ashley, Elliott Addressing Machine Company, vice- 
president, and Harry J. Garrett, Miller-Bryant-Pierce 
Company, secretary-treasurer. 

President Horton is originally from Minneapolis and 
has been manager of the Atlanta office for the past 
three years. Mr. Ashley has held his present position 











H. J. GARRETT 


for six years while Mr. Garrett, with three years at 
Atlanta to his credit has been manager of the Miller- 
Bryant-Pierce Company branches at Portland, Ore., 
and Memphis, Tenn 
venissititliicieaiiicn 

PLANS COMPLETED FOR PEORIA BUSINESS SHOW 

With several committees working day and night to 
assure the success of the event, final plans have been 
completed for the Peoria Business Show to be held at 
the Hotel Pere Marquette on March 10, 11, 12 and 13. 
According to W. C. Jacquin, chairman of the space 
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of importance 
to American 


Manutacturers 


Thirty-one years ago the proprietor 
of a small printing business in Bir- 
mingham, England, saw an advertise- 
ment or an item in “‘Office Appliances” 
asking for overseas agents for the 
Kalamazoo Loose-leaf binder. The 
Printer replied and obtained the 
agency. Later he acquired the pat- 
ents and rights for all countries out- 
side the American continent. This 
business, under the name of Morland 
& Impey Ltd., has developed into the 
largest loose-leaf business in Europe. 


A consistent policy of research 
in product and processes has been 
followed, and many useful inventions 
have been developed and marketed. A 
number of these patented inventions, 
not hitherto marketed in the United 
States but successful elsewhere, are 
now offered to American Manufactur- 
ers on reasonable terms. These in- 
ventions include :— 


Visible records in novel form and 
of low manufacturing cost. 


An indestructible book cover of 
excellent appearance. 


A Card Cabinet for Machine 
Bookkeeping of striking and 
original design. 


Mr. Wilfrid Shewell, representing 
the Company, will be in the United 
States in March and April, and will 
be glad to meet interested persons. 


ADDRESS 


W. Shewell 


care of 


Philip, Sawyer, Rice & Kennedy 
220 Broadway New York, N. Y. 
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In design, structure and 
appearance, Artility Chairs 
offer much in extra Sales 
Appeal that a dealer can 
capitalize upon. They are 
built for hard service. are 
comfortable, and unus- 
ually attractive in a wide 
variety of upholstery col- 
orings and materials. 
Steadily increasing de- 
mand and rapid turnover 
make them most efficient 
as profit producers, re- 
quiring but a small in- 
ventory for volume sales. 
Hundreds of dealers have 
already demonstrated a 
lively interest in the new 
ARTILITY chairs, and 
have been forced to re- 
order again and again, to 
keep pace with the public 
demand. Write today for 
full details complete line 
of Posture Chairs and non- 
adjustable styles, with in- 





teresting proposition for 


dealers in every section. 














METAL PRODUCTS” INC. 


ELKHART, INDIANA 
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committee, every indication points to an attendance 
of at least 10,000 men and women, all of whom are 
potential users of business machines, supplies and 
equipment. Further indications of the popularity and 
success of the show were seen in the statement of Mr. 
Jacquin to the effect that more than three-fourths of 
the available space has been reserved by manufacturers 
and dealers in the industry. 

> 

UEF DISTRICT MANAGERS IN ANNUAL MEETING 

The annual convention of the district managers of 
the Underwood Elliott Fisher Company was held at the 
firm’s New York headquarters last month. 

The meeting lasted for ten days, each of which was 
divided into morning and afternoon sessions with 
various officials and executives of the company outlin- 
ing and explaining different factors of an aggressive 
sales campaign which will be maintained throughout 
1937. 

Those who attended the convention were: 

Atlantic district: C.L. Minton, Hartford,Conn. New 
York district: George Crouch (typewriter division) and 
F. A. Greis (accounting and adding machine division), 
both of New York. Eastern district: F. L. Benedict, 
Philadelphia. Central district: C. H. Bolton, Cleve- 
land, Ohio. Western district: F. C. Snow, Chicago. 
Pacific district: W.M. Coffman, San Francisco, and 
Southern district: L. Y. Hagan, Memphis, Tenn. 

> 
KENNEDY TO HEAD ST. LOUIS STATIONERS 

Chester A. Kennedy of the William J. Kennedy Sta- 
tionery Company was elected president of the Station- 
ers Association of Greater St. Louis January 18 at the 
annual election of officers and meeting held in the 
Mark Twain hotel. He succeeds Charles T. Spalding 
of the Spalding Stationery Company. 

Other officers elected are: L. Walter Ruedy of S. G. 
Adams Company, vice president; Edward P. Miller of 
Comfort Printing & Stationery Company, secretary; 
Harley J. Wantz of Skinner & Kennedy Stationery 
Company, treasurer, and William Schmiederer of Bux- 
ton & Skinner Printing & Stationery Company, member 
of the executive committee. 

The National Cover & Manufacturing Company, Inc.., 
St. Louis, of which George E. Dubelbeis is president, was 
voted an associate member of the St. Louis association. 
Guests at the meeting included Francis K. Adams of 
S. G. Adams Company and W. B. Bohart of Eberhard 
Faber Pencil Company. 

The first annual dinner-dance of the association will 
be given in the Crystal Room of the Coronado hotel on 
the evening of February 13. It will be an invitational 
affair for the active and associate members and their 
wives and sweethearts. The dinner will be followed 
by dancing and a card party.—HB 

———— 
SEVENTH ANNUAL CHICO POWWOW 

About one hundred-and-twenty-five members of the 
stationery industry responded to the invitation of the 
Chico Club to attend its seventh annual gathering. 
The Chico Club is composed of commercial stationers 
in the outlying territory of Chicago and those located 
in suburban towns. 

The meeting was held in the Tropical room of the 
Medinah Athletic Club on Monday evening, January 
11. Under the leadership of Ernie Lund of the Engle- 
wood Blueprint Shop, president of the organization, 































In the NEW 
Standard Desk 


hy Secunity 


Presenting the new line of 


“SECURITY?” Standard Desks and 
Tables. 


The new line incorporates many sell- 
ing features, among which are—round 
cornered tops and legs, with modern 
type hardware. The constructional 
features include: 


Heavy gauge top, full reinforced 
by steel channels, eliminating 
sagging and vibration: 


Welded type pedestals through- 
out, making it impossible for 
any parts to work loose, or be- 
come noisy; 


Drawer bodies formed in one 
piece with welded channel sus- 
pensions insuring ease of op- 
eration in the pedestals at all 
times. 
\ new catalogue showing all details is 
in the course of preparation, and will 
be available shortly. 
The name “SECURITY” on steel 
office equipment symbolizes inherent 
superiority. 


































Security Steel Equipment Corp. 
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f THE NEW 
STREAMLINE D 














$3250 


RETAIL 
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SPLEID-OPRINT ANNOUNCES 


COMPLETELY NEW 
STREAMLINED MODELS 


AUTOMATIC § SO HAND § 

me $3980 «x #99 
THE GREATEST VALUE EVER PRESENTED 
TO THE OFFICE EQUIPMENT FIELD 


30 


RETAIL 














FEATURES 


. Post card to legal size. 


. Accurate registration. 
. Equipped to take any standard stencil. 
. Inside inking. Open non-leakable drum. 


. Stationary stripper for post card to legal size without adjust- 
ment. 


. Receiving tray with adjustable side guides for any size stock. 


. Instant removal of impression roller. 
. Adjustment for light or heavy impression. 
. Simple device for lowering or raising printing position. 


. Side guides equipped with adjustable rubber grip for feeding 
post card to legal size. 


. Backstop designed for use on all sizes of stock. 


. Equipped for counter attachment. 


. Speed per hour, Hand Feed: 2,000 copies. 
Automatic: 5,000 copies. 


. Fully guaranteed. 














THIS STREAMLINED MODEL IS NEW THROUGHOUT. IT HAS 
BEEN PRODUCED AFTER MANY MONTHS OF CAREFUL 
DESIGNING AND ENGINEERING. 


NO COIL SPRINGS. DIE CAST FRAME CHASSIS. ME 
CONSTRUCTION CHANICALLY PERFECT IN EVERY DETAIL 


SIMPLE-IN OPERATION, WITH NECESSARY ADJUSTMENTS 
OPERATION TO OBTAIN PERFECT RESULTS 

STREAMLINED IN DESIGN. PRACTICALLY ALL WORK 
APPEARANCE ING PARTS COMPLETELY ENCLOSED 





SPEED-O-PRINT CORPORATION 


180 W. Washington Street, Chicago, Illinois 














OFFICE APPLIANCES 


eee 
Se. 





profit for JASPER CHAIR COMPANY 
Dealors 


Knowing what many office equipment dealers have done, we con- 
lidently predict that with the proper contacts and standing 
among the trade, you can do good business with JASPER 





CHAIR CO. leather upholstered furniture. American business 
men throughout the U.S. have purchased it, are using it and 







know its fine quality, durability and genuine comfort. Its wide 
variety of design and popular price are valuable factors in build- 
ing sales. Solid American Walnut is in principal demand and we 
use it for most of our furniture, but we offer in addition an inter- 
esting group made of birch in walnut or mahogany finish. Dixie, 
Vealskin, New Eagle, Moorish and top grain leathers are used. 
Office Equipment Dealers have ever increasing proof of the 
preference of business men for our furniture in their executive 


offices. Check up on this profit opportunity—send for catalog Sia 


and details. ie 







JASPER CHAIR COMPANY 
JASPER, INDIANA 
REPRESENTATIVES 


GhO. A. LITCHFIELD k. W. THOMAS (Southwest S. Il. MacDONALD (West 
Sales Mer Daytona Beach, Fla. 521 Lloyd Bldg., Seattle 
‘ : JAMES 8S. FOW LS (Southern) W. H. BROWN (Chicago- Midwest 
RK. J. FREEMAN (Eastern $414 Euclid Heights Blvd. 6708 Glenwood Ave., Chicago 


305 Fifth Ave... New York Cleveland, Ohio Phone Rogers Pk. 3644) 
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and the officers in his cabinet, the matter of checking 
in arrivals was handled efficiently. 

Dinner was preceded by a short period of informal 
fellowship during which time liquid refreshments 
were available to those present. Between courses, Sev- 
eral of those present were induced to tell stories or 
sing to the accompaniment of two young ladies, one a 
violinist, and the other an accordionist. A pianist also 
helped to keep the rhythm of the evening continually 
active. The evening was concluded with card games 
and talk fests. 

: > 
SEATTLE TYPEWRITER DEALERS MEET 


“The NRA planted a germ in the minds of all busi- 
nessmen in the United States—the germ of coopera- 
tion; the wise heads are codperating,” Frank A. Hoy, 
business and salesmanship specialist of Seattle, de- 
clared before a group of twenty-six members of the 
Seattle Typewriter Dealers Association at a guest 
luncheon by President-elect H. O. Harvey on December 
15 at the Dolly Madison tea room. 

Prior to Mr. Hoy’s address, Secretary Edward N. 
Phelan of the Retail Trade Bureau of the Seattle 
Chamber of Commerce, was presented by Vice-presi- 
dent U. G. Moore with a small gift of appreciation 
from the membership. 

Dealers present at the largest meeting of the year 
included: H. O. Harvey, president, Wholesale Type- 
writer Company; U. G. Moore, vice-president, Adding 
Machine & Typewriter Exchange; Edward N. Phelan, 
secretary; Don H. Johnson, treasurer, Washington 
Typewriter Company; Lynn Roper and T. H. Berglund, 
E. W. Hall & Company; J. C. J. Martin, U. Mimeo & 
Typewriter Company; William H. Burt, William H. Burt 
& Company; John C. Collins, independent; F. B. Eylar, 
manager Seattle office, L. C. Smith & Corona Type- 
writers Inc.; F. G. Fink, manager Seattle office, Un- 
derwood Elliott Fisher Company; F. H. Norby, manager 
Seattle office, Royal Typewriter Company; E. Lyle Goss, 
assistant manager University Book Store; Wayne M. 
Haines, Haines Typewriter Company; H. H. Hinton, 
Reliable Typewriter Company; J. W. Pettinger, J. W. 
Pettinger & Company; Geo. Pettlekau, Typewriter 
Service Company; N. W. Truxal, independent; L. W. 
Walker, Northwest Typewriter Company, and R. B. 
Wells, Seattle Platen Company. Guests from out of 
town were: R. A. Raymond, The Stationers, and Miles 
Ollar, independent, of Tacoma; M. E. Hills Typewriter 
Sales and Service Company, Aberdeen; and J. W. War- 
ren, Valley Typewriter Exchange, Auburn, Wash. 
JCIM 
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SQUARE CLUB OPENS 1937 MEETING SERIES 


With President Benjamin Josephson presiding, the 
first 1937 meeting of the Stationers Square Club of 
Greater New York, No. 576, was scheduled for January 
21 in the Hotel Governor Clinton. A report of this gath- 
ering will be made in the March issue. 

— 
BOSTON STATIONERS’ ANNUAL BANQUET 


The forty-ninth annual banquet of the Boston Sta- 
tioners’ Association will take place on Monday evening, 
February 8, in the New Roof Ballroom of the Parker 
House, at 6:30 o’clock. 

This year’s affair promises to be a most enjoyable one, 
due to the fact that there will be a minimum of speech 
making—the only speech scheduled being that of 
Charlie Garvin, the genial general manager of The Na- 
tional Stationers’ Association, and to do Charlie justice, 
his remarks should never bear the title of “speech” be- 
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weD. THU. FRI. 


SHIPMAN - WARD 
DEALERS 


aw cashing Lr 
ON THESE EASY-SELLING 


AND PROFITABLE 
SHIPMAN-WARD PRODUCTS 


100% Rebuilt Underwoods, Blue Rib- 
bon Rough Underwoods, Typewriter 
and Adding Machine Parts, Superfine 
Platens, Typewriter Ribbons, Carbon 
Paper, Tools, Brushes, Shop Equip- 
ment, Duplicator Supplies, Type- 
writer Stands, Typewriter and Office 
Machine Covers, Stationery Store 
Supplies. SHIPMAN-WARD SERV- 
ICES: Japanning, Duo-Nickel Plating, 
Welding. 


SAME DAY SERVICE 
































SUPERFINE PLATENS MAKE SATISFIED CUSTOMERS 


SHIPMAN-WARD MFG. CO. 


The Dealers Supply House 


325 N. WELLS ST., CHICAGO 


BRANCH OFPFUCES 
NEW YORK CITY 
LOS ANGELES 
MINNEAPOLIS 
MONTREAL, QUE. 


32! Broadway 
314 W. Olympic Blvd. 
116 S. 4th St. 
20 St. James St. West 
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TRANSFER 
TIME 


New laws each year are 

making it more necessary 

to retain old records for 

semi-active transfer 
work 


WE RECOMMEND OUR 


FOUR or FIVE DRAWER 
NON-SUSPENSION 
KEYSTONE FILE 


Manufacturers of a com- 
plete line of Steel Office 
Equipment, sold 
exclusively thru dealers 





PEERLESS STEEL 
EQUIPMENT CoO. 


UNRUH and HASBROOK STS. 
PHILADELPHIA, PA. 
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cause he always seasons his pertinent interesting talks 
with a goodly portion of wit. 

Dinner is scheduled for 6:30 and the plans call for 
some lilting, haunting Hawaiian music to begin with 
the soup course and to continue until about 9 o’clock, 
when the musical entertainment will be taken over by 
the Stewartson dance band under the direction of Ray 
Stewartson. 

All in all, music, entertainment, the delicious full- 
course Parker House dinner, the beautiful gowns of the 
women, the cordial good-fellowship that characterizes 
every gathering of stationers, assure a brilliant en- 
joyable evening. 

Reservations may be had from Treasurer Harry R 
Bennett, at 272 Devonshire street, Boston. 

ae 
WASHINGTON DEALERS ELECT OFFICERS 

With a record crowd in attendance the Washington 
Typewriter Dealers Association held its election of 
officers last month. Those named to head the organi- 
zation for 1937 are: 

President, C. W. Bush, General Typewriter Company; 
Vice-President, C. B. Lynhan, Office Machines Com- 
pany, and Secretary-Treasurer, C. H. Davidson, District 
Typewriter Company. 

an 
DETROIT STAMP MANUFACTURERS ELECT 
OFFICERS 

At the first 1937 meeting of the Detroit Stamp Manu 
facturers Club the following officers were elected to 
govern the organization for the current year: 

President, Joseph F. Foerg, Detroit Numbering Ma- 
chine Company; vice-president, William A. Neville. 
Cadillac Stamp Company, and treasurer, Douglas G 
Forrester, Acme Stamp Company. 

odatiilines 
NEW ENGLAND TRAVELERS ELECT OFFICERS 

Preparing for another banner year of activities the 
New England Travelers Club last month held its annual 
election of officers at a meeting on January 4 in the 
Chamber of Commerce building, Boston. 

Those elected to hold the reins of government for the 
current year are: 

President, Mel Wheeler, American Lead Pencil Com 
pany; first vice-president, Theodore M. Hargen, Yaw- 
man and Erbe Manufacturing Company; second vice- 
president, Richard G. Bohaker, Oakville Company, and 
secretary, Frank N. Fisher, Standard Diary Company. 

Members of the executive committee (for one year) 
are C. J. Worth, Esterbrook Steel Pen Manufacturing 
Company; Paul W. Cheney, Southworth Paper Com- 
pany and Reginald P. Packard, Joseph Dixon Crucible 
Company. (For two years) John E. Brooks, Brooks 
Manufacturing Company and Spencerian Pen Com- 
pany; W. J. Driscoll, Carter’s Ink Company; Malcolm 
Dresser, Standard Diary Company, and Garry E. Dell. 
Acco Products, Inc 

> 
12:30 CLUB ELECTS OFFICERS 

At the annual meeting of the Stationers 12:30 Club. 
held in New York on January 11, the following were 
elected to head the organization for the current year 

President, D. N. Briggs, Sun Rubber Company; Vice- 
president, Ed. Dooley, Wilson-Jones Company; Secre- 
tary, Herman Von Frank, Oakville Company, and 
Treasurer, Phil Coult*r, Eastern Tablet Company. 

Those appointe: .o the board of directors are: Harry 
Tehan, chairman, Charles M. Higgins & Company; Nat 
Kremer, Kremer Company: Gerard D. White, manu- 
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NEW NEW 


MODEL P-50 PIN STAPLER $4.00 


Yee newly desiqned Pin Stapler fills a long felt want for offices, banks, and other business 


institutions. It delivers a flat pin staple which has all the advantages of the common pin 
but without the usual danger. This is the ideal fastening device; it fastens quickly, surely and 
ifely, yet your stock of ‘‘pir is snugly secured within the machine in the form of a staple strip 
USERS WHERE USED: 

Bank Comptrollers Dept. for checks 


Bookkeepers for statements 

Shipping Rooms for BL and ship 
ping liorm 

Billing Dept. duplicate invoices 

Sales Dept. for sample enclo 

Mail Clerks for fastening togethe 


pieces for both incoming and 
utgoing mail 
WHY 
Anything loose may be t—resulting in delay and inconvenience Legai for mailing—pins 
are not acceptable to Post Office (Circular C Post Office Dept., August, 1931) 
s machine is easily take to wherever fastening is to be done It takes up little space, fits 
nto desk drawer or pocket, « ays flat on desk or table. Handy, light, operates quickly— 
easily—positively An essent preduct f business efficiency and safety 


NEW NEW 
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Delivers a Flat Pin Staple. Holds 
Well — Yet Easily Removed. 


eG «-Dg* 


FEATURES: 


DELIVERS A FLAT PIN 
EASILY 

QUICKLY 

SURELY 

SAFELY. 


HOLDS FIRMLY 
BUT REMOVED BY 
TWO FINGERS 
WITHOUT EFFORT. 


YOUR PROSPECTIVE PROFITS 
WARRANT YOUR CONCEN 
TRATED SALES EFFORTS 


PERFORMANCE IS WHAT COUNTS 


Your customers should have one in every department for efficiency and convenience to 


“Fasten Things Together Quickly and Safely.” 


Write at once for 
test sample on 


approval. BRIDGEPORT. CONN. 


NEVACLOG PRODUCTS, Inc. 


Order a dozen. 
For stock, it has 
sales appeal. 


“IF IT’S WORTH FASTENING IT’S WORTH FASTENING WELL” 
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NEW 


Base Folds Back For Use as Tacker 
Permanent 


Or Temporary 
Fastening 


For use in 
place of pins 


clinched 


Write at once 
test sample 


approval. 


NEW NEW NEW 








we mopEL D-4O0 pesk TYPE MACHINE $4.00 


i\ 
HIS longer Desk Type Machine contains all of the new NEVA-CLOG im- 
provements, and because of its larger load capacity and greater stapling 

depth offers many advantages. Designed for larger offices where constant 

use is required, or in light production work, assembly operations, or for 
other varied uses to which it may be applied. This machine will perform 
with speed and satisfaction. It can be pounded or pressed gently. Its firm 


construction makes it durable, and its accuracy assures ease of operation 


pera The improved and simplified mechanics in this NEVA-CLOG Stapling 
achune 

sae Machine with all wearing parts hardened and precision made, eliminate 

ed with many of the troubles caused by carelessness and abuse. The safety device 
By 


guarantees positive operation regardless of improper use. It works within 
livered one diameter of the wire, preventing another staple entering the channel 
until the first is ejected or clinched. In addition, the horizontal discharge 
wae channel permits an unused and loose staple to fall out. The centerpiece is 


formed of one continuous piece—leaving no crevices for the staple leg to 


catch on or buckle 


eae Its value is evidenced by its guaranteed performance. Its attractive modern de- 


sign blends with the best appointed office accessories. Sell one for every desk. 


PERFORMANCE IS WHAT COUNTS 

Order a dozen. 
Free displays, cir- 
culars and blotters. 


for 


on NEVA<CLOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 


‘IF IT’S WORTH FILING IT’S WORTH FASTENING’’ 


IN JAN IAN KIN @ 


@ “MIN 
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facturer’s agent; Louis Caracci, Norwood Company; | 


Laurence Schmidt, Taylor-Atkins Paper Company; Wil- 
liam S. Donnelly, Modern Stationer; Fred Steinhilber, 
Geyer’s, and George C. Wheeler, Office Appliances. 

Retiring President Harry Tehan briefly thanked the 
members for their codperation in the past and espe- 
cially thanked Mr. Caracci for his services as head of 
the entertainment committee. 

manana 
N. Y. TYPEWRITER DEALERS HOLD 
FIRST 1937 MEETING 

With President Sam Hutter presiding for the first 
time, a meeting of the National Typewriter and Office 
Machine Dealers Association of New York was held on 
January 13 at the Hotel Dixie. 

As a token of appreciation for his sincere efforts on 
behalf of the organization Pete Carroll, the retiring 
president, was presented with a handsome traveling 
bag. The presentation was made by Adam Kunze, who 
previously had been welcomed into the ranks of the as- 
sociation as a new member. 

In taking over the gavel Mr. Hutter indicated his 
appreciation of the trust placed in him and pledged 
his efforts and time in serving the organization as chief 
executive. He said that the first undertaking of the 
new Officers would be that of increasing membership 
in the association. 

Following some discussion of the Robinson-Patman 
Act, and the annual ball and banquet of the association 
scheduled for February 27 at a place to be decided later, 
the meeting adjourned. 

———— p>__ 

WHOLESALE STATIONERS MEETING DATE SET 

As this issue goes to press word has been received 
to the effect that the Wholesale Stationers Association 
of the United States will hold its annual convention on 
March 8, 9 and 10 at Washington, D.C. Further infor- 
mation will be contained in the March issue of Office 
Appliances. 

—_—__—_- 
PENN-MA-VA TRAVELERS HONOR PETERSON 

Members of the Penn-Ma-Va Travelers Club indulged 
in the Yuletide spirit which had been bottled up during 
the holidays by welcoming Pete Peterson at a dinner in 
the Vendig hotel, Philadelphia, on December 28. 

It was the first time the assembled members had been 
given the opportunity to see their leader in action since 
his election at Harrisburg on the occasion of the last 
regional district meeting there. 

Twenty enthusiastic members sat down to an excel- 
lent beefsteak dinner which fortified them for an active 
meeting after a musical entertainment in which sev- 
eral members were performers before the footlights. 

After support of the president was pledged and a tele- 
gram was dispatched to John O’Hare, Boorum & Pease 
Company, hoping for his speedy recovery from a recent 
illness, the meeting adjourned. 

—_—___—_. 

CHICAGO FURNITURE CLUB ELECTS OFFICERS 

At its regular annual meeting held at the Brevoort 
hotel on January 7, the Chicago Office Furniture Deal- 
ers Club elected the following officers to govern the 
organization for the current year: 

F. Johnson, Filing Equipment Service Company, 
president; C. F. Wells, Sheridan Fixture Company, 
vice-president; H. W. Jagow, Office Furniture Clearing 
House, Inc., secretary & treasurer. The three men ap- 
pointed to the executive board were J. Geiser, Geiser 





An advertisement from 
the Saturday Evening Post 








Now, for the first time, you can 
make up and send out advertisements, 
club announcements, church pro- 
grams, etc., for virtually the cost of 1c 
post-cards. 


You eliminate the expense of card 
stock, envelopes, stamping, folding, 
inserting, sealing, printers’ bills, hand 
addressing, and electrotypes. You can 
prepare an announcement stencil in 
ten minutes and drop 1200 post-card 
copies in the mail box an hour later. 
Since they travel ist Class, they will 
all be delivered without delay. 


Over 9000 Cardvertisers are now in 
use. Thousands of users have us write 
their copy, draw the pictures, and cut 
the stencils—all for $1.50 each. But 
we sell blank stencils at 8c each and, 
with our $5 Elioscope and a type- 
writer, anyone can stencil his own 
pictures or text. 


Mail this coupon today. (In princi- 
pal cities see the telephone directory 
for Elliott branch office.) 


ELLIOTT ADDRESSING MACHINE CO. '*37 
191 Albany Street, Cambridge, Mass. 


0 Send me complete details about the Cardvertiser. 
0 Give me a demonstration of the Cardvertiser. 
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No, 626-28 Stool 








No. 


7206-28 
High Desk Chair 





At the checker’s desk, the teller’s window, the box 
office—in fact, wherever business is transacted 
quickly with people on their feet, UHL steel stools 
are essential equipment. 


Substantially constructed of special analysis cold 
rolled steel, welded into a rigid frame, fitted with 
ball and socket feet which are always flat to the 
floor even though stool is tipped, these stools are 
made in five heights—17, 19, 22, 25 and 28 inch 
minimum, each adjustable 44 inches up in 1 inch 
steps. 


Seats on No. 626 are either perforated steel, inlaid 
linoleum, or solid wood mounted on a steel rim. 
Our 7206 line provides the same height range with 
posture seat and back support. All except the 17 
and 19 inch heights are equipped with foot rest. 


Handsome appearance, lifetime service, popular 
price, this stool is typical of all UHL steel office 
furniture. Dealers who feature it along with “Pos- 
tur-Chair,” “Little Dandy” Typewriter Stands and 
other UHL items, lead in service and profit. Cata- 
log sent on request. 


Jee TOLEDO 


Metal Furniture Co. 
1616 Hastings St. 


Toledo, Ohio 
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Office Furniture Company; J. Ginsburg, Joseph Gins- 
burg Company, and D. Grenier, Chicago Safe & Mer- 
chandise Company. The club holds its regular business 
meetings on the first Thursday of each month in the 
Brevoort hotel. 





i _ 
CONNECTICUT STATIONERS MEET JANUARY 9 


Members of the industry from every section of the 
state will journey to the Hotel Bond in Hartford for 
the annual meeting of the Connecticut Valley Station- 
ers Association to be held on February 9. Committees 
have been hard at work to make the 1937 meeting out- 
standing in the history of the organization and a record 
crowd is expected to attend. Among the speakers 
scheduled to address the gathering is Charles P. 
Garvin, general manager of The National Stationers 
Association. 

After the election of officers the meeting will be 
opened to all manufacturers, wholesalers, manu- 
facturers representatives and stationers. 

—_— ———<—_- — 
ILLINOIS BOOKSELLERS PREPARE 
FOR CONVENTION 


For the purpose of discussing and formulating plans 
for the annual meeting to be held in Rockford, II1., on 
May 4 and 5, the executive committee of the Illinois 
Booksellers and Stationers Association met in Chicago 
on January 10. Those present, headed by President 
Glenn McFarland were E. A. Nichols, Fred H. Tracht, 
Matt Dillon, Bill Schuster, and Secretary A. J. Markelz. 

As a result of this session arrangements were made 
to meet with Rockford dealers on Sunday, January 24, 
for a further discussion of the convention at which offi- 
cials of the association anticipate a one hundred per 
cent attendance. 





— ee — 
NEW JERSEY STATIONERS PLAN BANQUET 


Plans for a proposed banquet to be held on March 17 
at the Hotel Douglas, Newark, by the Stationers Asso- 
ciation of Northern New Jersey, will be completed when 
the organization holds its next meeting on Monday, 
February 8. 

Various committees have long been at work making 
all the necessary preparations for the St. Patrick Day 
event which will include a fine program of entertain- 
ment. 

At the February meeting it is expected that in addi- 
tion to a discussion of the banquet, there will be a 
speaker on hand to address the assembled members on 
the Social Security Act. 

——__—_. 
EAGLE VETERAN EMPLOYES ATTEND DINNER 


One hundred and sixty men and women employes of 
the Eagle Pencil Company with long records of service 
ranging from twenty-five to sixty years, were honored 
for their loyalty at a dinner held on December 29 at 
the company offices, 703 East Thirteenth street, New 
York, N. Y. Executives of the company who acted as 
hosts to the employes were President Edwin M. Berolz- 
heimer, Vice-president A. C. Berolzheimer, Secretary- 
treasurer Henry Berolzheimer, Vice-president Herman 
Price and Sales Manager Leo Solinger. 

uneieilite ‘ 
NEW ORLEANS STATIONERS ELECT OFFICERS 


At a meeting of the New Orleans Stationers Asso- 
ciation held on January 5, the following officers were 
elected to govern the organization in 1937: 

President, J. J. Flotte, Jr., Perry & Buckley Company, 
Ltd.; Vice-President, Killian Huger, Garcia Stationery 


















4 sols WITH A PROFIT 


The ~. and E” Accesso ( easy of access ) Desk Tray has made a name for 


itself which your salesmen will be proud to mention, because it has sold its 
way to fame. These all-steel trays, in five finishes, are designed for utmost 
use and convenience, and can be stacked to any height or width. These fast- 
selling trays give your salesmen a real opportunity to sell a much sought article 


——just one of the many that make the he and E” Franchise so valuable. 


FACTORIES AND EXECUTIVE OFFICES, 1099 JAY ST., ROCHESTER, N.Y. 








OFFICE APPLIANCES 


100 





ARG. APRIL 


7_ 3G? gr 
CONANT ISSUE OUT MARCH 15 




















EVERY TIE-UP YOU NEED 
““ TO MAKE SALES — 
% WINDOW DISPLAY 
*% ESQUIRE DISPLAY 
% NEWSPAPER 
ADVERTISING 
% ENVELOPE 
STUFFERS 
% FOLDERS 


QUANTITY \~ 
BUSINESS 


Handi-pen is an ideal 
item to sell in lot quan- 
tities to your commer- 
cial accounts. 


HANDI-PEN has every- 
thing to assure QUICK 


SALES with no returns Here is your op- 


or exchanges \ Ad —a ‘ portunity to cash in — in 
The many advantages bandi- eS ~——o A ge 4 : - @ ; P erti 
pen offers, make it the No. 1 \oo-& —— a big way — on Spring advertis- 
seller in your store ~~ ee = - ing to over 5,000,000 Esquire readers. You, 
INGENIOUSLY MOLDED IN A “ : . 
ONE PIECE—No leakage, seep- a a ge as a handi-pen desk set dealer, will be able to fea- 
oa ow ae ture the 10-day free trial offer being pushed in this con- 
%& NON-CORROSIVE — UNBREAK- ag Ee sumer advertising. The offer is a sure-fire drawing card and means 
ABLE Made of hard rubber — per- ead , . . — . >. he ae < als ats ". 
Soin cite: an aaiis fer tom more profits for you, because handt- pen has a habit of satisfying 
%# REQUIRES ONLY ONE FILLING A YEAR — Holds six oz. its users. Write for “Esquire Promotion Folder” with special order 
of in enough for the average user for a whole year. ] " oh . 2.2 . .. » @ ~—- od 
ank for sets and merchandising material (fully illustrated). 
* THE PEN RESTS IN THE INK—Pen rests in ink to the b & ( y ) 
proper level always ready for instant use 


*# THE POINT HOLDS THE INK —Handi-pens have a slot- 
ted hard rubber feed under their points. 
*# INTERCHANGEABLE POINTS— Points are securely held 
by a wedge lock which makes changing of points simple. 
AND AT THESE PRICES, Handi-pens MOVE FAST: 


Complete Set — No. HP1 Plain black mm SELF-CLOSING INKSTAND CO. 


Complete Set No. HP2 Chrome-trimmed well and pen, $3.00 ° P 
ete - d 215 Sengbusch Bldg. Milwaukee, Wis. 


Complete Set No. HP3 Chrome-trimmed well and pen, with 
chromium base $3.75 Canadian Distributors: BROWN BROTHERS, LTO., Toronto, Canada 
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Company, Ltd., and Secretary-Treasurer, W. M. Costley, 
New Orleans News Company. 
In addition to Messrs. Flotte, Huger, and Costley, 


those appointed to the Board of Directors were Ralph | 
S. Lehman, Remington-Rand, Inc., and Henry Petetin, | 


Henry Petetin, Inc. 
a 


CHICAGO ADDRESSOGRAPH ORGANIZATION DINES 


J. B. Ward, Chicago sales agent for the Addresso- 
graph, gave a dinner to his entire organization on the 
evening of January 18 in appreciation of the good work 
done during the last three months of 1936. The 
agency’s October volume was more than 100% of quota. 
November was better and December exceeded 300% by a 
slight margin. The number participating in the din- 
ner, including salesmen, service men and office em- 
ployees, totalled ninety people. The event was held at 
the Lake Shore Athletic Club. 


— 
PHILADELPHIA STATIONERS MEET 


With an election of officers scheduled as the main 
attraction of the event, a meeting of the Philadelphia 
Stationers Association was to have been held on Jan- 
uary 21, at the Bellevue-Stratford hotel. 

According to plans formulated for the meeting the 
members and newly-appointed officers were to discuss 
1937 activities including a banquet to be held in the 
near future. 

anette 


NEW COLE CATALOGUE FEATURES 
ECONOMY STEEL CABINETS 


Featuring the new line of Economy steel card cabi- 
nets recently placed on the market, a fine, twenty-four 
page catalogue and price list has been published and 
issued to the trade by the Cole Steel Equipment Com- 
pany, 43-00 Crescent street, Long Island, N. Y. 

The new book, which is dressed in a handsome yellow 
and green cover, is listed as the No. 36. It is replete 
with pictures of the various items manufactured: by the 
Cole concern, including steel cash boxes, bond boxes, 
self-elevating tray cash boxes, office boxes, stamp 
boxes, desk trays, document cases, box and desk files, 
stationery racks and other numbers. 

Pictures and descriptive matter on the new Economy 
line are to be found on page 15. Copies of the new cat- 





alogue may be obtained by writing to the Cole Steel | 


Equipment Company home offices. 
—__——- 


FURNITURE STYLE BOOK BY STOW-DAVIS 

In their new catalogue No. 37, Stow & Davis Furniture 
Company, Grand Rapids, Mich., presents a comprehen- 
sive review of its lines of fine office furniture. Wire-O 
bound, it contains ninety-six pages, some of which are 
combined in double spreads. The cover in light blue, 
dark blue, and gold is of heavy paper grained like 
leather, glossy in finish. The pages are of creamy hue, 
printed with sepia ink, and liberally illustrated with 
photographic halftones of specimen furniture pieces 
and office scenes. Text is offered, commenting briefly 
upon the various period types of furniture, and the 
characteristics that have been brought over into con- 
temporary designs. The closing pages present offerings 
in club chairs and davenports. In its cumulative effect, 
it can be expected to be a definite influence to stimulate 
the desire of office people for fine furniture. 
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WITH A STOP SIGN AT 
THE END OF THE ROLL 


SEALED ON A SPOT 
TEARS ON A DOTTED LINE 


mien 


@ There's no waste of 
tape or time in opening 
‘‘Spotseald’’ Adding 
Machine Rolls... Grasp 
a corner — tear on the 
line ... that’s all! A 
couple of inches of tape 
—a couple of seconds 
of time... it’s done. 


And there’s no excuse 
for printing totals on a 
bare platen, either! For 
three whole feet from 
the end of each roll there 
runs a red stop signal 
...ared band on each 
edge that says ‘Have 
another roll handy.” 


‘‘Spotseald’’ Adding 
Machine Rolls are made 
in three grades and in 
all standard sizes. Write 
for complete informa- 
tion and prices. 
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ROCKWELL-BARNE 


1511 West 38th Street 
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POTSEALD 
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TRANSFILE 


(TRADEMARK 


Collapsible Corrugated Storage File 


Your customers will discover new ways 
to use more TRANSFILES after you sell 
them the first. After they learn the 
convenience and the economy they 
will want to house more of their records 
the TRANSFILE way. 

With the 4 styles each designed to 
meet definite requirements and in all 
popular sizes, TRANSFILES are a regu- 
lar and consistent source of profit for 
every dealer who sells them. 

Get a free sample TRANSFILE today. 
Test it yourself. You'll be convinced. 
Today business demands accessibility 
of records. No matter how old or 
seemingly unimportant, 

when they are wanted, POPULAR 
they are wanted quick- SIZES 
ly. TRANSFILES keep e 
them accessible always. 


Requirements for housing records 
S differ in various establishments. 
E_ If you are selling TRANSFILES you 
; can meet every demand. There's 
R &@ TRANSFILE for every purse and 


purpose. 


GUIDE SYSTEM & SUPPLY CO. 


335 Canal St., NEW YORK, N. Y. 


SANITARY LEGS 


These new sanitary legs 
eliminate the hazards of 
the cleaner's mop. Fin- 
ished in olive green they 
slip snugly into the steel 
reinforcements at the sides 
of the case. No tools, 
screws or bolts are needed. 
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PACIFIC NORTHWEST NOTES 


Turn of the New Year was like the Turn of the Tide 
of Business in Inventory forms, business and income 
tax records, new diaries, budget books, and records of 
all sorts, at the large Lowman & Hanford store at 912 
Second avenue, Seattle. Perrin Martin, of this leading 
stationery store built up this January an excellent dis- 
play of timely merchandise good for January and Feb- 
ruary sales—with the income tax records, however, 
good for selling into March. A long table in the middle 
of the store was a handy sales help for heaping this 
merchandise that “contacted” business men and served 
as a reminder to all customers of the current need for 
these new forms and records. 

* ~ = 

An excellent year’s business has just been completed 
by F. H. Norby, Seattle manager for the Royal Type- 
writer Company, who found that for his office the first 
eleven months of the year substantially exceeded that 
of the entire year of 1935. This is particularly note- 
worthy since in 1935 there were more Royals sold than 
ever before in the company’s history. And not only has 
the record of achievement been broken by the Seattle 
branch over which Mr. Norby ably presides, but his 
office has also exceeded the company’s general average 
for the first eleven months of 1936. 

~ * « 

The Stationers, Inc., of 926 Pacific and 927 Commerce, 
Tacoma, Wash., have been featuring portables with the 
Dvorak or Standard Keyboards this year—both at the 
same price. New portable machines are being manu- 
factured more and more with the simplified keyboard 
of Dr. August Dvorak of the University of Washington 
—and Puget Sound persons in close touch with the re- 
education of typing fingers along more simplified lines 
have watched with interest the gradual acceptation of 
the keyboards on portable machines. Such keyboards, 
more for personal use, as yet, are expected to spread 
shortly into the business field, inasmuch as with 
a Carnegie grant, stenographic education is being 
furthered at the large co-educational college in Seattle, 
where Dr. Dvorak teaches the new system of typing. 

* * . 

Ever abreast of the times to support its slogan “Every 
Employer’s Problem To-day,” the Kilham Stationery 
organization at 238 S. W. Fifth Ave. and Oak Street, 
Portland, Ore., is now featuring payroll systems for 
social security records in accordance with 1937 opera- 
tions of the recent law. The Kilhams have stocked a 
large quantity of systems with complete aids to help 
employers conform to the federal and state regulations 
by means of modern inexpensive systems. 

” & * 

Beautiful window effects have been recently achieved 
in the quality office supply and office furniture stocks 
handled by James D. Headley, Inc., at 818 Third avenue, 
Seattle. Particularly under illumination have such 
stocks shone in the evening hours, with the displays 
containing a mass of fine suggestions for beautifying 


offices. 
- © +. 


Power and prestige of pictures are better than the 
proverbial thousand words at the de Voss Desk Com- 
pany, 717-721 Third avenue, Seattle. Mr. and Mrs. 
E. A. de Voss, operating this office equipment store, who 
met while both were associated with Lowman & 
Hanford Company of Seattle, have photographed a 
number of the swanky Seattle offices which they have 
equipped recently. These pictures show the value and 
prestige of the de Voss installations of new desks, filing 
equipment and cabinets. The layout of excellent 
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STOW-DAVIS 


fine office furniture 
Designs that authentically portray the dignity and impressiveness of his- 
toric periods. 


Designs that are in harmony with contemporary modern design and archi- 


tectural treatment. 


A complete line of the highest quality, thoroughly meeting the most exacting 


tastes of the discriminating purchaser. 


STOW & DAVIS FURNITURE COMPANY 
GRAND RAPIDS, MICHIGAN 


Our new 96 page catalogue is a Style Book of Fine Offices 
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WOOD FILING CABINETS 


The beauty and charm of 
Stal Bh celele Babbscthatha Eta Rele}aat 
bined with efficient mechan- 
ical features desired in 
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LIBRARY EQUIPMENT 


In every community our 
eT VC ba MB abale Me} sj eles nar babhal-- Bae) 
sell nationally-known Globe- 


Wernicke library equipment. 
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These bookcases offer con- 
venience, efficiency, beauty, 
and economy... available in 
several designs and finishes 
for home and office 
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GLOBE-WERNICKE OFFERS DEALERS 
THIS PROFITABLE LINE OF WOOD 
OFFICE AND LIBRARY EQUIPMENT 





Standard height four drawer 
wood filing cabinet for pri- 
vate or general! office 


Counter height files often 
serve as parhhons for div: 
sions of an office 


This two drawer hie with 
legs can be used beside 
a desk 


The filing cabinets illustrated above are availiable with genuine oak, walnut or 
mahogany finish and are equipped with the exclusive G/W Tri-Guard filing 
principle. 


Wood office equipment made by Globe-Wernicke includes a wide variety of 
products in which efficiency, economy and long life are combined with 
attractive appearance, convenience and useful service. 
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ARDMORE 
BOOKCASE 
Genuine walnut or mahog- 
any finish adjustable 
shelves six popular sizes. 


BEN FRANKLIN 
BOOKCASE 
Open style. solid end con 
struction adjustable shelves 
high quality at alow pnce 


AMBASSADOR 
SECTIONAL BOOKCASE 
Ideal for home, studio or 
othee a fine example o! 

well-made furniture 


Globe-Wernicke products are sold through our dealers and we co-operate with 
them. No other manufacturer offers such a complete line of wood and steel 
office equipment and supplies. White for catalogs, prices, discounts and other 
information about our exclusive franchise 


Globe-Wernicke 


Cincinnati, Ohio 












MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


, : “ 
Service ne . 
Stationers’ Products 


od Equipment for Libraries, Schools and Public Buildings —Filing Supplies, 
Storage and Visible Record Equipment and Steel Shelving 
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photographs of some leading Seattle offices includes 
insurance, financial and business offices in the heart 
of the Seattle business district. 

© * ” 

Promotion has recently been won by Clarence Lund 
berg, on the staff of the Lowman & Hanford store at 
912 Second avenue, Seattle. From this position he has 
recently been promoted to the sales staff of the furni- 
ture department of the stationery organization’s main 
store uptown. Henry Dearborn has been appointed to 
the position formerly held by Mr. Lundberg at the 912 
Second avenue store in the financial district. 

= * > 

Effective early this January Oscar Willman, asso- 
ciated with S. J. Munro, became the sole owner of the 
Book Nook of Walla Walla, Wash. He purchased at this 
time the entire interest of Mr. Munro. Pursuing the 
same merchandising plan, he stated he will soon an- 
nounce a large expansion program for the store, addi- 
tion of numerous departments and increased staff. 
He was in business for himself before becoming asso- 
ciated with the Nook at First and Main streets, at which 
he had charge of the stationery and book departments. 
—CML 

SS 
MARCHANT GIVES XMAS CHECKS TO EMPLOYES 

A Merry Marchant Christmas party held at the Leam- 
ington Hotel in Oakland on the evening of December 23 
was an enjoyable prelude to the distribution on the fol- 
lowing day of $25,000 in Christmas bonuses by the 
Marchant Calculating Machine Company to its em- 
ployes. 

The formal notices accompanying these bonus checks 
were all signed personally by Edgar B. Jessup, president 
and general manager. They read as follows: 

“Our company sends you this message of Christmas 
cheer and happiness for the new year. Also, as a token 
of appreciation for your services, an additional reward 
in the form of the enclosed check. Moreover, next year 
all factory employes will have a week’s vacation with 
pay. Speaking personally, I thank each and every em- 
ploye for the loyalty and help given me during this 
year.” 

Thus was the Christmas season made doubly happy 
for some 800 men and women, and they displayed a 
great spirit of joy and loyalty as their 400 cars pulled 
out of the private Marchant parking lot and serenaded 
the general office on their way home to happier families 
and to a more joyous Yuletide celebration. 

This spirited reception accorded the good news was 
the greatest demonstration ever witnessed at the home 
office and factory of this Oakland concern, which has 
enjoyed a world-wide distribution of its product for 
over twenty-five years. 

Splendid dividends have also been paid to the stock- 
holders, plainly indicating the management’s desire 
to have both owners and workers share alike in the 
benefits of the prosperous year. 

—_——_—__—— 
BOLL VISITS ROYAL HEADQUARTERS 

The Royal Typewriter Company, New York, N. Y., was 
recently honored by a short visit from J. Boll, of Sama- 
rang, Java. Mr. Boll is associated with Jocobson van 
den Burg & Company which, through Firma H. P. J. 
Steelink, represents Royal in provincial territory and 
cities outside of Batavia. 

Mr. Boll was on a holiday trip around the world and 
took advantage of his stop in New York to pay a visit 
to Royal’s home offices and further cement the friendly 
relations which exist between his firm and the Royal 
organization. 
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Announcing Two New 


STURGIS 


POSTURE CHAIRS 
for 
Executives 






FEATURES 
1. All-Upholstered Arms 


8, Spring Back Easily and 
uickly Adjusted as 
to Tension Position 
3. Seat and Back Pads of 
Resilient, Rubberized 
Curled Hair 
4. Aluminum Base 


5. Ball-Bearing 2-Inch 
Casters 


6. Available in Genuine 
Leather or Linen Frieze 
Fabric—Choice of 
Colors 


THE LAST WORD IN COMFORT! 







Spring Back 
Sturgis Posture Chair 










NOTE 
Write For Our 


NEW 
CATALOG 











FEATURES 


1. A Form Fitting Spring 
Back Easily Quick- 
ly Adjusted 

2. A Roomy Seat and 
Comfortable Arm 
Rests 


3. Substantial Base of 
1 %-Inch Tubular Con- 
struction — All Joints 
Welded 

4. Casters 15%-Inch 
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No, 945 
Spring Back 
Sturgis Posture Chair 






Sold Only by Dealers 


Sturgis Posture Chair Co. 
Sturgis, Mich. 


FACTORY WAREHOUSES 


CAL CAMERON R. M. DEVIN 
155 Leonard St. 609 Third Ave. 
NEW YORK CITY SEATTLE 
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WITH 


HRKWELL| 


... assured profits 
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of the finest and 
most complete line 







ua RF1 ai 
List $5.00 


a RFQ ui 
List $4.00 


“RX45" 
List $1.75 


1937 Displays — Leaflets 
FREE to Markwell Dealers 


¢ Inquiries from Select Dealers invited 


MARKWELL MFG. CO,,inc 


200 HUDSON STREET NEW YORK 
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SOUTHERN TRAVELERS CLUB NEWS 
W. J. “Bill” Douglas, vice president of Zac Smith Sta- 
tionery Company, Birmingham, Ala., is the proud 
grandfather of a lovely granddaughter, Virginia Ann 
Douglas, born December 5 to Mr. and Mrs. W. J. Douglas, 
Jr., of Atlanta, Ga. 


7 > J 
Mike Aylwin, representative of the Bates Manu- 
facturing Company, is another member of the club 
receiving congratulations—on the arrival of a son born 
to Mrs. Aylwin on December 18. The baby’s name is 


Dennis Lee. 
. « oe 


J. R. “Dusty” Rhodes, district manager of the Parker 
Pen Company, is convalescing in the Methodist Hos- 
pital, Memphis, Tenn., where he recently underwent an 


operation for appendicitis. 
* > . 


Two members of the club who were recent visitors 
in New York were W. W. Cole, representative of the 
General Pencil Company, and Charles H. Hucke, manu- 
facturers’ representative and secretary and treasurer 
of the club. While Mr. Cole paid a lengthy visit to the 
General Pencil Company’s factory, Mr. Hucke spent two 
days visiting his various manufacturing firms before 
returning to the south. 


* 7 * 

The Roosevelt hotel in New Orleans, La., has been se- 
lected as convention headquarters for the regional 
meeting to be held on March 11 and 12. Registrations 
are already pouring in and the New Orleans Stationers 
are diligently working to make this the-most outstand- 
ing meeting ever held in the district. 

—_——_———_ 
COFFMAN LAUDED FOR EAST-WEST GRID GAME 

Radio sports announcers this year once more heaped 
lavish praise upon W. M. (Bill) Coffman, manager of 
the Pacific Coast district for Underwood Elliott Fisher 


| Company, for his part in again staging the famous 


East-West football game at San Francisco on New 
Year’s Day. 

The great grid contest, which was organized by Mr. 
Coffman several years ago when he represented the 
Elliott Fisher Company in the Bay City, is an annual 
event played by college stars chosen by the various 
coaches from schools east and west of the Mississippi 
River. The game each year attracts as much attention 
in Northern California as does the Rose Bowl game at 
Pasadena during the Tournament of Roses in that city. 
The proceeds go to the Shrine home for crippled chil- 
dren. 

Although Mr. Coffman was assigned to Chicago dur- 
ing the latter part of 1936 he still managed to play a 
prominent part in staging the New Year’s classic this 


year. 
SE 


SMITH AIDS HANDICAPPED CHILDREN 
Charles M. Smith, who operates the C. M. Smith 
Typewriter Exchange, 304 East Keith avenue, Norman, 


| Oklahoma, makes handicapped children his hobby. 


Mrs. Smith, a former principal of the William Jennings 
Bryan school for crippled children in Oklahoma City, 
and now teacher of a special room in the Norman 
schools, shares his interest. 

When Mr. Smith discovers a handicapped child whom 
he thinks can be benefitted by medical attention, he 
does all in his power to see that the child receives 
treatment. 

Mr. Smith is credited with having brought more cases 
of handicapped children to the University of Oklahoma 
Hospital in Oklahoma City than any other one person. 

The case of a nineteen-year-old boy with paralyzed 
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\ wEWS \, MONGOL COLORED PENCIL 
ATIONAL ADVERTISING CAMPAIGN 


To BE EVEN BIGGER IN 1937 








National Magazines 


The “Mongol Colored” standard-bearers 
in the national magazines campaign 
will be The Saturday Evening Post, 
Colliers, and Time Magazine. Their 
total weekly circulation is over SIX 
MILLION! 














_ 





Industrial Magazines 


The “Mongol Colored” standard-bearers in 
the national special industrial magazines 
campaign will be the leading publications 
in industries where the use of colored pen- 
cils is a definite requirement in the daily 
work of those engaged. The circulation 
reached will total over 660,000! 


EBERHARD FABER 


The Oldest Pencil Factory in America. Established 1849 


1937 advertising campaign on 
MONGOL Colored Pencils will 
be even larger than the exceed- 
ingly successful one conducted in 
1936. 


The Saturday Evening Post, 
Collier’s and Time Magazine will 
again be used to increase still 
further the sales of this biggest 
selling line of colored pencils in 
America. 


Another important feature of 
the campaign will be the addition 
to the advertising schedule of 
special national magazines, each 
going to a different class of users 
of colored pencils—a circulation 
of over 660,000 readers who must 
buy and use colored pencils for 
their daily work—artists and de- 
signers, printers, architects. 


As in 1936 the theme of the 
campaign will be to tell still more 
thousands of people all over the 
country to 


“Say MONGOL to Y our Stationer” 
EBERHARD FABER PENCIL CO. 


37 Greenpoint Avenue 
Brooklyn, New York 
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PERMANENCE 


FAR GREATER DURABILITY. SERVICE 
AND BEAUTY -YET LOWER IN PRICE 





The 1937 Steelcase Line reflects in 
greater measure than ever, the satis- 
fying qualities that stand for per- 


manence. 


Built-in style, efficiency and dura- 
bility are all united to make Steel- 
case a leader in modern engineering 
design. Steelcase meets today’s in- 
creasing demands for improved office 
equipment. Enthusiastic dealer re- 


sponse proves this. 


Why not identify your business 
with Steelcase? Let us tell you how 


and why. Address: 


METAL OFFICE FURNITURE COMPANY, GRAND RAPIDS, MICHIGAN 


@ Wear-Proof Linoleum Tops 

@ Smart Stainless Steel Trim 

@ Distinctively Styled Hardware 

@ Silenced Drawer Operation 

@ Light in Weight... Extra Strong 


@ Modern Style and Design 


Business EF quip enr 


[STEELCASE 
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feet, and an avid interest in sports was recently brought 
to public attention through a newspaper article, the 
editor inviting suggestions for suitable vocation for 
the young man. 

Mr. Smith was awarded the five dollar prize offered 
for the best suggestion fitting the case, when he sug- 
gested training for sports broadcasting. Judges said 
the suggestion would be used and the young man’s re- 
maining two and one-half years’ work in high school 


would be directed along that line with added stress on | 


rules and play in all types of sports —EVH 
8 eH - 
HARPER WINS WINDOW DISPLAY PRIZE 
The Harper Typewriter Company, located at 140% 
South Greenleaf avenue, Whittier, Cal. has recently 
been announced as the winner of the first prize in the 
annual window display contest sponsored by the Whit- 











HARPER COMPANY’S PRIZE WINDOW 


tier Chamber of Commerce every year at Christmas 
time. 

L. C. Harper entered for the first time in the annual 
contest for 1935, and was lucky enough to be given an 
honorable mention. He again entered his window in 
the December 1936 competition, and was awarded first 
place. 

The window display was carried out entirely in a 
scheme of red, white, and silver, by the use of red cello- 
phane wreaths against a glistening white background 
and foreground, with accents of silver on the panel, 
the candlesticks, and the ornaments on the wreaths. 
The most important feature of the window was the 
slowly moving turntable in the center, holding a 
portable typewriter. The judges of the contest par- 
ticularly complimented Mr. Harper on the simplicity 
and effectiveness of the window display. 

Mr. Harper opened his business in Whittier just three 
years ago, and has continuously added to the various 
lines handled. He now has Remington, Underwood, 
and Royal portable typewriters, Remington adding 
machines, Speed-O-Print duplicators, and various other 
smaller office accessories, with a complete line of sup- 
plies for all the machines. During the past year a line 
of the most called for items of office stationery has 
been added. 

Mr. Harper was for many years connected with the 
Dalton Adding Machine Company, and later with Rem- 
ington Rand after the merger, and has many years of 
experience behind him. 
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SINCE 185 


THE BEST PEN NAME 


: YY Wt iltt ji 





Secretary Quality 
TYPEWRITER CARBON PAPERS 


and 
TYPEWRITER RIBBONS 


BACKED by a policy which protects the reputable 
dealer from unscrupulous, price cutting competition, 


Supported by a complete merchandising plan as follows: 
Seven piece window display, handbook with Proper Selec- 
tion Chart, envelope stuffer with space for dealer's im- 
print, eraser shields, etc. All of this material is done in 
Spencerian buff and blue colors. 


Graded to meet the requirements of specific as well as 
general office requirements. Accurate classification of 
grades reduces to a minimum the number of weights and 
finishes necessary to a complete stock. 


Economical because its high quality insures long life, 
the Spencerian line limits itself strictly to carbons and 
ribbons of highest quality, which represent real economy 
to the purchaser. 


Spencerian Typewriter Carbons and Typewriter Rib- 
bons offer the progressive dealer a line on which he can 
build a permanent business. Write for the merchandising 
plan and details. 





The distinctive window display, featuring the line of 
typewriter carbon papers and ribbons which were cre- 
ated for exclusive distribution through the retail trade. 


SPENCERIAN PEN COMPANY 


349 Broadway Dept. P New York, N. Y. 
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A Money Maker Pius 


DIFFERENT 
INEXPENSIVE 
MORE EFFICIENT 
LESS SALES RESISTANCE | 
ONE SALE LEADS TO ANOTHER 


A. Money Maker Pius | 


Automatic Vandex Visible Equipment 








Expanding Feature Always Provides 9” Working Space 


Automatic VANDEX enables one clerk to do the work 
of two. Speedier, more compact, more flexible than 
any other visible card system, AUTOMATIC VANDEX 
combines their advantages with those of the fastest 
vertical systems ever known. 


Two to Three Times Faster 


Tremendous 
Capacity e 





Locate the Panel You Want Instantly 
. » » @ touch of the hand, your card is before you. 
Six Automatic-VANDEX units (as illustrated) can carry 
100,000 cards. The operator can reach every card 
quickly, easily. Or the Automatic VANDEX can be 
placed right in the standard, expanding drawer, Filing 
Cabinets of our regular lines. 


Dealers! Write at once for full particulars about 
Automatic-Vandex and the complete AUTOMATIC 
line. . . . The line having exclusive features which 
eliminate competition. 


AUTOMATIC FILE & INDEX COMPANY 


Dept. 771, 629 W. Washington Boulevard, Chicago, Illinois 
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RETAIL BUREAU HONORS BUTTERFIELD 

The Merchants’ Retail Bureau, of Evansville, Ind., 
has announced the standing committees for 1937, and 
Sidney Butterfield, of Smith & Butterfield, office equip- 
ment company at 310 Main street, has been named 
chairman of the legislative committee. F. W. Guthrie, 
of Guthries, Inc., of 17 NW Third street, was named on 
the membership committee. Leo Wittgen, of Smith 
and Butterfield, was named on the farm exhibit com- 
mittee.—WBC 





INTRICATE DISPLAY FEATURES CARTER’S PRODUCTS.— 
This attractive arrangement of Carter's Ink Company Mid- 
night carbon paper, inks and adhesives was built to fit a gen- 
eral display of office supplies in the window of Chandler's 


Inc., Evanston, lil. recently. This is an excellent example of 
a fine use of display material with a nice arrangement of mer- 
chandise. 


——<f>——_ — = 
MARKWELL PRESENTS FRIENDS WITH 
UNIQUE GIFT 
A clever and useful gift, consisting of a neat felt- 
covered box containing two packs of playing cards, was 
received by friends of the Markwell Manufacturing 
Company, New York, N. Y., last month. 
Dressed in silver upon a gray background, the box 


cover bore a striking picture of a streamlined train on 


either side of which was a Markwell stapler. Inside 
the box, which opened in the manner of a drawer, were 
two packs of playing cards, one blue and the other red, 
wrapped in cellophane. The backs of each of the fifty 
two cards in each deck also bore the above-described 
picture as well as the legend: “Markwell—America’s 
Distinctive Staplers,” thus being a constant reminder 
of the giver and of the Markwell Company’s line. 
acieaieatliltaniatas 

BOORUM & PEASE ISSUES NEAT DESK CALENDAR 

A small and neat desk calendar every page of which 
bears the current, past and coming month, has been 
issue by the Boorum & Pease Company, Brooklyn, N. Y. 
The calendar is printed in a pleasing shade of brown 
upon a lighter brown background and is fastened to a 
green cardboard which bears an advertisement of B&P 
products. This, in turn, is equipped with a stand 
which, when opened, holds the calendar in an upright 
position. 

—_—_—__——- 
THIEVES ROB CHURCHILL STORE 

Churchill’s Typewriter Repair and Sales Company, 
202 Camp street, New Orleans, suffered a broken plate 
glass window and the theft of typewriter and small 
articles in January. The window damage was estimated 
at $65.—_CG 
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ILHELM TELL was mighty good. He had con- 
trol. Another time, however, he might have missed . . . for he was 
human. The “apple” of Niagara accuracy is pin-point precision . . . 
accuracy that is AUTOMATICALLY controlled. Automatically each Niagara 
achieves HAIR-LINE REGISTRATION on every job it does. That's important. 
It gives every Niagara dealer a sales arrow to shoot at buyers... an 


arrow that hits the bull's eye of CUSTOMER SATISFACTION every time. 


Over a three year period Niagara Duplicators have established the 
accuracy standards for stencil duplicating ... and this Niagara record 
is not a “one shot” accomplishment. It is a record of consistent year- 
in-year-out superior performance, based upon distinctive Niagara 


construction features. 


NIAGARA DUPLICATOR CO. 


37 Little West 12th Street, New York 


5815 Third Street * San Francisco * U.S.A. ® Cable Address “Niado” 
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Inquire about these Niagara features: Flexible 
Front Automatic Feed . .. Automatically Elevat- 
ing Feed Tray ... Full Ream Feed .. . Selective 
Automatic Inking . . . Nine-inch Printing Range 
Adjuster ... Automatically Releasing and Self- 
aligning Impression Roller . . . Four-speed Elec- 
tric Drive in beautiful modern cabinet, and 
the sensational NIAGARA SLIP-SHEETER that 
can be mounted and dismounted in ten seconds! 
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Bassick 


POSTURE CHAIR CONTROL 


.° IMPROVED MECHANICAL ACTION 





EASIER ADJUSTMENTS 
SCIENTIFICALLY CORRECT DESIGN 





Illustration shows one 
type of No. G-800 series 
Posture Chair Controls 





The Bassick Company now offers a complete These new posture chair controls take their place 
line of posture chair controls incorporating en- along with the remarkable Bassick Flotilt chair con- 
tirely new features of superior construction trol for swivel chairs, as the most important develop- 
and operation. ment in the chair industry in many years. 


These products are of major interest to office furniture dealers because they are 
providing new and outstanding selling features and are creating new business. 


Detailed information and names of manufacturers using Bassick controls will be gladly furnished on request 


THE BASSICK COMPANY ¢ BRIDGEPORT, CONNECTICUT 


The world’s largest manufacturer of casters and floor protection equipment. 
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(Seen and Heard in So. Calif.—continued from page 55) 
trict office of the Esterbrook Steel Pen Manufacturing 
Company, and now salesman emeritus of that organiza- 
tion, with a roving commission. Mr. Hildreth had been 
visiting relatives and friends at San Diego, Pasadena 
and other points, and left for Florida on January 18. Mr. 
Hildreth, who “goeth where he listeth,” is probably the 
most traveled traveling man in the stationery line. 
Just to illustrate, it is of record that during the last 
eight months he has visited no less than a score of 
leading cities, including London, Edinburgh, Paris, New 
York, Philadelphia, Camden, Chicago, Palm Beach, 
Miami, St. Petersburg, New Orleans, San Diego, Pasa- 
dena, Palm Springs, Indio, Palo Alto, San Francisco, 
Oakland and Los Angeles, returning to Miami for a brief 
stay, and after that—he doesn’t know, but it will be 
some place interesting—that we know. Joe’s favorite 
mode of transcontinental travel is the new streamlined 





TWO VETERANS OF THE TRADE.—0On the 

left is Joseph H. Brandimore, formerly of 

Kansas City and now a resident of Glendale, 

Calif., and one of the “old timers” of the sta- 

tionery business. With him is Joe Hildreth, 

snid to be the most traveled traveling man in 
the industry. 


trains capable of the maximum in speed and conveni- 
ence, with the minimum of vibration. 

In the early part of last month it was your reporter’s 
pleasure to lunch with Mr. Hildreth and Joseph H. 
Brandimore, another veteran in the stationery trade, 
formerly of Kansas City, and now residing at 700 Ken- 
neth Road, Glendale, California. The luncheon took 
place at the Hotel Roslyn, Los Angeles, and was a cap- 
ital example of the well known hospitality of Joe Hil- 
dreth. During the meal many reminiscences were ex- 
changed. 

Mr. Brandimore will be eighty years of age on the 
third of the present month. In 1871 he joined the staff 
of the Western News Company at Chicago when the 
company was headed by the late John R. Walsh. Mr. 
Brandimore, then a youth in his early teens, was assist- 
ant to Robert Ansley. He remained with the Western 
News Company for sixteen years, then took a road posi- 
tion for E. Faber, which position he held for eleven 
years. He then secured an interest in the F. P. Burnap 
Stationery & Printing Company at Kansas City, Mo., 
selling out to the present owners twenty-two years later. 
In 1922 Mr. Brandimore came to California, where he 
has resided ever since. 

The career of Mr. Hildreth, from a short experience 
as a cowboy in Montana in 1886 up to his enviable pres- 
ent, has already been reviewed in these pages. The 
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Here’'sa NewSALESMAN 
for You.... 








SILENT- 
Swi T- 


and 
SURE 


And here’s a demon- 








® Demonstrators sell! 
strator that has proved an irresistible salesman 
for Peerless Rubber Typewriter Keys. It 
arouses the interest and enthusiasm of every 
typist—and helps her get the OK of her boss 
for Peerless Keys. 


® This new Peerless selling idea is an actual 
sample of a Peerless Key mounted on a colorful 
card with a real selling message and wrapped in 
Cellophane. It looks swell and it does sell— 
better than anything we've ever seen for type- 
writer keys. 


® Let your store clerks, outside salesmen, and 
repairmen hand this Peerless Key to their 
typist customers. That’s all there is to it— 
and that’s all that’s necessary to get more 
than your share of the new and replacement 
business now ready for you. Write for a sample 
and full details of the Peerless proposition. 


(Peerless 


RUBBER TYPEWRITER KEYS 


Preer.ess Key Co., Inc. 
Manufacturers of the only complete line of rubber keys sold through dealers. 
GENERAL OFFICE & FACTORY 


407 Mulberry St., Newark, N. J. 
NEW YORK: 321 Broadway CHICAGO: 19 So. Wells Street 
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TECHNYGRAPH STYLI 


A superior product at no greater cost 
to the Dealer 
Sold through Distributors 


No. I 
Fine Ball Point 
Each 25c¢ 





No. 2 
Medium Ball Point 
Each 25ce 














No. 3 
Coarse Ball Point 
Each 25c 








No. 314 
Extra Large Ball Point 
Each 25e 





No. 4 
Extra Sharp Point 


Each 25 











E ) No. 6 
So a ee = - Medium Wire Loop 
i saa Each 50c 
No. 7 


Coarse Wire Loop 
Each 50c 


No. 4'5 
Sharp Point 
Each 25c 











No. 5 
Fine Wire Loop 
Each 50c 

















No. 29A 
For Guides *,” and unter 
Each 40c 








No. 29B 
For Guides \4”" and over 
Each 40c 








No. 15 Duplex 
Fine Wire and Fine Ball 
Each 70c 








No. 16 Duplex 
Medium Wire and Me- 


dium Ball. 
Each 70c 


=r 












A complete assortment of WHEEL styli in process 
Manufactured by 
THE 


Manufacturers 


Duplicator Supplies, Techny, Illinois 
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only mystery in Joe’s career is how he has managed to 
remain a bachelor for more than three score years and 
ten. 
Your reporter is indebted to Messrs. Hildreth and 
Brandimore for a thoroughly enjoyable day. 
7 > * 


Carbon and Ribbon Men Meet.—The monthly meet- 
ing of the Southern California Ribbon and Carbon As- 
sociation took place on January 7. Luncheon was 
served in the English Room of the Hotel Clark. In 
attendance were W. E. Sibertson, American Ribbon & 
Carbon Company, president; H. A. Ecclestone, Reming- 
ton Rand Inc., secretary; Robert P. Picord, California 
Carbon Paper Company; W. A. Andre, Mittag & Volger, 
Inc.; A. M. Heck, Columbia Carbon Company, Dayton, 
Ohio; E. W. Billings, Jr., Winn-Billings Company; A. H. 
Miller, Kee-Lox Manufacturing Company, and William 
V. Bohn, Pacific Carbon & Ribbon Manufacturing Com- 
pany. 

Some discussion arose over the fact that in several 
instances San Francisco is getting business that log- 
ically belongs to Los Angeles. Consensus of opinion: 
Something ought to be done about it. 

The probable new N. R. A. was another topic. 

That there is better business in asking better prices 
was the contention of one speaker, who declared better 
prices can be had if they are consistently asked for. 

Another member noted the fact that merchandise in 
the stores is of better quality, and that business shows 
every sign of advance. 

Silk ribbons versus cotton ribbons were compared ver- 
bally; cut-throat competition was mentioned, and the 
Patman act was the subject of remark, the opinion be- 
ing that the act and those allied thereto would result 
in better business. 

* > > 

Anderson Aids Pasadena Rose Tournament.—cC. 
Elmer Anderson, owner of the Anderson Typewriter 
Company, Pasadena, former president of the National 
Association of Typewriter and Office Machine Dealers, 
and for two years president of Pasadena’s annual Rose 
Carnival, was this year (January 1) in charge of the 
float of the Carnival Queen and her court, and was also 
chairman of the Tournament Entries Committee. 
Which goes to show that a good executive is given as 
many jobs as he will take, whether he wants them or 
not. 

In addition to his store at Pasadena, Mr. Anderson 
has a thriving store at Long Beach and another at 
Glendale, the latter having been recently moved from 
Central avenue to 325 North Brand boulevard—a more 
central location. 

. . 7 

Eveready Calendar Men Visit Los Angeles.—J. B. 
Kemp, president of the Eveready Calendar Company, 
and Charles Ramsey of the same company, were 
scheduled to visit Los Angeles the latter part of last 
month. I am informed that Mr. Kemp will spend some 
time at Palm Springs on a well-earned vacation follow- 
ing a strenuous calendar season. 

Mr. Ramsey continued up the Coast with Bert L. Mor- 
ris, calling on their many customers and friends. 

* . 7 

Golden State Travelers’ Activities—The monthly 
meeting of the Golden State Travelers Association met 
and lunched at the Hotel Roslyn, Los Angeles, on Janu- 
ary 7. About thirty members and guests were present. 
One of the visiting guests was Joe Hildreth, who was 
introduced by Harry Homer, Pacific Coast representa- 
tive of the Esterbrook Steel Pen Manufacturing Co. 

The association planned a golf tournament January 
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COLUMBIA LINE COLUMBIA 1DRAWER 


STANDARD GRADE . 


APEX LINE,FFILING CABINETS 2 DRAWER 








COMMERCIAL GRADE For Progressive Dealers who are in- 
COLONIAL LINE terested in a product of estab- 3 DRAWER 
siiiee maine lished quality, variety and . 
° economy, combined 4DRAWER 
ATLAS LINE with unfailing ° 
NON-SUSPENSION service. 5 DRAWER 
a . 


COLUMBIA STEEL EQUIPMENT CO. 


PHILADELPHIA, PA. 
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No. 7284 














No. 7287 No. 7291 





MURPHY MARCHES ON! 


The Same High Quality 
in Brand New Models 


Richly impressive and strikingly modern, the 
new Murphy line of office chairs embodies all 
the desirable qualities of attractiveness, 
utility and durability. Craftsmanship of the 
highest type and outstanding leather values 
are combined in this offering. 


All chairs in the new line are made of pecan 
with walnut lacquer finish, rubbed dull. 
Chairs Nos. 7290 and 7291 are made with a 
No-Sag spring construction in the back and 
spring filled cushion seat. All chairs are up- 
holstered in varied color leathers, either full 
top grain, snuffed top grain or buffalo grade. 
All swivel chairs are equipped with easy- 
rolling casters. 

In displaying the new Murphy line office 
furniture dealers will be offering a complete 
line possessing all the in-built values which 
have made Murphy chairs increasingly pop- 
ular for the past sixty-four years. 


Write for Our 1937 Supplement 


MURPHY CHAIR COMPANY 
INCORPORATED 


OWENSBORO, KENTUCKY 
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21 at the Potrero Golf and Country Club, but the event 
was called off on account of cold weather. 


* * * 


Underwood Managers Win Distinction.—J. A. John- 


son, manager of the Los Angeles territory for the Un- | 
derwood Elliott Fisher Company, reports one of the | 


best quarter’s businesses the company ever had in this 
territory. Mr. Johnson is one of five branch managers 
to win the $75 Reward of Merit check for achieving 
quota for 1936 before Christmas. Messrs. M. Shaver of 
El Paso; L. W. Pickler, Spokane; J. L. Videau, New 
Orleans; and H. K. Ehrsam of Portland, Ore., are the 
other four winners. 

Eleven salesmen made quota for December—Messrs. 
Bailey, Baldwin, Bishop, Bryant, Christianson, Clewell, 
Druin, Farlinger, Camp, Demetrius and Rice. Approx- 
imately a fourth of the salesmen went over quota in all 
divisions, and three All-Star men made quota long 
enough before Christmas to receive additional money. 
These are Messrs. Bryant of Santa Barbara, and Chris- 
tianson and Farlinger of Hollywood. 

* * > 


Coffman Goes East for U. E. F. Convention.—W. M. 
Coffman, San Francisco, Pacific district manager for 
the Underwood Elliott Fisher Company, left on January 
15 for New York City, where he attended a week’s con- 
vention of district managers and company officials. 

Mr. Coffman has for years managed the East-West 
football games sponsored by the Shriners for the 
Shriners’ Children’s Hospital. He is widely known in 
this industry and in others, and his work has been of 
great service to the entire Pacific Coast. 

> . * 


Wisconsin Man Joins B. L. Morris.—Alfred E. Watson, 
who has been selling Rite-Rite pencils in Wisconsin for 
several years and is thoroughly acquainted with the 
product, recently joined the Bert L. Morris Company 
of Los Angeles and will feature Rite-Rites in this ter- 
ritory. 

* * + 

Plans Being Made for District Meetings.—Stationers 
of the Pacific Coast look forward to a series of regional 
meetings, one at the Biltmore hotel, Los Angeles, March 
29 and 30; one at San Francisco on April 1 and 2, and 
a third in conjunction with the Pacific Northwest As- 
sociation about April 5. The Los Angeles meeting will 
include the members of the Southern California Sta- 
tioners Association. 

William E. Clegg, president of The National Stationers 
Association; Charles P. Garvin, general manager and 
secretary, and others of prominence will attend. 


* * * 


A Visitor from El Centro.—L. E. McManus, manager 
of The Office Supply Company, El Centro, Calif., visited 
Los Angeles on business January 18 and 19. 

——_~_——_ 
BUSINESS OPENED AT FOREST CITY 


The N. C. Milliron Company, 3521 Sixth avenue, 
Des Moines, Iowa, has opened a branch at Forest City, 
Iowa, handling all makes of office machines and also 
banking equipment. The new branch occupies the 
Ronberg building. N.C. Milliron, the head of this busi- 
ness, was in charge of the business during the opening 
month, after which E. V. Butters took up the manage- 
ment. 

The Milliron Company covers territory in Southern 
Minnesota and Northern Iowa. We are informed that 
the company plans establishing ten additional branch 
houses covering Western Illinois, Southern Iowa, 
Omaha, Nebr., and other localities in that vicinity. 





NEW ... 
MODERN . . . 
Chr Era, . 





NATURAL-LIGHT PORTABLE DESK MODEL 
a now member of a famous family 


* FARIES new Natural Light Portable embodies the 
same sight saving qualities which have made our 
other Natural Light models so popular. It is a fully 
accredited I-E-S lamp, especially adapted to executive 
and general office use. It can be shifted to any desk 
top position to suit the user's convenience. It sheds a 
strong, pleasing light .. . free from glare and shadow 
. a light having the texture of properly controlled 
daylight. Actual tests by unprejudiced organizations 
show that this lamp reduces errors . . . speeds up pro- 
ductive work . .. and relieves eye-fatigue. 
This model is being featured to business executives, 
in advertising placed in well chosen Rn ee 
business papers and general maga- 
zines. 
sales, place your order now for this 
quick selling lamp. No. 1999, List 
$11.00. 


To make your share of the 





WARRANT 
of QUALITY 





FA R | - MANUFACTURING CO. 


DECATUR, ILLINOIS OA 
Gentlemen, please send particulars about Natural Light and the new 
portable desk model. 


NAME 
ADDRESS 


CIES ot —_ alk eer aidnh 
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The now 


GENCOSCOPE 


1. Specially designed reflector and a special 
type of glass distribute centrally located light 
evenly over entire surface of the GENCO- 
SCOPE. 

2. Does not heat up stencil. 

3. Interchangeable stencil holder adapts the 
GENCOSCOPE to all makes of stencils. 

4. Metal 


position perm 


T-square, once placed, remains in 
itting freedom of both hands. 
5. Drawer for styli. Compartment for light 
cord storage. Control switch at side. Base 
black crackle finish, all top parts nickeled. 


6. at somplete with light and cord, cellu- 
loid writing plate and 2 styli. 
Write for full information today. 


GENERAL DUPLICATOR CORP. 
148 Lafayette St. NEW YORK, N. Y. 


A fitting. companion. for 
THE GENCO 
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SMITH-CORONA CRUISE CONTEST 
A spirited neck-to-neck race between G. A. Foxcroft 
and his brother, A. H. Foxcroft came to an end last 
month with the former the winner in the L. C. Smith 
& Corona Typewriters, Inc., winter cruise contest. 
Although A. H. Foxcroft, manager of the Chicago 


ALFRED H. FOXCROFT G. A. FOXCROFT 





branch, went down in defeat before his brother, who 
is head of the Detroit office, he is still the winner of a 
substantial cash prize, being head of the runners-up. 
Other Smith-Corona branch managers who will also 
receive two tickets for the cruise as well as some cash 





E. H. JONES 


to spend are: E. H. Jones, Milwaukee; R. L. Manning, 
Pittsburgh; L. A. Griffing, Rochester, and P. M. Win- 
ship, Portland, Ore. 

Those managers who are prize winners by virtue of 














R. L. MANNING L. A. GRIF FING 


being runners-up in the three-month contest, are, be- 
sides A. H. Foxcroft, who heads them: J. F. Holt, Dal- 
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RIBBONS 
MADE in U _—s 


CAnnouncing xo" 


THE APPOINTMENT OF 


E. T. WATERS 


WHOLESALE MANAGER 











fain : of 


NEIDICH PROCESS 


DIVISION OF UNDERWOOD ELLIOTT FISHER COMPANY 
MANUFACTURERS OF CARBON PAPERS AND TYPEWRITER RIBBONS 


CABLE ADDRESS 


GENERAL OFFICE 
WORKS BuRLINGTON, N. J. NEIDICH-BURLINGTON 
BURLINGTON, N. J. A.B.C. WESTERN UNION CODES 


Dealers Everywhere: - 


Effective immediately, it is our pleasure 
to announce the appointment of Mr. E. T. Waters to 
be Wholesale Manager with headquarters at the same 
old address in St. Louis from which E. T. has sold 
the "OLD DUTCH LINE" for the past twenty years. 

No line is better known and you will hear 
from E. T. personally concerning new items, improve- 
ments and the developments of the last year in the 
Old Dutch Line. You will be agreeably surprised when 
he gives you the story. If you are not on his 
mailing list drop him a card. 

"Old Dutch" is our exclusive Dealer line, 
cannot be obtained from any other source and your 
protection lies in the exclusiveness of this mark. 

E. T. will be glad to give you full particulars about 
the new developments in this old line. 


—_— —_—— — 


NEIDICH PROCESS 
Division of Underwood Elliott Fisher Co. 


General Manager 


RL E. W. Curtis, Jr. 
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GREATEST SALES PUSH ON WRITING FLUIDS 
AND ADHESIVES ever staged by anybody, anywhere, at any time! 


NATIONAL 
FULL-COLOR ADVERTISING! 


March 6 Saturday Evening Post...April 
3 Saturday Evening Post...March 20 


Aravence notice of one of this year’s 
grandest profit-makers! Not new and 
untried but proven by actual ex- 
perience during which dealer sales 
upped 100 to 1000 percent! Now 
backed by giant radio and magazine 
campaign and enhanced by new fea- 
tures so potent that if you’re not in it you'll wish a 
thousand times you were! Sheaffer’s nationally pop- 
ular Third Annual Boy-and-Girl Plan guarantees that 
you get your share and now ties in with national Skrip 
Scrap-Book Contest—promising to eclipse all profit- 
winners in this field! Get details from Sheaffer Rep- 
resentative or direct-NOW! TODAY! GET STARTED 
on this proven money-maker! W. A. SHEAFFER PEN 
COMPANY, FORT MADISON, IOWA. “The Pen 
Capital of America.” 





SHEAFFER'S 


Leader of the Pen Industry 


SKRIP, SKRIP-GRIP AND PARA-LASTIK 
Now Triples Dealer Sales Opportunity! 


POSSIBLY Miss 
Your Share! 


Liberty...April 16 This Week... Esquire, 


May (Out April 15) 


POWERFUL 
STORE TIE-UPS! 





You Can’t 


PYRAMID YOUR SALES AND PROFITS WITH 
SHEAFFER’S BOY AND GIRL PLAN AND 
NATIONAL SKRIP SCRAP BOOK PLAN 


CLIP AND MAIL TODAY 
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las; W. B. Christian, Oklahoma City; L. A. Platz, Kansas 
City; E. A. Hewitt, Salt Lake City. The consolation 
flight winners were C. J. Harris, Los Angeles; C. D. Fin- 
ney, Cleveland; W. J. Buckland, Cincinnati; T. M. 
O’Brien, Baltimore; G. H. Farrell, Worcester. Special 
December prizes were awarded to H. E. Pogue, Philadel- 
phia; L. L. Allen, Newark; S. G. Garvey, Indianapolis; 
W. C. Brower, Denver, and A. E. Bailey, Buffalo. 

The contest aroused great enthusiasm during the 
final three months of 1936. All products made by the 
company were included. At the beginning of the con- 
test all branches were divided into five groups in four 
of which branches were matched on a quota basis with 
other branches which had comparable sales possibili- 
ties. 

In the fifth group were seven branches each compet- 
ing with every other office in that group. At the end 
of the first month winners of matches were matched 
again for a November contest and the winners of Octo- 
ber and November were matched for December. The 
final winners received the South American cruise 
award. 

These final winners and their wives will meet at the 
home offices of the company at Syracuse, N. Y., on 
February 12, leaving in the afternoon for New York 
where they will embark on the Transylvania of the 
Anchor line, the next day. Cruising for twelve days, 
with visits to Havana, Kingston and Bermuda, the 
group will return to New York on February 25. 

—__>—__—_—. 


NORTHWEST TRAVELERS NOTES 





By A. J. Nordstrom, Correspondent 





Ed. Gurney is confined at the U. S. Veterans Hospital, 
and members of Travelers Club can obtain information 
relative to visiting hours. 

* * * 

The Annual Stationers Party was held at the Lowry 
hotel in St. Paul on Saturday, January 30. Details cov- 
ering this party will be given in the March issue of 
Office Appliances. 

* * + 

The Travelers Club held their semi-annual meeting 
in the afternoon after which they repaired to the 
“Wet Room” guided by the members of the Northwest 
Stationers Club. After a couple of hours of inspiration, 
the “banqueteers” sat down around the festive board 
to listen to the efforts of such sterling orators as Eddie 
Hansen, Arthur Walker, Sterley Jerue, and Arthur 
Grayston. The “toasting” and “roasting” was in good 
hands in the persons of Bill Smith (50 years a toast- 
master) and his capable assistant, Elmer “Torgerson” 
Dolidorf. 

* * * 

E. T. Safford of Superior, Wis., is recuperating at his 
home after spending some time in a hospital, where he 
was confined during an abdominal operation. 

* x * 

Peterson Lithograph and Printing Company of 
Omaha, is putting on an extensive Business Show on 
February 22, 23 and 24. Mr. Ford says this show is to 
compare favorably with the business shows put on in 
the larger centers. The Peterson Company has rented 
the large ballroom of the Paxton hotel in Omaha for 
this event, and has sent invitations to users of office 
and bank supplies and furniture to attend. Among the 
exhibitors will be the following firms: Diebold Safe & 
Lock Company, Do/More Chair Company, Macey Com- 
pany, Victor Safe & Equipment Company, Smead Band- 
less Envelope Company, The F. S. Webster Company, 


SMALL..... 
But How 


Important! 


900 E. 95th St. 





What a satisfaction it is to 


know that every item of 


your Vail line gives perfect 
satisfaction. 


Paper Clips that are made 
right . . . Staples that are 
accurately formed . . . Fas- 
teners that are dependable 
. . . Pins and thumb tacks 
for ready service! 


There’s a very good reason! 


Vail Products come from 
the most modern plant, es- 
pecially equipped to pro- 
duce the finest, by crafts- 
men who for many years 
have delighted in turning 
out quality. 

And VAIL SERVICE is 
comparable to VAIL 


QUALITY. 


100% Dealer Cooperation! 


Vail Products attractively pack- 
aged, Vail Quality, Vail Service 
and help to dealers to aid them 
in making quick sales are all 
part of Vail 100% Dealer Co- 
operation. 


Write for full particulars, 
dealer discounts, etc., at once. 


Address 


VAIL 


MANUFACTURING 
COMPANY 
Chicago, III. 
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"MAIL IT TO VAIL” 








They are so durable, they last 
for years. So beautifully litho- 
graphed in wood finishes or in 
colors, they blend with any 


furniture. So varied in style, 


they add the right touch of | 


decoration and usefulness that 


always makes a sale. And, of 


course, they are priced right 


to move fast! 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


CITY PARK & HAMILTON ST., TOLEDO, OHIO ' 
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Ace Fastener Corporation, National Blank Book Com- 
pany, A. W. Faber Company, Bankers Box Company, 
Bates Manufacturing Co. and the Sanford Ink Com- 
pany. 

* * > 

Clarence Tolve has become quite a photographer, ex- 
hibiting pictures of his “Big Boy” in various poses upon 
the least provocation. 

7 . . 

The “twin fathers,” Dick Perrin of Smead, and Einar 
Carlson, of Pouchers, will likewise reach in their pockets 
without urging, for the pictures of the finest “twins” in 
the world. 

. * . 

Al Thom, formerly with Bertelson Brothers, now with 
the Great Falls Tribune of Great Falls, Montana, was a 
visitor in his old home town, Minneapolis, at Christmas 
time. Al looks fine, though he is giving Larry Good- 
hand of Oxford a run for his money, in the way of put- 
ting on weight. 

Larry Goodhand was a recent visitor to Minneapolis 
after several months absence, and reports that he gets 
his share of the business in his territory. 

* * * 

By the way where is Harry Short keeping himself 
these days? The genial “little Giant” is not seen 
around, so report of the Club “G” men state. 

+ . « 
seen 
Karl 


“Everready” Ramsey likewise has not been 
around his usual haunts as often as heretofore. 


| Kiesel, the “Sage of Madison,” has been among the miss- 





THE THREE MUSKETEERS.—So 

named are these northwest travel- 

ers, (L. to R.) Gene Mitchell, Bob 
Valleau and Fred Schaefer. 


ing but probably has gone in hiding since he “bested” 
Ruddy Johnson, the Omaha Cowboy, during the recent 
football season. Ben Bayer, Dennisonite, of Omaha 
was a Sioux City visitor in January, and is quite a stock 
taker according to Art Bergstrom of Perkins Brothers. 
* * > 

Ray Hammond, of National Blank Book, was on the 
sick list, for a while in December and January, but is 
back on the job again. 


> * * 


Frank Godwin, Carterite, is in training for the 
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Looking for a sales-success in a desk lamp? 

Here it is—a proven success! In less than two months 
hundreds of dealers everywhere ordered—and at once 
reordered. Country-wide acceptance almost overnight! 
White Knight already has taken leadership in the office 
lamp field. 

Why? Because White Knight has exclusive selling 
features. It is the only desk lamp with a Celestialite 


luminaire—and only Celestialite provides a white, glare- 
less light that’s filtered through triple glass. 


FROM THE BASE WHITE KNIGHT DELIVERS 10 FOOT-CANDLES 


The WHITE KNIGHT 
Celestialite Luminaire 
(shown in dotted lines) 
increases salability.be- 
cause it diffuses soft. 
white light and elimi- 


nates eye strain 


OF GLARELESS LIGHT 


KNIGHT 


White Knight has real, definite talking points. White 
Knight prevents eye strain. White Knight delivers the 
proper quantity and quality of light. White Knight is 
good looking—conservatively modern. 

If ever there was a sure-fire profit-maker in lamps, it’s 
White Knight! Send the coupon for information on our 
merchandising program. 








MODEL 34 (illustrated) finished in Gunmetal 
and Silver or Statuary Bronze and Silver 
—retail list $13.50. oTHER MoDELS, $16.50 


GREIST MANUFACTURING COMPANY, New Haven, Conn. 





FREE! Send this coupon 


NAME 


for details of 





ADDRESS 


Free Merchandising Helps 


[— Check here for a sample White Knight 
at regular trade discounts. 





Signed 
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National Business Show 


America’s Efficiency Exposition 


Stevens Hotel Exhibition Hall 
March 22nd to 27th inclusive 





For progressive business 
people in the Great 
Central Market seeking, 
better ways to meet 


better business. 


NATIONAL BUSINESS SHOW COMPANY, INC. 


417 South Dearborn Street, Chicago 
50 Church Street, New York 
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Annual Stationers Party to be held in St. Paul, January | 
30. 
* » x 
Received a Christmas card from Fred Fenne, from 
way down in Dallas, Texas, and he wants all of his old 
friends amongst the travelers and dealers to be remem- 
bered to him. Same to you, Fred, and many of them. 
* ” * 
William C. Clegg, president of The National Stationers 
sent out a very beautiful Christmas card to members 
of The National Stationers Association. 


: siemens 
KLEIN AND McGINTY WIN Y AND E WATCHES 
Roy Klein and Ben F. McGinty, district managers 
for the Yawman and Erbe Manufacturing Company in 
the Southwest and Gulf States respectively have been 
proudly sporting new gold watches since the first of the 
year. These bright new timepieces show that they 








rhe Y¥ and E | 
*in 

have won the highest award given by the company’s | 
honor sales organization—‘the One Hundred Per Cent 
Plus Club,” and it is with justifiable pride that they 
point to the club’s monogram engraved on the back. 
In order to qualify for membership in this club it is 
necessary that the salesman sell one hundred per cent, 








ROY KLEIN 


BEN F. MeGINTY 


or more, of his authorized “Y and E” quota for a period | 
of any four consecutive months. When he has success- | 
fully completed these four quota periods, he is awarded | 
the plain pin of the club. The next highest award is a 
diamond pin which is received upon completion of five 
new quota periods. Each time the salesman seeks a 
higher award, he must begin over again as his former 
quota periods are of no avail. The salesman who has 
won both his plain and diamond pin is then in line to 
work for the club’s highest award—a gold watch. To 
obtain this prize he must successfully complete his 
quota requirements for nine new months taken in suc- 
cession. Should he fail to make quota for any month 
during a quota period of four, five or nine months, he | 
loses all credit for the successful months and must begin | 
over again. 








The Price of a 
BATES STAPLER 


ds #500 


not *G00 


Here’s a selling point that it will pay you 
to remember and to use. Be sure to quote 
the price of a Bates Stapler as $5.00. 

Every Bates Stapler is shipped and sold 
with a supply of 5000 staples, the price of 
the staples is $1.00. The price complete, 
loaded, is $6.00. It is never sold unloaded. 

Don’t handicap yourself by letting your 
customers think that the Bates Stapler costs 
more than a five dollar bill. 

The sale of Bates Staplers is increasing 
by leaps and bounds. The advantages of this 
unique stapler that makes its own staples 
—5000 in one loading—have established 
Bates as the most practical and economical 
stapler on the market. 


THE BATES MFG. CO., Orange, N. J. 
New York Office, 30 Vesey Street 


Bates Numbering Machines, Bates Indexes, Bates Eyeleters, 
Mun-Kee Stamp Pads, Bates List Finders, 
Bates File Fasteners, etc. 
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MAJESTIC No. 870 


Customed by MAJESTIC | 


You recognize that immediately. The charm, 
dignity, richness and luxury of this number 
are all due to the subtle touches of MAJESTIC 
craftsmen. Words fail to tell the story your eye 
catches at first glance. It’s in good taste. 


Deep seated, superbly finished, neatly ap- 
pointed, carefully customed with fine leathers 
this number has real sales appeal. It’s a head- 
liner. 


It’s profitable to be a MAJESTIC dealer. The 
franchise is open to a limited number of 
reputable merchants. 


Write for our latest catalog on your letterhead. 


MAJESTIC LOUNGE COMPANY, Inc., 
BRIDGEPORT, CONN. 


NEW YORK OFFICE AND SHOWROOM 
192 LEXINGTON AVE. 
CHICAGO SHOWROOM 
MERCHANDISE MART 


The new MAJESTIC Catalog is ready. Send for your copy 
today. 


TESS ae 
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RUFF OPENS BUSINESS AT COLUMBUS 


Thomas W. Ruff & Company, Columbus, Ohio, opened 
a new commercial furniture store at the turn of the 
year at 21 North Fourth street. Mr. Ruff has been 





THOMAS W. RUFF 


active in the Columbus field eighteen years, and de- 
votes two floors to the display of office furniture in his 
new establishment. A refinishing department is con 
ducted, and facilities on planning office layouts are 





THE STORE OF THOMAS W. RUFF & COMPANY AT 
COLUMBUS. 


available to the business men of Columbus and vicinity. 

The Company has become distributor for the Metal 
Office Furniture Company, Grand Rapids, Mich., and 
The B. L. Marble Chair Company, Bedford, Ohio, in- 
cluding the posture chair line. 


> 
R. L. BRYAN COMPANY ROBBED 


January 4 the R. L. Bryan Company, Columbia, S. C., 
was robbed of a quantity of pens and mechanical pen- 
cils and two brief cases. The total number of items 
taken was 183; the value represented was nearly $800. 
The Chief of Police of Columbia in an itemized state- 
ment sent out in Mimeograph requests police elsewhere 
to note any persons in possession of such items, and to 
check all pawnshops, and to notify him collect if any 
information is picked up. 

Parker desk pens with tapers, pen and pencil sets, 
and pens, Waterman desk pens, pen and pencil sets, 
and pens, Sheafer pen and pencil sets and desk pens, 
Wahl pen and pencil sets and pens, Oxford pen and 
pencil sets and pens, and Conklin pen and pencil sets 
and pens, were stolen. The brief cases were sixteen- 
inch models, one black, one brown, with four pockets 
and straps all around. 

The R. L. Bryan Company deals in books, stationery, 
printing, binding, office furniture and office special- 
ties —JW 
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for selling features 





Another experienced buyer selects INVINCIBLE equipment 
A large Ohio concern was in the market for 200 four-drawer files. 
f . Naturally, such a large user was experienced in selecting filing equip- 
ment—and knew the importance of looking “under the paint” for 
construction features. The result of their investigation was the pur- 


. chase of 200 INVINCIBLE “B Label” files. 
INVINCIBLE dealers have a sound, convincing sales approach for 
every type of buyer, large or small. The more experienced the 


buyer, the more quickly will he appreciate the quality “under the 
paint” in INVINCIBLE equipment. 


Our latest catalog tells why 


This is not the ordinary catalog but a sales manual that makes a most 
convincing presentation of INVINCIBLE “under the paint” fea- 
tures. Send for it. You'll find it a real help in closing sales. 


“GO AHEAD WITH INVINCIBLE” 
INVINCIBLE METAL FURNITURE CO. 


Factory and Executive Offices, Manitowoc, Wis. 
NEW YORK CHICAGO LOS ANGELES 





\h ain 
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Route MES 
THIS FLOOD OF NEW BUSINESS  S@gemereeme 


Through YOUR doors! ae 









With business-method modernization riding to a new 
crest in the greatest upswing in years, yesterday’s hit- 
or-miss methods of record-keeping are as obsolete as 
yesterday's calendar. Business is demanding the time- 
and money-saving features of Acme Visible Records, 
which cut the cost of record-keeping in half. 


This company has been a most important factor in 






Acme Card Books 
in many styles, 
sizes, and capacities 


creating this trend over the last 20 years. 















That’s the reason why over 90,000 business concerns 
have adopted Acme Visible Record Equipment. 90,000 
more are now ready for it! 

Part of this flood of new business will come from your 
present customers and prospects. Route it through 
your doors and make a worthwhile increase in your 
profits. 


Why You Can Make More 
Money with Acme Products 


Acme is the most complete visible line. There is an 
Acme product for every visible requirement. 


et Dies 


Vell veantbetabtdna bestelf 


Acme Listing 
Equipment pro 
vides for a few hun 
dred or many thou 
sands of one of 
two-line listings 


— 


Complete concentration for 20 years on nothing but 
Visible Record Equipment. 


Acme has originated most of the worthwhile improve- 
, . , “y* p ¢ , 

ments in Visible Record Equipment a 
must keep adequate social security records.” 
Acme social security units are available for any 
number of employees. The unit illustrated is 
No. 200-A. List price complete, including personnel 
and summary sheets, $4.25. Write for prices and 
circular on other units 


Over 90,000 Acme users are making and saving money 
with Acme Visible Record Equipment. 


Every business is a ‘‘visible’’ prospect, regardless of 
its size, and will continue to be until it adopts Acme 
Visible Equipment. 


Let ACME Direct the Flood of this 
New Business YOUR Way!!! 





We invite you to inquire about an Acme 
Agency in your city. 


ACME CARD SYSTEM CO. 


WORLD'S LARGEST EXCLUSIVE MANUFACTURER OF VISIBLE RECORD EQUIPMENT 
8 SOUTH MICHIGAN AVE., CHICAGO, U.S.A. 
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PASSED AWAY 








THOMAS V. BELL 
New Year’s Eve marked the passing of Thomas Vin- 
cent Bell, president and general manager of the Mont- 
real firm bearing his name. 
Through his whole life Mr. Bell actively participated 
in printing and stationery trade association work. He 
died in the harness—president of the Stationers’ Asso- 





THE LATE THOMAS V. 
BELL 


ciation of Montreal, vice-president of the Stationers’ 
Guild of Canada, vice-president of the Employing 
Printers’ Association of Montreal, and member of the 
joint committee administering the printing trades 
under the Provincial Collective Labor Agreements’ Ex- 
tension Act. He was once regional governor of the 
Canadian District of The National Stationers Associa- 
tion. 

A public spirited citizen, generous philanthropist, 
—a leader in the charitable activities of the Kiwanis 
Club of Montreal—Mr. Bell has left friends the country 
over to mourn his passing. 

CHARLES R. FOX 

Charles R. Fox, former branch manager of the New 
York City territory of the Dictaphone Sales Corpora- 
tion, died suddenly from a heart attack at his home in 
Forest Hills, Long Island, on January 3. 

Mr. Fox joined the Dictaphone organization in June, 
1917, as a salesman in the New York branch. As a re- 
sult of his marked sales ability he was made New York 
branch manager in October, 1919, a position he held for 
sixteen years until he retired from active business in 
January, 1936. He was a consistent producer and con- 
tributed in many ways to the development of Dicta- 
phone business as a whole. 

Mr. Fox was well known throughout the office equip- 
ment industry and numbered among his friends promi- 
nent executives in all lines of business. His passing will 
be a shock to all who had the pleasure of knowing him. 

J. H. GAAR 

James H. Gaar, district manager for the Woodstock 
Typewriter Company, covering the territory of Iowa 
and Missouri, died recently at St. Joseph’s hospital, 
Kansas City, Mo., following an attack of pneumonia. 
He was forty-three years of age. 

Mr. Gaar’s illness is believed to have been brought on 
by a fall he suffered in his home at 145 West Sixty- 
first street terrace, Kansas City. 

Mr. Gaar was a World War veteran and started in the 
typewriter business with the Oliver Typewriter Com- 


Everyone 


Can bind his own papers—Inventory 
Sheets, duplicate invoices and orders, 
sales slips, or any papers necessary 
to be preserved for future reference, 
at trivial cost and in as neat vol- 
umes as the one pictured below 





Storage Binders 


and Backs 


A stock size binder for almost every 

size sheet and special sizes at sur- 

prisingly low cost. Ask for prices 
and full information. 


aN 


Cjhe Wabash Cabinet Co. 


Wabash~iIndiana. 











The Wabash Cabinet Co., Wabash, Ind. 
Please send us full information about your WABACO STORAGE 


BINDERS, including PRICE LIST and DISCOUNTS. 


Name 





Address 
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Sant-Phone 
an antiseptic, cleanser and deodorant 
for office telephones. 


MNL- PHONE 
aga 


an 3 
ANVigerric wr 


c 





No. 84—6 Oz. Also in 
Pints, Quarts, Gallons. 


Office Phones are constantly exposed to cold germs 
and often have objectionable odors. Good health 
and good taste demand that they be kept clean. 


You and your salesmen will find Sani-Phone to be a 
profit maker and a builder of good will. Your cus- 
tomers will appreciate the idea behind it. 


Many firms will adopt the 50c 6 oz. bottle for each 
department and a gallon refill. 


Sani-Phone is offered to the stationery trade for their 
exclusive distribution by Sanford. 


Write for prices and circulars. 


Sanford Manufacturing Co. 


Congress & Peoria Sts. Chicago, Illinois 
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pany. He spent several years with the L. C. Smith 
Typewriter Company at Topeka, Kan., Joplin, Mo., and 
St. Joseph, Mo. Since the war he had been connected 
with the Woodstock Typewriter Company with the ex 
ception of a few years he spent as district manager for 


| the Victor Adding Machine Company. He was also 


associated as a partner with the Gaar Brothers Type- 
writer Company, Des Moines, Iowa. 
He is survived by his widow, Marie; his parents, Rev. 


| and Mrs. J. E. Gaar, Des Moines; three brothers, R. O. 


Gaar, St. Louis; H. B. Gaar, Louisville, and Keith W. 
Gaar, Des Moines, and two sisters, Mrs. Frank Bodtke, 
Des Moines, and Mrs. Arthur Johnson, Davenport, Iowa. 
i oe of 
H. H. BATCHELLER 

H. H. Batcheller, for many years prominent in the 
office equipment field before entering the automobile 
industry, died December 18 in the Ford Hospital, De- 
troit, Mich., following a major operation performed 
upon him. He was sixty-six years of age. 

Born on May 2, 1870 at Brooklyn, N. Y., Mr. Batch- 
eller received his education in the eastern schools. At 
a comparatively early age he entered the office equip- 
ment field, taking a job with the American Multigraph 
Sales Company, Minneapolis, Minn. He won early pro- 
motion with that organization, and from 1909 to 1913 
was division manager for the company. 

In 1914 Mr. Batcheller entered the automotive in- 
dustry and from that year to 1918 was sales manager 
for the Overland Motor Sales Company in Chicago. It 
was during the latter year that he won considerable 
recognition in the field when he took an Elgin car to 
South America on a demonstration tour showing the 
automobile on the more prominent speedways of the 
major cities. 

Returning to Detroit, Mr. Batcheller became sales 
promotion manager of the Cadillac Motor Sales Com- 
pany and later entered and completed a course of 
business administration at Harvard University. In 
1928 he was appointed Chicago manager of the Chev- 
rolet training school and later he became regional 
sales promotion manager of Chevrolet in St. Louis, re- 
turning to Detroit in 1931 to take charge of Detroit 
Motor City Accessories. 

Mr. Batcheller is survived by his widow, Mrs. Merle 
H. Batcheller, and a son, Donald G. Batcheller. 
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LOU SILVERMAN 

Lou Silverman, who for many years worked the New 
York district for David Kahn, Inc., died January 11 fol- 
lowing a short illness brought about by an attack of 
pneumonia. The funeral was held from the Park West 
Memorial Chapel, 115 West Seventy-ninth street, 
New York, on January 13, officiated over by the Sta- 
tioners Square Club of which Mr. Silverman was a 
member. 

GUY FULTON 

Guy Fulton, who formerly operated the Fulton Office 
Furniture Company in Indianapolis, died late last 
month at his home at 825 Five Oaks Avenue, Dayton, 
Ohio. 

Prior to opening his own business in Indianapolis, 
several years ago Mr. Fulton possessed an enviable rec- 
ord in the office equipment and furniture field. For 
twelve years he was sales representative of The Globe- 
Wernicke Co., a connection which he terminated to 


| open the Fulton Office Furniture Company which he 


maintained for fifteen years before accepting the ap- 
pointment of director of sales in the United States and 
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Rubber Office Type 


With a groove in the rubber, and a rib in the holder, 
this new type slides into a perfect set-up swiftly, easily, 
and accurately. 

To prevent the type line from sliding out of the holder, 
a “‘spacer”’ is set upside down at each end. 

With Swiftset, no letter can be accidentally inverted 
while setting; the printing surface is always evenly 
aligned; the type line can be centered easily and accurate- 
ly; and changes can be made without distorting adjacent 
letters. 

A handy type case, with alphabetical compartments for 
sorting and storing type, is incorporated as a part of each 
outfit. 

Every office is a prospect for this new type, to substi- 
tute for the rubber stamp needed immediately; to set up 
messages for temporary use; to imprint literature; to 
make corrections, delete phrases, or add words to printed 
literature, labels, letterheads, or business cards; and to 
mark stock cards, shipping tags, tickets, postal cards, 
envelopes, price tags, bulletins, sketches, office forms, 
and sales tags. 
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Eight outfits are available, varying in fonts 
and type faces, and retailing from $2.25 to 
$3.75 for the complete equipment. 


Fill in coupon below for sample and lit- 
erature. 


The Superior Type Co. 
3940 Ravenswood Ave. 
Chicago, Illinois 


Please send on approval, a sample Swiftset Outfit, along 
with complete information, prices and discounts. 


Name... 
Name of Firm 


Address. 
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COMPARABLE 


The high-speed, stream-lined Diesel trains, 
the record-breaking “Queen Mary” and the 
amazing Pacific “Clipper’’ ships, have brought 
a new prosperity to the transportation industries. 


A new prosperity for all typewriter dealers 
has been achieved through the outstanding 
royetigteltiiles stm te MB cclotd <-litele Mets t-ietelel-MBa-yelel-)a-Te 
by the Regal Typewriter Company. 


Sales of the REGAL Precision Rebuilt ROYAL 
have never depended upon chance. REGAL 
oth A=) Mele tM deshi-te Wie) mlel-Mel-led(-)aloMel-peslersle Be slere ts 
ern merchandising methods, but has led the 
field in supplying them. That is why 1936 was 
REGAL’S greatest year and the greatest profit 
year for REGAL DEALERS. 


Arba lel-y ae Coh dotelol-lo Mb ecl-jaedelotelott-stele mh ele) blot (-1 Moto 
sure higher records for REGAL DEALERS in 1937. 


What dealers will accomplish in 1937 will 
depend wholly upon turn-over—turn-over will 
(Jol -belo MM bolossMMecselilerheleiitsle MM} (ole) Mba -leahtta-yeel-y elt 
far in advance, plus “bell-hop”’ delivery. 


indies, Sen 
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GENERAL MANAGER 
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REGAL TYPEWRITER COMPANY 


Incorporated 


75 Varick Street New York, N. Y. 
Cable: REGALTYPE 
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Canada for the Correct Posture Chair Division of the 
Biltwell Chair and Furniture Company of Denton, N. C. 

From 1925 to 1931 Mr. Fulton was active in the distri- 
bution of metal posture chairs and possessed a thor- 
ough understanding of the presentation of these ar- 
ticles. Through his efforts, it is said, the concern he 
represented secured many noteworthy results in the 
form of actual increases in production and reduction 
of cost through the selection of posture seating. 

Following funeral services at Dayton, the body was 
shipped to Cincinnati for cremation. 

Mr. Fulton is survived by his widow, Alice; two 
brothers, George L. of Dayton, and J. H. Fulton of Chi- 
cago. 

mH hk & 
E. E. SPENCER 

Earl Elwen Spencer, president of the Stromberg 
Electric Company, Chicago, died in a Pasadena, Calif., 
hospital January 19, from injuries suffered on an air- 
plane crash near Los Angeles. He was forty-seven years 
of age. 

Mr. Spencer was one of four persons who lost their 
lives when a Western Air Express airliner, with thirteen 
persons aboard, became lost and crashed within a 
few miles of its terminal at Burbank on January 12. 

Mr. Spencer lived at 20 Cedar drive with his wife, the 
former Marion Pratt Richards, of Evanston, Ill., and 
their children, Mary Elizabeth and Barbara Louise. 
According to Mrs. Spencer her husband was enroute 
to the Los Angeles office of his company with an asso- 
ciate, Herbert Huise, of LaSalle, Ill., who escaped with 
slight injuries. 

Well known to business interests throughout the 
country Mr. Spencer was president of the Stromberg 
Electric Company and the Stromberg Time Recorder 
Company of Canada since 1925. He was a member of 
the Chicago Athletic club, The Tavern, and the Exmoor 
Country club. 

Funeral services were held on Saturday, January 23, 
at the Rosehill chapel with burial at Rosehill. 
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D. W. PARKER 

Deane W. Parker, late manager at Toledo for the 
Crown Ribbon & Carbon Company, passed away Jan- 
uary 6, following an operation for appendicitis. Mr. 
Parker was fifty-five years old, and had been asso- 
ciated with the Crown Ribbon & Carbon Manufacturing 
Company twenty-five years. He went from Findlay, 
Ohio, to Toledo thirty-two years ago. He was a thirty- 
second degree Mason, a member of the Toledo Chamber 
of Commerce and the Epworth M. E. Church. 

Surviving Mr. Parker are his widow, Lyda; one son, 
Vance R., two daughters, Mrs. John Kruse; Mrs. B. Car- 
rington Grant, all of Toledo—Vance J. and Percy P. 
Parker, both of Findlay; two sisters—Mrs. Harry Smith, 
of Findlay and Mrs. Fred Schafer, Akron. 
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JOHN M. LAMBERT 

John M. Lambert, who was said to be the first manu- 
facturer to take up the production of the Underwood 
typewriter, passed away at his home, Newark, N. J., 
January 8. He was a native of England, and educated 
in that country. He completed his studies at the 
Franklin Institute. In late 1890 he organized the John 
M. Lambert Company to manufacture typewriters. He 
became a member of the Underwood Typewriter Com- 
pany in 1900. Later the plant was moved to Bayonne, 
N. J., and Mr. Lambert had charge of production many 
years. When the Underwood plant was moved to Hart- 
ford, Mr. Lambert resigned, and bought a controlling 
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Sell MEILINK 


Record Protection 


Due to the greater de- 
mands by the govern- 
ment for records, every 


Meilink business has an increas- 


Fire-Resistive Chest 


be 


Meilink portunity presented it- 


Safe Drawer 





ing need for more equip- 
ment to protect these 


records. 


At no other time in our 
history has such an op- 





self to the live dealer to 


reap a harvest of sub- 


stantial profits. All you 
need is the Meilink line 
of fire-resistive equip- 
ment and the ambition. 


Meilink 
Small Safe 


Let us tell you more 
about the Meilink Rec- 
ord Protection Equip- 
ment and how you can 
supply your clients with 
the type of equipment 
that will fulfill theirevery 





Meilink ‘ “d 
Double Door Safe need. 


Sell Meilink 
Proven Protection 


Fire-resistive Products for Every 
Business Office and Home Use. Pro- 
vides “‘Better Protection’’—35 years 
Protection Service. Modern Systems 
of Cash Protection. 


WRITE OR WIRE 


MEILINK STEEL SAFE COMPANY 
TOLEDO, OHIO 
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The ALL PURPOSE 


Line 


Typewriter Carbon 





Our National ALL PURPOSE LINE of Type- 
writer Carbon Paper, with its minimum number 
of grades, is being favorably received through- 
out the trade. 


There is an increasing demand for better 
typing and more legible and permanent car- 
bon copies. This can be accomplished with- 
out extra cost to the user if proper analysis 
is made of the requirement. 


Our ALL PURPOSE LINE is classified in its 
application to requirements for both Standard 
and Noiseless Typewriters. This simplifies the 
problem of selection, resulting in the elimina- 
tion of guess work in obtaining better typing. 


Our SUPREME BRAND Typewriter Ribbon, 
noted for excellence in producing better typ- 
ing, supplements our ALL PURPOSE LINE. 


On account of our many years of experi- 
ence, we can be of service to dealers and 
should like to cooperate with them in extend- 
ing their business on the sale of Carbon Paper 


and Ribbons. 
Write us for further details. 


The 


Buckeye 
Ribbon & Carbon Co. 


1458-68 E. 55th St. Cleveland, Ohio 
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interest on the Composite Typebar Company, Newark. 
He was later connected with the Worthington Pump 
Company, Harrison, N. J., and the Ellis Adding Type- 
writer Company, Newark. 

Mr. Lambert passed away at the age of seventy-eight. 
He was a life member of Bayonne Lodge, F. & A. M., and 
one of the founders and first vestryman of St. Andrew’s 
Church, Yonkers, N. Y. 

He is survived by his widow, Mrs. Dora Maxwell Lam- 
bert and two sons—Stanley Maxwell Lambert, Ridge- 
wood, and John Henry Lambert, Newark. 
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0. D. FIELDING 


O. D. Fielding, for thirty-five years a sales repre- 
sentative of the National Blank Book Company in the 
northwest, died Christmas day at his residence, 343 
North Gardner street, Los Angeles. 

Mr. Fielding’s activities on behalf of the National 
Blank Book Company ended when he retired in 1929 





THE LATE 
0. D. FIELDING 


and established a home in southern California. During 
his long period of service, Mr. Fielding was a most suc- 
cessful representative of the National line and he was 
happy in building many loyal friendships through his 
unusually fine personality and gentlemanly manner. 
Indicative of the esteem in which he was held by 
his friends and customers throughout the country was 
a letter once received by officials of the National Blank 
Book Company which said: “O. D. Fielding is one of 
the finest gentlemen calling on us. He is absolutely 
one hundred per cent.” 
Mr. Fielding is survived by his widow. 


Y 


i le 
MRS. L. I. REPLOGLE 


Stricken with a minor illness which developed into 
pneumonia while she was on a vacation in Mexico City, 
Mexico, Mrs. Luther I. Replogle, wife of the president 
of Replogle Globes, Inc., Chicago, died at the American 
hospital on January 14. 

Mrs. Replogle left Chicago for her trip to Mexico on 
December 29, accompanied by her cousin, following out 
an annual custom which she had established of enjoy- 
ing the winter months in a southern climate. 

Besides her husband, Mrs. Replogle is survived by a 
daughter, Elizabeth. 

The funeral services were held from the home of a 
sister, Mrs. W. B. Tobias, at Peoria, Ill., on January 21, 
with burial following in the same city. 


i oh 
C. H. DICKERMAN 


An apparent victim of a heart attack, Charles H. 
Dickerman, Philadelphia representative of the Inter- 
national Business Machines Corporation, was found 
dead in his room at the Philadelphia Country Club on 
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N. B. You of course know that Columbus is the companion 
product to A. W. Faber’s famous “Castell” Drawing Pencil. 





if you want Repeat sales 
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Columbus 


is the 5° pencil line for you 


HEN you sell a customer 

Columbus Pencils it is 
just the beginning of a whole 
series of Columbus sales. For 
that Customer will most cer- 
tainly come back for more 
Columbus Pencils. 
If this sounds like an over- 
statement, consider that 
Columbus at 5c is the equal 


and prices. 


of any 10c pencil on the market 
—that it is made with famous 
A. W. Faber lead and encased 
in finest Cedar wood. Con- 
sider also that Columbus— 
without high pressure promo- 
tion and purely because of 
writing superiority—has made 
thousands of friends through- 
out the country. 


Today—urite for details of a Columbus protected 
dealership in your territory. Also for samples 


A.W. FABER, INC. + NEWARE, N. J. 











it’s New AUTOMATIC 


MODEL AA 


...a Simplified Automatic Duplicator 


The automatic feed is foolproof! The appear- 
ance is that of a machine costing twice as much! 





In simplicity, no other machine, regardless of 
price, is so easy to operate, to adjust, to keep 
in order. Yet in speed, beauty, uniform print- 
ing and durability, this new Automatic Roto- 
speed can only be compared with the most ex- 
pensive duplicators. With it, an inexperienced 
operator can print at the rate of 50 to 75 copies 
per minute and still obtain perfect registration! 


Model “AA” with Automatic Feed and $7 950 


CRE ES eee 





Here is a model that will really “clean up” 
for you because it answers precisely the needs 
of that vast market that wants an efficient, auto- 
matic duplicator at well under $100! Write for 
all the facts! 


Model “AA” with Automatic Feed and $ 50 
Closed Cylinder 82 


The ROTOSPEED CO., 





51 WILKINSON ST. 
... DAYTON, OHIO 
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DESK 
SIZE 


Size 1434’ x 83,4". 
Weekly, two- 
weekly or Semi- 
monthly and 
Monthly forms 
Sameasin 
Pocket Size ex- 
cept for Two 
binding styles; 
Black Cloth 
sides with red 
leather corners 
and back, title 
stamped on 
cover; and full 
Black Cloth 
with title blind 
stampedon 
cover. 
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sit) SOCIAL SECURITY 
TIME BOOKS 


POCKET 
SIZE 


Weekly, two-weekly or 
Semi-monthly and 
Monthly forms, run 
across 2 pages. Page 
size 634” x 6’. Three 
binding styles. Tan 
Fabrihide, stiff cover; 
Sheep Leatherette, 
flexible; and grey imi- 
tation Pressboard, flex- 


ible. 


SOCIAL SECURITY 





FOR THE EMPLOYEE 





Personal 
SOCIAL SECURITY 
RECORD 


Combination record & 
memo book. Size 5” x 3”. 
48 Ilvs. Tenlvys. of 
printed forms run across 
2 pages, with spaces for 
information on earn- 
ings, deductions, etc. 


Two styles binding: Gen- 


uine Leather and Fabri- 
hide. 
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3 New 


SOCIAL SECURITY RECORDS 


SOCIAL SECURITY 
TIME BOOKS 


and 


Personal 
SOCIAL SECURITY RECORDS 


@ The reason why Standard B & P Social Security 
Records are **best sellers’’ can be summed up in three 
words — efficiency, completeness, and simplicity. 
You'll find the same three sales attracting qualities 
in the newest additions to the Standard B & P line: 
Social Security Time Books and the Personal Social 


Security Record. 


Standard B & P Social Security Time Books are 
made in two popular sizes—the Desk Size and the 
handy Pocket Size, with a choice of weekly, two- 
weekly or semi-monthly, and monthly forms. Except 
for size, the forms used in both books are identical. 





Designed by tax accounting experts to conform to 
the requirements of the Social Security Act, these 
books offer the simplest and most efficient method 
yet devised for keeping all necessary time and payroll 
records in readily accessible form. 


The Personal Social Security Record is a pocket size 
combination record and memo book designed to meet 
the employee’s need for an accurate record of his 
earnings and of all deductions made from his pay. 
Although employees are not required to keep such 
records, investigations prove there is real need and 
demand for a book of this kind. 


All three of these new B & P Social Security record 
books are timely and fast-moving. The dealer who 
stocks them now will find them to be real ‘“‘best 
sellers’’ that need only to be shown to be sold. 





BROOKLYN 
84 Hudson Ave. 


BoORUM & PEASE COMPANY 
P. 0. Box 272, City Hall Station, New York City 


BOSTON CHICAGO ST. LOUIS 
29OtisSt. 538S.WellsSt. 212-14S. 7th St. 





VISIT OUR NEW YORK SALES & DISPLAY ROOM AT 349 BROADWAY 
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January 12. He was twenty-seven years of age, and ac- 
cording to his father, William C. Dickerman, president 
of the American Locomotive Company, had been a suf- 
ferer from a valvular heart ailment since childhood. 
Born at Mamaroneck N. Y., Mr. Dickerman at- 
tended schools there and was graduated from Phillips 
Academy, Andover, Mass., in 1927. He received the 
Ph.D. degree from Yale University in 1931 and then 
attended Harvard School of Business Administration, 
graduating in 1933 with a degree of Master of Business 
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Administration. He was a member of the Chi Psi Fra- 


ternity, University Club of New Haven, the Yale Club, 
Philadelphia Country Club, the Racquet Club of Wash- 
ington, and the Sons of the Revolution. 

Besides his parents, Mr. Dickerman is survived by one 
brother, William C. Dickerman, Jr., of Charleston, W. 
Va., and three sisters, Mrs. Orson L. St. John of Green- 
wich, Conn.; Miss Honour R. Dickerman and Miss Cor- 
nelia R. Dickerman of New York. 

Funeral services were held on January 13 followed by 
burial at Easthampton, L. I. 
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W. R. DARNELL 


In the recent death of Walter Raleigh Darnell, Presi- 
dent of the Darnell Corporation, Ltd., an international 
manufacturing company with headquarters at Long 
Beach, California, which was mentioned briefly in the 
January issue of Office Appliances, the caster and wheel 
industry has lost one of its pioneer leaders. 

Mr. Darnell, born in Bedford, Ind., was sixty-three 
years of age. He moved to Long Beach, Calif., from 
Greenville, Miss., where he had made his home for ten 
years. 

For the past two years, his son, W. Raleigh Darnell, 
because of the ill health of his father has assumed the 
duties of directing the affairs of the firm and has car- 
ried on without affecting the policies under which the 
business has progressed. 

Mr. Darnell was well known among the trade, having 
made a number of trips across the country within the 
past few years. He will be greatly missed by all who 
were fortunate enough to know him. His genial per- 
sonality won him many friendships. 

Mr. Darnell was a member of the Baptist church since 
1892, was affiliated with the Masonic lodge, Palos Verdes 
Chapter No. 389 and the Long Beach Consistory, Ancient 
and Accepted Scottish Rite of Free Masonry. 
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CHESTER D. MERRIFIELD 


The Hon. C. D. Merrifield, a former mayor of Brewer, 
Maine, and operator of a commercial stationery busi- 
ness, passed away December 29. He became owner of 
the office supply business of the late D. T. Sullivan ten 
years ago, and conducted it up to the time of his pass- 
ing. He served two terms as mayor and held high office 
in the Masonic bodies of his city. Surviving are his 
widow, and a granddaughter at Ludlow, Vt. 
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JOHN STEWART 


John Starr Stewart, who had been connected eighteen 
years with Jefferson’s Stationers, Springfield, II., 
passed away December 20, following a long illness due 
to heart trouble. 
musician and devoted much time to the Springfield 
Civic orchestra. He was born in DeWitt, Iowa. His 
father was a well known newspaper editor of his day. 

Mr. Stewart had a large collection of bookplates, 


which he presented to the University of Illinois library | 


Mr. Stewart was an accomplished | 


TYPEWRITER STAND 


| 
Strong ... Light-weight .. . Economical 








4 


% The “Ideal” tubular steel type- 
writer stand, now available with the new undershelf 
stationery cabinet, meets many needs for a light- 
weight, economical, general utility stand in offices, 
schools, homes, for students, and similar require- 
ments. Built of strong steel tubing electrically welded 
to form a rigid, dependable stand. Offered with or 
without folding shelves and stationery cabinet. 
| Model 33 has rubber feet on front legs, rubber tired 

casters on rear legs, and is easily moved by raising 
the front. Model 32 is equipped with rubber tired 
casters on all four legs. Tops and shelves in oak, 
walnut, or mahogany finish; steel frames black, 
green, brown, or maroon enamel. 

Write for illustrated literature 


SHERMAN-MANSON 
MFG. COMPANY, 625 South Kolmar Avenue, Chicago 


Pacific Coast Representative 


C. J. SCHUBERT, Jr., 307 East Third Street, Los Angeles 


Stock on hand for immediate delivery 


* 
SHER-MAN 


TUBULAR STEEL STANDS 


for typewriters and business machines 
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OF THESE NEW 
OFFICE NECESSITIES 





| 
NEW REVOLVING DICTIONARY STAND 


The perfect dictionary stand for office or library. 
Portable and well constructed. Turns easily on its 
base, to any angle. Saves wear and tear on the book 
binding. Size 21"x13”". Finished in Walnut, Oak, 
Mahogany or School Brown. 








NEW 


Private 
Secretary 


FILE 




























Keeps vital information at 
your fingertips, instantly ac- 
cessible. Plenty of room 
for all important papers. 
Properly indexed for ready 
reference, a complete filing 
system in minimum space. 
Oak, Walnut or Mahogany 
finish. Letter size, 31” 
high, 13” wide, 2044” deep. 
Cap size 3” wider. 


METHODS COMPANY {ff 


Forest Park Ilinois 
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school in 1918 as a Christmas gift. The Stewart “ex 
libris” collection comprised 850 specimens, including 
many elaborate bookplates. 

He is survived by his widow, and one daughter, Miss 
Alice. Mr. Stewart was active in Masonic organizations. 
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LOUIS L. BURR 

Louis L. Burr, a veteran stationer of Chicago, and 
widely known in the central west, passed away De- 
cember 30, 1936. He will be recalled by the elder sta 
tioners, and was a mine of information regarding the 
store practices of the generation which has passed on. 
Mr. Burr was a genial and gentle soul, with a lifelong 
connection with the stationery field. Many of the elder 
stationers of the Chicago district had the benefit of his 
tutelage. 

Mr. Burr reached the ripe age of eighty-seven years. 
He held Masonic affiliation sixty-five years. He was 
born at Springfield, I11., joining a Bloomington Masonic 
Lodge when he was twenty-two years old. He moved to 
Chicago in 1885, when he joined Jansen, McClurg & 
Company, which later became A. C. McClurg & Com- 
pany. Mr. Burr was one of the top executives of the 
McClurg establishment. 

Funeral services were held for Mr. Burr by the Oak 
Park Lodge, A. F. & A. M. 

i Te 
MRS. F. J. KOCH 

Mrs. Frank J. Koch, widow of the late secretary and 
treasurer of Koch Brothers, Des Moines, and a resident 
of the Iowa city for more than forty years, died January 


Y 
- 


| 7 at the age of sixty-three. 


Mrs. Koch, who was well-known throughout the state 
in which she resided and took an active interest in the 
business of which her late husband was an official, was 
born in Herkimer, N. Y. She is survived by a daughter, 
Mrs. C. M. Wolfinger of Silverton, Ohio. 

Mr. Koch, brother of William Koch, president of the 
firm, passed away on February 22, 1931, from a cerebral 
hemorrhage. He was sixty years of age. 

Funeral services for Mrs. Koch were held at Des 
Moines on Monday, January 11 with burial in that city. 
he nA 
EUGENE BAYHA 

Eugene Bayha, purchasing agent for Neal, Stratford 
& Kerr, passed away December 19 at San Francisco, 
succumbing to pneumonia. He was forty-nine years 
old. Mr. Bayha had been engaged in the stationery 
business since boyhood; the past four years he had been 
connected with Neal, Stratford & Kerr. His wife passed 
away a week before the passing of Mr. Bayha. 

A daughter survives. 
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Cc. W. GRAHAM 

Chas. W. Graham, seventy-three, president of Bun- 
tin-Gillies & Co., Ltd., Hamilton, Ont., well known sta- 
tioners and wholesale paper firm, passed away recently. 
The deceased was born in the State of Wisconsin, went 
to Hamilton when a child, and received his education 
in the public schools and collegiate of that city and 
St. Catharines. Upon the death of David Gillies, the 
resident partner of the firm, many years ago, Mr. Gra- 
ham became manager and since 1917, president of the 
company.—SJL 
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WILLIAM McCARTHY 
William McCarthy, president of the Dominion Loose 
Leaf Company, Montreal, Que., passed away recently in 
that city. 


Mr. McCarthy was born in Lanark County, 
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FASTNRITE 


It Means Big Business For You! 


It was bound to come—and here it is— 
FAST NRITE-—the new day, new way paper fastener 
that forever banishes metal pins and clips from files 
that binds without staples, thread or glue. 
FASTNRITE, for the first time, brings you a new 
office appliance that has no competition—different 
from any other paper fastener made—in a class by 
itself for service to your customers and profit for 
you. 


FASTNRITE fastens two to twelve sheets of paper, 
seals envelopes and paper bags, binds circulars, 
enclosures, and papers of all kinds. It needs no 
refills—it is always ready to operate—the first cost 
is the last. It saves space in files, prevents mutila- 
tion of papers, operates silently and never gets out 
of order. 

Just run over these features in your mind—think 
what they will mean to your customers—and then 
send off the coupon immediately so that you can 
begin to profit from FASTNRITE—be the first to 
offer it in your territory. 
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561 GRAND AVE. 


THE DEALER IS OUR 
SOLE REPRESENTATIVE 


We regard the ribbon and carbon dealer as our 
primary distributor, and accordingly refuse to 
enter into competition with him through the 
medium of direct salesmen or through the main- 
tenance of company stores. The gratifying re- 
sponse from dealers all over the country, who 
appreciate the added profit margin possible, has 
shown us the wisdom of this course. 


CLEANGRIP CARBON PAPER and 
STORMTEX RIBBONS, the leading members 
of the COMPLETE LINE, are in themselves 
sufficient justification for concentrating on 
H. M. STORMS products. 


Write today for full information 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
BROOKLYN, N. Y. 
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| INCREASE SALES AND PROFITS 
With Cleveland Wastebaskets 
and Wastebarrels 


This Cleveland Style 14-WS steel wastebasket is constructed 
to give extra value at a moderate price. This inexpensive 
basket is constructed of 28 gauge steel, has strong curled top 
edge, tapering sides and rigid steel bottom. It comes 14” 

high, 13” at the top and tapers to 10” at the bottom. 
styLE— [t weighs 3 pounds and retails at $9.20 a dozen. All 
i4-ws Cleveland wastebaskets and wastebarrels are finished 
rhe new all- jn washable enamel in olive green, mahogany, wal- 


steel waste 



















basket nut, ivory-white or pastel green. We manufacture 
| a complete line of mailing tubes ranging from 1” 
| WASTEBASKETS on : . ° 
All fibre baskets to 3” in diameter and cut to any desired length. 
1 have tapered sides W rite for quotations. 
| with tough fibre 
side walls and steel 
bottoms FIBRE WASTEBASKETS 
Retail WASTEBARRELS 
Style Bot- Wt. Price A : 
No. tom Top Hgt. Lbs. Doz. All wastebarrels with straight 
13 ™ 10 13 1% $ 8.25 side walls furnished in fibre or 
a. = = . 2 ee steel with steel bottoms. 
18 10 13 18 2% 11.85 STYLE 260 
FIBRE AND STEEL WASTEBARRELS 
Fibre Wt. Steel Wet. Retail Price 
No. Lbs. Diam. Het. No. Lbs. Fibre Steel 
140 414 13 24 1400 6 $24.75 Doz. $33.00 Doz. 
16505 13 30 1650 9 33.00 Doz. 41.25 Doz. 
200 «6% 16% 22 2000 «= 8834S 33.00 Doz. 41.25 Doz. 
20 7% 16% 30 2600 10% 41.25 Doz. 49.50 Doz. 


Note the very low prices. Together with highest quality ma- 
terials and construction, they afford you increased sales. 











STYLE 18 The Cleveland Container Co. 8. Hermitage and W. Pershing Rd., Chicago, Hl. 











ATTENTION—OFFICE FURNITURE DEALERS! 








Probably the best investment you can make in 1937 is to put in a lib- 
eral stock of staple patterns of wood desks and tables—and be sure to 
include in this stock plenty of ALMA ‘Good Desks for Little Money.” 


ALMA DESK COMPANY nonti caroLina 
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Ont., in 1881, had been connected for many years with 
the printing and business systems company of which 
he was president. Following his apprenticeship with 
the Perth Expositor, Perth, Ont., he became a member 
of the staff of the Ottawa Citizen, eventually entering 
the Government printing bureau at Ottawa after work- 
ing for a Toronto firm. In 1912 he established the Do- 
minion Loose Leaf Company, which rapidly became 
one of the leading firms in the Canadian book and 
office trade.—SJL 
F. C. WILLIAMS 

Believed to have been a victim of carbon-monoxide 
fumes generated by the exhaust of his automobile, 
Francis Chabot Williams, a director of Remington- 
Rand, Inc., and several other companies was found 
dead on the floor of his garage on December 23. He 
resided in the Riverdale section of the Bronx, N. Y. 

Mr. Williams, who maintained an office with Dobbs & 
Company, stock brokers, at 50 Broadway, New York, 
was born in Massachusetts and was educated there. 
Besides his widow, Mrs. Pauline Williams, he is survived 
by two children, Mrs. Helen Klendorn and Shirley Wil- 
liams. 


F. R. SUMMONS 

Frank R. Simmons, stationery and book dealer and 
former president of the Illinois Booksellers Association, 
died suddenly on December 12 at his home in Spring- 
field, Ill. He was sixty years of age. 

Although Mr. Simmons had been in ill health for 
some time his death was unexpected due to the fact 
that he had been at his place of business for six weeks 
prior to his passing. 

A veteran of the Spanish-American war and a former 
public official Mr. Simmons was president of the Illi- 
nois Booksellers Association in 1925 and 1926. 

a eH 
VREELAND BECOMES ROYAL FIELD MAN 

Edward F. Vreeland, formerly of Hanff-Metzger, Inc., 
advertising agents, was recently appointed a portable 
field man for the Royal Typewriter Company. He will 
contact dealers in Metropolitan New York. 

Mr. Vreeland takes to his new job considerable ex- 
perience of a merchandising nature due to the fact that 
the Hanff-Metzger organization handles Royal adver- 
tising. For this reason, officials of the company de- 
clared, he is well qualified to work with portable dealers 
and help them in their merchandising problems. 

ee 
DELL GOES TO AMERICAN PENCIL 

Paul Dell, who has been covering the New England 
territory for F. S. Webster Company, has forsaken the 
ribbon and carbon field and is now working the same 
district with Mel Wheeler for the American Lead Pen- 
cil Company. 

With Mr. Dell as first-lieutenant to Mr. Wheeler, the 
American Pencil Company has placed in the field a 
combination hard to beat. 


oo 
SEATTLE NEWS NOTES 

Seattle placed second in November in percentage of 
retail sales increase over the same month of 1935, ac- 
cording to a recent Federal Reserve Bank of San Fran- 
cisco statement. Tacoma ranked first with Spokane 
third among the eight major cities in the Twelfth Fed 
eral Reserve District. 


Percentage gain figures were: Tacoma, 8.7; Seattle, 


7.8; Spokane, 7.6; Portland, 7.1; San Francisco, 2.5; Los | 
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Ne 
CORRIAN 


We are pleased—but not surprised at the enthusi- 
astic acclaim accorded the new Corrian by dealer 
and customer alike. Meeting a definite demand for 
a quality built file at an economy price—the Corrian 
is a 1937 sales sensation. It offers an array of quality 
features never before available at a comparable 
price. 

A few of these many features are illustrated below, 


Smooth Drawer Action— 


Over size case hardened drawer rollers 
and sturdy drawer slides assure smooth 


easy action. 





Extra Filing Space— 


Increased drawer capacity — through ( 
improved design—gives each file over 
5% inches extra filing space. 


Improved Side Locking Compressors— 


Each drawer is equipped with an effi- 
cient positive side locking compressor 
of advanced design. 


If you have not seen this new line-—do so at 
once—or write for complete details. You 
cannot afford to miss this sales opportunity. 


CORRY-JAMESTOWN 
MANUFACTURING CORP. 
CORRY, PENNA. 


Export Department — 5713 Euclid Ave., Cleveland, Ohio 
Cable Address: CORJAM 











—— SleelfAoe | 
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Toa with Wlam-Sge Jobs to do: 





DIC 


HE more kinds of work your 

day takes in, the more you 
need this modern dictating 
machine. Variety of uses is the 
biggest surprise of the Dicta- 
phone. Q First thing each morn- 
ing it starts into action your 
over-night crop of instructions. 
Q While you clean up the mail 
to which you know the answers, 
your secretary is assembling files 
which will enable you to take 
of 
you need further information, 


care situations on which 


Q Many conferences will vanish 
entirely,and the rest grow briefer. 





Exclusive Nu 
phonic recording 
and reproduction 
of the improved 
Dictaphone dupli- 
cates the human 
voice almost per 
fectly. 











The word DICTAPHONE is t 


TAP 





HONS 


GQ Verbal understandings—either 
by phone or with people across 
your desk—go straight the first 
time, by recording for typing 
as you issue or repeat them. 
GY ou'll do less phoning around 
after people, because it's easier 
to talk to them by Dictaphone. 
Q Meanwhile, your secretary 
puts ina full day working for you, 
without wasting time at the 
corner of your desk. You both 
go home with a better day be- 
hind you and a lot less taken 


out of you. 


Interested in 
SALES TRAINING? 


You'll want to see a new 
sales-training film that’s being 
TALKED about. It’s called 
“Two Salesmen in Search of 
an Order,” and it’s full of real 
ideas. Mail the coupon below 
and tell us when you can best 
spare 20 minutes to see it. 
Mail it now! 


e Registered Trade-Mark of Dictaphone Corporation, 


Makers of Dictating Machines and Accessories to which said Trade-Mark is Applied. 





A few overseas territories are open for our valuable exclusive franchise. 
For full particulars, write to our International Division, Bridgeport, Conn 








420 Lexington Avenue, New York, N.Y 


Dictaphone Sales Corporation, 
In Canada—137 


J 


of an Order 


Wellington St., West, Toronto 


OA 


C) Please let me know when ““Two Salesmen in Search 
will be exhibited in my city 


I want to see your representative 


Name 
Company 
Address 
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Angeles, 1.9; Oakland, -0.1; Salt Lake City, -5.6. Dis- 
trict averages were 2.5. 

For the eleven months ended November 30, the 
figures were: Portland, 15.3; Tacoma, 11.2; Spokane 
and San Francisco, 11; Los Angeles, 10.9; Seattle, 10.5; 
Oakland, 9.8; Salt Lake City, 6.2, and district average, 
10.4. 


With less than a month to go before the close of the 
year, F. H. Norby, Seattle manager for the Royal Type- 
writer Company, reported that typewriter sales for the 
Seattle office for the first eleven months substantially 
exceeded the full 1935 total. 


Sixty-three Seattle business firms, surveyed Decem- 
ber 20 to determine the effect of the maritime strike, 
reported an average loss of 31.9 per cent due directly to 
the lockout, according to the Waterfront Employers’ 
Association. 

The survey revealed that two firms had shut down, 
twenty declared business was off fifty per cent, and two 
reported an increase over the same period for 1935. 
Fourteen had to drop 309 employees from the payrolls 
and may be forced to discharge thirty additional if the 
strike continues for any length of time. Three firms re- 
duced wages; one, twenty-five per cent; one, forty per 
cent, and a third, seventy-five per cent. Two will be 
compelled to shut down if the walkout continues 
another sixty days. 


* . 7 
The proposed transfer of “Gef’” Fink and Cy Young, 
managers of the Underwood Elliott Fisher offices in 
Seattle and San Francisco, respectively, has been can- 
celled and both men will remain in their present loca- 


tions —JCJM 








CARTER’S ON DISPLAY IN KENTUCKY.—This is a fine ex- 
hibit of the Carter's Ink Company carbon paper and type- 
writer ribbons which won acclaim at a recent business show 
sponsored by the Office Equipment Company of Louisville, 
Kentucky. 
ee oe 


MARKWELL “TRADE ’EM IN—CASH ’EM IN” 
CAMPAIGN STILL IN EFFECT 

Acting upon a unanimous request of its dealers, the 
Markwell Manufacturing Company, Inc., 200 Hudson 
street, New York, last month announced that its “Trade 
‘em in—Cash ’em in” campaign to authorized Markwell 
dealers will continue until further notice. 

Under this plan, which has been in operation for 
some time, the Markwell Company allows its dealers the 
following on slow-moving, worn or discarded staplers 
regardless of age, make or condition: 

$1.00 toward the purchase of a Markwell “RF1” 
fastener. 

Seventy-five cents toward the purchase of a Markwell 
“RF2” fastener. 
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THROUGHOUT THE WORLD 
You will find these quality Brands 








of Carbons & Ribbons 
Silk Spun M&M 
Eureka Mitvol 


Plenty Copy Tagger 














Over 50 years of experience in the manufacturing of highest 
quality typewriter ribbons and carbon papers places the 
“M&V” line in a class by itself. “It’s the Tops.” 

Dealers who want the best in typewriter, hektograph and 
duplicator supplies at no higher cost than ordinary products, 
are urged to make a comparison. We are confident of the 
result. 





Send for samples and low prices 


MITTAG & VOLGER, INC., PARK RIDGE, NEW JERSEY 





| SOCIAL ---- / a DIFFERENT Pay ROLL OurFit \\ly 
g) SECURITY: ata New Low Price N 
| 


— 


«©, 





) - 
PAYROLL-EARNINGS You Can’t Beat these Prices 
RECORD, RECEIPTS— 


Complete — For 5 For 10 For 25 For 50 
° . ‘. ce = 
in this ee tt Employees Employees Employees Employees 


Fast Selling Unit BRP EA $3.00 $4.00 $5.00 $7.00 


This attractive folder is specially adapted for small establish- 


ments which do not require expensive systems. Priced for a 




















quick over-the-counter salel 





re : Get your share of this profitable business! Every employer 
iat r i or = of one or more persons MUST KEEP RECORDS. 


t t = . Write for dealer's proposition and Booklet SS-100 describing 





| 
Hy hee te 5 other Social Security Forms. 
118] ‘ : 





The C.E. SHEPPARD CO.. 


44-Ol 21°! Street,- LONG ISLAND CITY, N.Y. 




















Increase Your 
Sales in 1937 with 
Cur 900 Sores 


Including a four drawer executive 
type, measuring 31 x 60, this series 
presents a real buy in all standard 
sizes of flat tops, typewriters and 
table. You can prove the merchan- 
dising advantages quickly by or- 
dering one or more for your display 
rooms. Don’t miss this opportun- 
ity to increase your profits. 













No. 913 








, ee 
INDIANA 


Leather 
Upholstered 


OFFICE CHAIRS 







on", 


A quality office cl enting a beautif ally designed, wel 





nade line POPULARLY" PRICED Genuine leather upholstered 654321 
numbers, as well as solid vod office, teachers “table *t chairs, etc. od Os) 
We now use the area type of "FLOT ILT chair ¢ ontrol m alls swi el . - 
chairs, insuring a yoth, let ac tion Pool shipments with In Impression of Figures 
diana Desk Cx sks. Catalog and details on request 
NEW INDIANA CHAIR C » INDIANA 
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Indiana 


Desk Co. 


Jasper«»Indiana 





YOU SEE BEFORE IT PRINTS! 


WITH THE 


AMERICAN VISIBLE 


NUMBERING MACHINE 


Model G) 3 Movement $12 


Model @jp Lever 
o Movement $12 


Model €1) 9 Movement $15 


WRITE FOR OUR LATEST 
FOLDER DESCRIBING ALL MODELS 
AND DEALERS’ DISCOUNTS 


AMERICAN NUMBERING MACHINE CO. 
ATLANTIC AND SHEPHERD AVES., BROOKLYN, N. Y. 





CHICAGO BRANCH: 105 WEST MADISON STREET 
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GOLDBLATT RESUME SALES OF PORTABLES 


Robert C. Goldblatt, proprietor of the Star Typewriter 
Company, 189 West Madison street, Chicago, has re- 
sumed the sale of portable typewriters which he dis- 
continued during the month of December. 

In temporarily halting the sale of portables Mr. Gold- 





ROBERT C. GOLDBLATT 


blatt explained that this action was decided upon be- 
cause of price-cutting of department stores during the 
Christmas season, which has now been discontinued. 

In addition to portable typewriters the Star com- 
pany also carries new and rebuilt adding machines 
and office equipment for the stocking of which addi- 
tional space has been added to the store. 

In making his announcement Mr. Goldblatt voiced 
a request for catalogs and price lists from office ma- 
chine manufacturers and wholesale houses which sell 
through dealers. 

> 


SCARBOCRO OPENS OWN BUSINESS 


E. E. Scarboro, formerly associated with the Adding 
Machine and Typewriter Exchange, has recently opened 
his own sales and service establishment at 74 Pryor 
Street, Atlanta, Ga. Mr. Scarboro is distributor 





E. E. SCARBORO 


throughout Georgia for the Allen-Wales adding ma- 
chine and the Friden calculator. He also carries a 
large line of used bookkeeping and posting machines. 
aniline 
PATE ON TOUR FOR FIBROIN 


Ben Pate, sales manager of the Fibroin Stencil Cor- 
poration, Jacksonville, Fla., is spending sixty days with 
Charles Underwood working in Indiana, Illinois, Michi- 
gan, Wisconsin, Minnesota, Iowa, Nebraska, Missouri 
and Kansas. 

According to Ben DuPre, president of Fibroin, Mr. 
Pate, in addition to calling on Fibroin dealers in the 
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‘Loupe Got Sime - 


thee /" 


That’s what everyone says when he sees a 
SPEEDWAY FILE FASTENER for the first 


time. That is his conviction after using it. 





What more can you ask than instant and continued con- 
sumer acceptance? Speedway’s smooth completely 
covered prongs, easy finger-tip action, and sure protection 
make an immediate hit wherever they are shown. No 
sales talk needed! Just display them. Let Speedway 
“Tens” sell themselves from your counter and your cus- 
tomers will soon be buying Speedway “ Fifties.” 














Speedway “Tens” Speedway “ Fifties” 
for counter sales for bulk sales 

10 Speedways to a box 50 Speedways to a box 
10 Boxes to a carton 10 Boxes to a carton 





PARROT SPEED FASTENER CORP. 
37-18 Northern Blvd. Long Island City, N. Y. 
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LEAD LKa 


Ke moté than 
30 YEARS 












A COMPLETE LINE: 
Perfection Daily 


Reminder 

Jumbo Gem 

Gem 

Perfection 

Deskaid 

Daydex 
“PERFECTION 

DAILY 

REMINDER" 

Rrished in bleck, py 


olive green or 
mahogany enam- 
el, brushed brass, 
nickel or statuary 
bronze plate, 
with tilting arches 
and rubber feet. 


PADS litho- 
graphed on snow 
white bond pe- 
per. Edges at- 
tractively mot- 





tled in black. 
No. 50 “PERFECTION” 


QUALITY and a 
Also Nos. 90 d 40 ¥SKAID same except for 
SERVICE always. - spac i. yt arches , 





"GEM" 


DEFIANCE SALES CORP. 


72 Spring St., New York, N. Y. 


The CALENDARS in the BLUE BOXES 
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states mentioned, is demonstrating the three lines of 
Fibroin stencils, the Gold Bond, the Universal and the 
Penguin. 

“The Fibroin Stencil Corporation enjoyed one of its 
greatest years from a sales standpoint in 1936,” Mr. 


DuPre said. “And with Mr. Pate and Mr. Underwood 
in the field, we expect to do an even greater volume in 


| 1937.” 





THIS IS THE SHOP THAT FARRAR BUILT.—A few years 
ago W. G. Farrar opened the Farrar Office Supply Company 


in a small room at 230% Fourth avenue, Nashville, Tenn. 
Teday he occupies this fine store at 733 Commerce street, 
where business is still on the increase. 








WEDDING S 


KIDD—BAKER 

Of much social interest in the two Carolinas was the 
wedding on December 15 of Miss Dorris Annette Baker 
and Eugene Brownlee Kidd, both of Concord, N. C. 
The groom is secretary-treasurer of Kidd-Frix Musical 
& Stationery Company, Concord, of which his father is 
president. 

Mr. Kidd was educated in the Concord schools and 
attended North Carolina State college, where he was 
pledged to Phi Pi Phi fraternity and was a member of 
several musical organizations of the college. 

Mrs. Kidd, the elder daughter of Mr. and Mrs. Gary 
Ansel Baker and a native of Chester, S. C., was edu- 
cated at Hyatt Park School, Columbia, S. C., and at the 
Concord high school. She also attended the Woman’s 
college of the University of North Carolina, where she 
was a member of the Alethian society, the Play-Likers 
Dramatic society, as well as other student organiza- 
tions. For the past few years she has been society 
editor of the Daily Herald-Observer, Concord.—JW 

> —_—__ 
SMITH—KING 

The marriage of Daniel Howard Smith, connected 
with the Crowson Printing Company of Columbia, S. C., 
and Miss Helen Earle King of Cameron has been an- 
nounced. The ceremony took place on October 11. 
Mrs. Smith is a member of the nurses staff of the 
State Hospital in Columbia, and the daughter of Mr. 
and Mrs. Perry W. King. Dr. Paul Wheeler of Park 





Street Baptist church of Columbia officiated, using the 
ring ceremony.—JW 
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JACKSON 
DESKS 


No. F1266 
Art Moderne 
1200 Series 





A new desk, proving popular with the trade by reason of its smart 
styling and exceptional value. Due to the small overhang of the 
tops, the 1200 grade takes up 11 inches less floor space both 
ways but pedestal size remains the same. It is produced in walnut 


A conservatively designed 


: ‘ : modern desk available in 
with genuine walnut veneered top and panels, and genuine walnut 66. 60 and 30 inch sizes 
, > 


top rims and drawer fronts, also in mahogany with genuine ma- 


hogany tops and panels. also in single pedestal and 


typewriter desks, and 
DEALERS: The 1200 grade is fully described in our new catalog. tables. 


Glad to send it to you with prices. 


JASPER OFFICE FURNITURE COMPANY 


JASPER, INDIANA 














DEALERS PREFER 





Vital Tools in All Facts Defi- 
American Business nitely Organized 
\lodern Zipper Brief Cases, Portfolios, Ring Binders, Envelopes, Writing 

and Traveling Cases. 

The Stebco line embraces the widest range of styles, unsurpassed in quality 
and with prices that promote quick sales at a substantial profit. 

Our New line with many exclusive improvements and special features is 
now ready: Samples Sent on Request. 


Stein Bros. Mfg. Co. Inc., 564-70 W. Adams St., Chicago, IIL 


New York Sales Office: Empire State Building, Mr. E. R. Manning in Charge. 
San Francisco Office: 833 Market St., Mr. Herman Halper in Charge. 


























THE EVER READY CALENDAR 


We are proud of our distributors—quality buyers seek 
quality products. That's why so many outstanding dealers 
support the EVER READY CALENDAR LINE. We 
thank you for your sincere cooperation. Policy—Quality 

Service—these factors have earned us your support. Join 
the widening circle of EVER READY Dealers—you will 


not go wrong. 


Ever Ready Calendar Mig. Co. 
160 Maple Street Jersey City, N. J. 














HERE'S 
WHAT 
WE 
MEAN 
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No. 2161—Genuine Walnut 
Top, Fronts and Panels. 
Turned Legs. Solid Metal 


by qn ‘‘Imperial . Pulls. The No. 2100 Series 


value”... 


Includes 13 Matched Pieces. 








ae. 


— 





This good-looking, low-priced desk is typical of the 
plus-values in the Imperial Line . . . It gives your 
customers more for their desk dollars—in trim 

in well-engineered construction, in sturdy F 


. The No. 2100 Series is just one of many 


that will increase your volume of desk DESK COMPANY 


sales and put more money in your cash register. Write to- 





appearance, 
serviceability . . 


“Imperial values” 


day for the Imperial Desk Selling Kit. 




















EVANSVILLE - - - INDIANA 
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CURRENT CORPORATION STATEMENTS 

Directors of Horder’s, Inc., yesterday declared a spe- 
cial disbursement of twenty cents, plus a quarterly 
dividend of twenty-five cents on the common stock, 
placing the issue on a $1.00 basis, compared with sixty 
cents previously. Declarations will be paid on January 
28 to stock of record January 18. November 2, last, the 
company paid a quarterly dividend of fifteen cents, 
plus an extra of thirty cents. (Chicago Journal of 
Commerce, January 6, 1937.) 


* * * 


The Parker Pen Company’s report for 1936 is ex- 


pected in financial circles to show earnings fifty per | 
cent ahead of those for 1935, and the largest since 1920. | 


Net income before surtax on undistributed profits is 
estimated to exceed $700,000, or more than $3.50 a share 
on 191,044 shares of common stock. For 1935 Parker 
had net income of $447,951, or $2.34 a share. For the 
1929 year the company’s net income was $1,183,542, or 
$5.91 a share. (Chicago Journal of Commerce, January 
8, 1937.) 
+ + © 

Gross domestic orders of The National Cash Register 
Company for December, 1936, were $1,998,575, compared 
to $1,369,325, an increase of 45.9 per cent, as reported 
by the company. Orders for the twelve months of 1936 
totaled $26,560,525, against $20,490,725 in 1935, a gain 
of 29.6 per cent. (Chicago Journal of Commerce, Janu- 
ary 6, 1937.) 

* * * 

L. C. Smith & Corona Typewriters, Inc., and sub- 
Sidiaries report for quarter ended September 30, 1936, 
net income of $209,755, after depreciation, depletion, 
amortization, federal income taxes, etc., equivalent 
after dividend requirements on six per cent preferred 
stock, to ninety-nine cents a share on 168,486 no par 
shares of common stock. 

Consolidated balance sheet as of September 30, 1936, 
shows total assets of $8,826,905, comparing with $8,477,- 
136 on June 30, 1936; earned surplus of $1,129,908, com- 
paring with $1,005,162, while capital surplus remained 
unchanged at $631,879. Ten year debentures outstand- 
ing on September 30, last, aggregated $1,750,000. 

Current assets as of September 30, last, including 
$551,171 cash, amounted to $5,799,118 and current lia- 
bilities were $1,081,474. This compares with cash of 
$563,403, current assets of $5,454,550 and current liabili- 
ties (including $1,600,000 bank notes which were paid 
July 6, 1936, from proceeds of sale of $1,750,000 serial 
debentures) of $2,604,158 on June 30, 1936. Inventories 
amounted to $2,906,491 against $2,725,822. (Wall Street 
Journal, January 14, 1937.) 


* * * 


Dictaphone Corporation has declared a dividend 
of $1.00 on the common stock, payable March 1 to stock 
of record February 13. (Chicago Daily News, January 
8, 1937.) 

+. * * 

International Printing Ink Company has declared a 
dividend of fifty cents, payable February 1 to stock of 
record January 21. (Chicago Tribune, February 13, 
1937.) 

vindicated 
WEISS GOES TO REMINGTON RAND 

Fred Weiss, former part owner of the Central Type- 
writer Exchange, Omaha, and for the past seven years 
Pacific Coast manager for the Woodstock Typewriter 
Company, has resigned to accept a position in the port- 
able division of Remington Rand, Inc. 
still in Los Angeles. 
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CHROME RUBBER STAMPS 


for More SALEs! 

















At present he is | 





\ CHROMIUM 


MOUNT 














This New Chromium Stamp 
Holder displayed on your show 
case will create new interest in 
your rubber stamp department, 
resulting in new sales and profit. 


When the new B-M CHROMIUM MOUNT 
was first introduced a short time ago it 
made an instant hit with customer and 
dealer alike. 


. 
The New Chromium Rubber Stamp Mount 
has a very definite advantage over the or- 
dinary wood mount. First, you offer your 
customer a modern attractive stamp for 
the price of the common kind. You offer 
him more value in durability, more value 
in utility. 


Here is our Special Offer to help You to 
increase your Rubber Stamp Business 


With an order for a set of 12 of the most popular 
stock stamps, Chromium Mounted (Approximate 
Retail Value $6.00), at our very special discount to 
dealers, we will give you absolutely free a beauti- 
ful chromium holder to hold these stamps for dis- 
play on your show case. 


Be the first in your community to feature the 
New Chromium Stamp. Immediate Delivery! 


Be sure to write for catalog, liberal 
discounts and full details. 


Bankers & Merchants Stamp Works, Inc. 
$215 Sheffield Ave. Chicago, Illinois 
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“The Dealer—Not The 
Manufacturer—Should 
Serve Retail Trade’ 


... Says IMPERIAL! 


ou are closest to your customers and you can therefore 


serve them best. That is why Imperial does not believe in direct 
selling, but backs the retail dealer with fullest cooperation— 


. 











referring of inquiries, advertising, sales helps that get the 


business. 


If direct selling is cutting into your rightful share of carbon paper 
and typewriter ribbon business Imperial will help you overcome 
that competition. Imperial designed the Carbon Paper Mer- 
chandiser for that very purpose. 


The Imperial Merchandiser enables any salesman to go after | 


carbon paper business on an intelligent, service giving, money 
saving, profit making basis. It is a handy portfolio of quick 
facts that will give new confidence to you and your men. 


Get an Imperial Merchandiser, start featuring the Imperial | 
line and you can beat competition on both Quality and Price. | 


Imperial invites competition and will back you to win. Write 


now 


IMPERIAL MANUFACTURING CO. 
The Manufacturer with the Dealer's Viewpoint 
Owned and Operated by PEERLESS KEY CO., INC. 
401-407 Mulberry St., Newark, N. J. 
321 Broadway, New York 19S. Wells St., Chicago 
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RIBBONS 
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BANKERS BOX TO CELEBRATE TWENTIETH 
ANNIVERSARY 

The Bankers Box Company, 536-538 South Clark 
street, Chicago, has begun plans to celebrate the twen- 
tieth anniversary of the founding of the company 
Among other events, officials of the company hope to 
be able to bring all of the original Liberty Box dealers 
together for a celebration dinner at the 1937 National 
Stationers Association convention in Chicago. Special 
recognition is to be given to the many stationers and 
office supply houses who have contributed so largely 
to the success of the Bankers Box products. 

The Bankers Box Company was the first manufac- 
turer to adapt the corrugated jute box to storage filing 
purposes. In those early days, storage filing was 





Ww. J. NICKEL 





H. L. FELLOWES 
nobody’s business. Except in a few of the more pro- 
gressive business organizations, old business records 
were regarded as pretty much of a nuisance. They 
were generally wrapped in paper, tied with twine and 
dumped aimlessly into old boxes or bins—anywhere out 
of the way or destroyed altogether. Where they were 
kept in some semblance of order, they had little or no 
protection, dirt and dust accumulated and reference, 
when that became necessary, meant delay, search, work 
and a bath afterward. 

Credit for the invention of Liberty storage boxes goes 
mostly to Walter J. Nickel, secretary-treasurer of the 
company. Previously active in the stationery field and 
contacting banks, where he noted their difficulties in 
handling record storage, he finally worked out the 
Liberty box idea. The desire was to have something 
efficient and yet economical—something that would 
bring order into storage filing. At first banks only 
were sold, a fact which accounts for the name—Bankers 
Box Company. It was not long, however, until com- 
mercial and industrial firms were interested and mak 
ing inquiries for Liberty boxes. 

The twenty years, of course, marked by the develop- 
ment of the Bankers Box Company has witnessed great 
business development. Not only have business organ- 
izations become larger, with the necessity of greater 
provision for storage filing, but old business records 
have grown tremendously in importance. This latter 
point is due partly to the needs of business itself for 
knowledge of past activities but also to government in- 
terest in business. So important have old business rec- 
ords become in fact that some firms never destroy a 
record. Others have regular schedules which are fol- 
lowed—old records being destroyed only after five or 
ten years, when they have become outlawed. 

The original Liberty boxes were very different from 
those now manufactured. Experience in the field 
showed that something more than a mere box was 
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No. 246 







finished dull lacquer 
—mahogany and 
walnut finish. Three 
sizes: 48 x 30, 54 x 32 
and 60x34. 






DESKS 


with character 
—sturdily constructed 
—superbly designed 


The JASPER DESK CO. record of 
more than sixty years of desk build- 
ing proves our desks sell and satis- 
fy. Dealers make this combination 


















; ; New York Warehouse 
of good quality and reasonable price S73 Beoadwe 
especially profitable. Our catalog New York, N. Y. 
showi i . Chicago Representative 
showing all the wide range of styles, Ghicago Representative 
sent on request. Ave., Telephone ROGers Park 
3644 


JASPER DESK COMPANY, JASPER, INDIANA 








Since 





1896 


IRIDIUM-TIPPED 

















Out 
of the Jungle 


PATENTED POINT Like YOU, we are keeping out of 


i] ERE is the largest 
14 kt. solid gold pen 
point ever sold with a 
dollar pen! Featuring 
smart new assorted pearl 
colors and a distinctive 
3-band effect. Packed 
twelve in an original dis- 
play box with transparent 
window that keeps out the 
dust while permitting full 
vision. Also, as a running 
mate, sell our pencil No. 
83, which matches pen 
833P and permits the sale 
of many sets to increase 
your volume and profit. 
Only two of the many 
new numbers retail- 
ing at 10c to $1... 


send for our latest 
complete catalog. 


North Bergen, N. J. 


Instruments 


The World’s Finest Popular Priced Writing | 





the jungle of price-cutting grief. 
Our business, we feel, has grown to 
leadership because we are following 
this course. 

Right now, it is keeping our pro- 
duction running on an over-time 
basis which, in turn, reflects in- 
creased profits for the legitimate 
stationers who are our friends and 
customers. 

You and we are content to let the 
price-taggers fight it out in the 


jungle. 
No. 833P Send for new leaflet, **Un- 
81.00 folding the Hotchkiss Line’”’ 


Hotchkiss SalesCo. 





DAVID KAHN. INC. | Complete line of Stapling Machines 


and Staples to match. 


NORWALK, CONNECTICUT 
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(ash in at. Onco on This Now 


Social Security Card Case 


TAL SECURITY Acr | 


900-00-9000 _* 
all 


f . . 
ed tom y ork 





30,000,000 Prospects 


Here is the fastest moving item on the market today. 
Everyone is interested in Social Security. The new 
Feldco case is an item with universal appeal. It 
sells on sight. It is well made, useful and unique. 


Ten cents is the retail price. 


Packed 100 to the box, including attractive 3-color 
counter display card and holder. Full discount to 
dealers. Sample on request. Write today. 


Feldco Loose Leaf Corporation 
357 N. La Salle St. Chicago, Ill. 
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**POPULAR”’ 


ASE 


Cabinets 
SELL 


There are many reasons for the popularity of the 
“POPULAR” line with customers and dealers. 





The outstanding value of the “Popular’’ line 
cabinets is immediately apparent to customers 
upon inspection. The chromium finished handles 
and locks add to the trim attractive appearance 
of the cabinets. 


Their strength and durability are additional 
sales points for the dealer, and their low cost 
closes the sale. Be sure to have complete in- 
formation about this faster moving line. Write 
for it today. 











ALL-STEEL-EQUIP COMPANY 


INCORPORATED 
602 JOHN STREET 





AURORA. ILL. 











BRIGHT VALUES 


IN LEATHER FURNITURE 


Rich, comfortable, durable, luxurious, these are 
the attributes of BRIGHT leather furniture. In 
styles and designs to please even the individualist 
who must have something entirely different. 
Good, honest, quality craftsmanship. Fine 
materials. Every BRIGHT number is a real 
value. 


Our new catalog is ready. Write for it. 


BRIGHT CHAIR COMPANY, Inc. 
127-133 Bleecker Street NEW YORK, N. Y. 
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needed. Analysis of the storage filing problem, and 
consultation with thousands of users over the years, 
brought to light the need of a storage filing system. PLAY| NG AN UJ NSEEN ROLE 
That is why Liberty boxes are said to be not just boxes 
but a storage filing method as well. One after another | 
little points of improvement were added—higher qual.- | 
ity fibre board, better reinforcement, a spill-proof tying | 
device, double and triple bottoms, moisture-proofing, | 
space on the end labels for a numbering system and so 
on, finally improved packaging. In late 1936, there 
was an estimated list of more than 68,000 users. 

Within recent years, Liberty permanent storage bind- 
ers have been added to the line. Designed for per- 
manently binding loose leaf records in book form, 
Liberty permanent binders offer a way to banks and 
firms to do their own binding in their own offices. The 
patented feature is the self-locking posts that need 
only to be pushed together with a simple pressure of N LA N DI N G TH O U SA N D S 
thumb or finger. Liberty permanent binders have 
brought to the stationer many new possibilities in a O F O R DE R S 
field long confined to direct-selling manufacturers. 

President of the Bankers Box Company is Harry L. 
Fellowes, much of whose attention has long been given Slip a set of No. 2479 Casters on the most 
to sales problems. Most of the employes in key posi- skeptical buyer's chair and he’s got to ad- 
tions with the cormpany have been with the organiza-| mit one thing- they swivel easier! Even 
tion since the early days. One of the oldest in term of | the toughest prospect can understand that 
service is Ivan Tanin, for the last eighteen years in | p10 complete rows of polished bearings 
charge of production. Frank Sorenson became office (26 of ’em) rolling on two hardened 
manager fifteen years ago and has served continuously raceways will distribute and 
in that capacity since. 

















swivel a load with greater ease 
than just a single row of 14 
—7 bearings. 


But that’s only one 
reason dealers find it 
easier to land orders 
for Faultless Casters. 
Low overall height, 
dust-proof construc- 
tion and choice of 
Ruberex (cushion 
tread) or Rockite 
(hard tread) wheels 
are other reasons why 
they are preferred by 
critical buyers. In 
NEW NEVA-CLOG DISPLAY AVAILABLE TO DEALERS.— | addition, most of- 


This handsome display card, suitable for counter or window, ee . a . - 
has been created by Neva-Clog Products for the purpose of fices, institutions, 





No. 2479 
Double Ball 
Bearing 
Caster with 
2-inch Rub- 
erex (cush- 
ion tread) 
Wheel. 








aiding dealers increase sales in = ween ot the yy etc.., buy the complete Cushion Chair Glides 
Featuri the D-30 machine, the display w pe sen ree o ~ a : itl Sof 
charge with imtreducter; orders on Re new ——~ whe FAULTLESS line apy noir 
‘ard is 1 tifully desi d and firmly constructed and is |; . 4: Slides ‘ ted 
laine , apeasmsed i ine colors of oil paints. inc luding Cushion on seg My es 
——— Chair Glides and Steet reinforcing 
, > . rame prevents 
GENERAL PENCIL ISSUES SPLENDID CATALOGUE | Furniture Cups. nail pulling out. 
Featured by a cover done in a splendid and pleasing | 5°, send today for the 
; , of Lowe : ket-si atalogue of fifty- Faultless LE Catalog— 
array of co ors, a new, pocket-size cz g y sheng wnmngilince wisn, Desk Cups 
two pages was issued last month by the General Pencil | Fauitless line meets every Faultless Umbreak- 
anes (bw = ee , able Rockite (hard) 
Company, Jersey City, N. J. office requirement. Sikora foo) 
The attractiveness of the book’s cover is due mainly Cups for heavy 
FAULTLESS CASTER stationary furni- 


ture protect floor 
coverings. Round 
and square shapes. 


to a reproduction of a box of green Kimberly pencils 

which is set off by a black background on which is the CORPORATION 
word “Catalog” in red and the name and address of the 
firm in yellow. 

Each of the fifty-two pages is plentifully sprinkled 
with illustrations of the company’s various lines includ- 
ing lead pencils, crayons, copying and indelible pencils, 
black and colored refill leads for mechanical pencils, 
penholders, rubber bands, erasers and the General line 
of writing inks. 

The catalogue is of a handy size, measuring only | 
eight and one-half by five and one-half inches, and 
may be carried in the pocket or briefcase. 


Dept. OA-2 
EVANSVILLE, INDIANA 


Branches in Principal Cities. Canadian Factory: Stratford, Ontario 














FULTON FUL KLEEN 


America’s Only MODERN Dater 


ee ees 


= modern, streamlined design in moulded 
plastic “lumarith’” material, characterizes the new Ful- 
ton FUL-KLEEN DATER—America’s only MODERN 


rubber band dater in design, material and scope. 


**Sheathed Protection” throughout—all moving parts en- 
closed except edges of wheels to regulate the dates. Pro- 
tects desks and fingertips. An object of beauty—an 


efficient time saver for every desk in the office. 


THE BIG SELLING SEASON IS HERE! THE END OF 
EVERY YEAR THE DATES EXPIRE ON THE 
BANDS OF HUNDREDS OF THOUSANDS OF 
DATERS! WRITE OR WIRE US FOR DETAILS NOW 
TO GET IN ON MAKING DATES PAY BIG PROFITS! 
SERVICE DATERS FULTON DATERS 
FULTON SELF-INKING STAMP PADS 
DRI-KWIK STAMP PADS DRI-KWIK INK 
FULTON SIGN & PRICE MARKER INK 
OPAQUE INK 
FULTON SIGN & 
PRICE MARKERS and 
BUSINESS PRINTING 
OUTFITS 





FULTON STAMP PAD INK 


INDELIBLE RUBBER 
STAMP INK 







FULTON STAMPING 
& COLORING TOY 
SETS 





TOY PRINTERS 
RUBBER TYPE 





Wrile for prices and particulars. 


FULTON 


SPECIALTY CO. 
Elizabeth, N. J. 
Sales Office: 200 Fifth Avenue, New York City 
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MID-WINTER FURNITURE SHOW 

Eclipsing all former events of a like nature insofar 
as attendance is concerned, the mid-winter furniture 
show at the Furniture Mart and the Merchandise Mart 
in Chicago attracted a record crowd to the Windy City 
last month. 

Presaging a new high in buying the two shows ac- 
counted for a lack of accommodations in the Loop and 
other downtown hotels, the majority of which reported 
reservations for all available space during the duration 
of the event ending January 16. 

Although most of the exhibitors confined their show- 
ings to home furnishings several set aside space for 
office furniture, of which there was a fine assortment 
These included: 

At the Furniture Mart 


The Howell Company, St. Charles, Ill.—Chromsteel 
desks and chairs in modernistic patterns featured the 
office furniture display here. A new line of smokers 
embracing practical design and size was an added 
feature. William McCredie, secretary of the company, 
was in charge. 

Imperial Desk Company, Evansville, Ind.—A line of 
handsome desks for both home and office use was a 
highlight of this exhibit. Bookcases in many styles 
and sizes were also shown. N. A. Gerth was in charge. 

Murphy Chair Company, Inc., Owensboro, Ky.—Plain 
and richly upholstered posture chairs featuring fine 
grade leather in many colors composed the feature item 
here. In addition there was a line of handsomely-dec- 
orated oak executive chairs of the swivel and side type. 

Louisville Chair & Furniture Company, Louisville, 
Ky.—Milton P. Conrad and J. D. Davis were in charge 
of this exhibit, which featured household furniture. 

Tell City Chair Company, Tell City, Inc—An exclu- 
sive line of executive and stenographic posture chairs 
as well as straight and arm chairs in walnut and ma- 
hogany comprised the showing here. J. H. O’Toole was 
in charge. 

St. Johns Table Company, Cadillac, Mich—H. M. 
Petrie was in charge of a fine assortment of dinette 
suites and living room tables, many of which were new 
| numbers making their first appearance. 

Remington Rand Portable Division, New York, N. Y. 

—An excellent showing of desks specially made for 
| portable typewriters with M. S. Stevenson in charge. 

Mutschler Bros. Company, Nappanee, Ind.—This 
| firm, which recently moved from the Merchandise Mart 
| to the Furniture Mart, made a fine showing of house- 
| hold furniture with a special and attractive lighting ar- 
|rangement. William Mueller was in charge. 
| Norcor Manufacturing Company, Green Bay, Wis.— 
| A new and complete line of bridge sets shared honors 
for the spotlight with a variety of folding chairs for 
public seating work. S. E. Ziegler was in charge. 


At the Merchandise Mart 


Wabash Cabinet Company, Wabash, Ind.—An artistic 
showing of desks, tables and bookcases was made under 
the direction of E. V. Hughes. Many of these items 
were arranged in a series of pleasing ensembles of 
modern and eighteenth century styles. 

High Point Bending & Chair Company, Siler City, 
N. C.—James K. Boling and L. T. Friedman were in 
charge of this showing of straight and arm chairs. 
The exhibition also included a new line of automatic 
folding tables and chairs. 

Majestic Lounge Company, Inc., New York, N. Y.— 
This exhibit consisted of completely-upholstered office 
| chairs and lounges in every grade and color of leather 
| available. M. V. Follin was in charge. 
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NOBILITY! 


Mashek Cases are always associated 


with the highest ranks—in Business— 
in Education—in Music. 


Every aristocratic character is pro- 
nounced—the quality—the workman- 
ship—the style and conveniences. 


We have a complete line to meet 
every fancy and most budgets. 


“If it’s made with Leather, MASHEK makes it Better” 

















JheNew Way 














Can be y/ Its sharp 
Sharpened 7 point easily 
like a 7 Erases one 
Paper Pencil / or more letters 

Samples without 
Furnished on smudging the 
Request. whole word. 


Pull Thread Back To First Hole 
And Unwind Paper Strip. 


Pat. No. 1,756,953 
Sv 750e ff PENCIL COMPANY 


PHILADELPHIA — U.S.A. 


Salesrooms: New York, 2 Park Ave.; Chicago, 912 W. Washington Bivd.; 








— — 
No spoiled stock with | 
| WARSHAW Index Cards 








Cellophane a : ~ ~ — 
Protected ~: : Bi Kad 


Buy in quantities—at the maximum dis- 
count—WARSHAW INDEX CARDS 
are always fresh and clean. Rotary cut 
on all four sides by full automatic 
machinery, perfect ruling, uniform mar- 
gins, good quality stock. 


Pocket that extra discount to- 
day. Samples and prices sent 
gladly. 


ROLL LABELS 
GUIDES 
INDEX CARDS 
REINFORCED 
FOLDERS 
PROTEX 
STICKONS 
MENDING TAPE 
GUMMED 
INDEX TABS 


WARSHAW MFG. CO., Inc. 
1 MAIN ST. BROOKLYN, N. Y. 
















For the final touch 
‘of smartness 








The Standard Name 
for Fine Leathers 


New ideas, new desires and new 
needs in office furniture create new 
demands in upholstery. Eagle- 
| Ottawa meets them in excellent 
| 
| 








style. 
Courtesy of Murphy Chair Co., Inc., 
wensboro, Ky. 


Eagle-Ottawa craftsmen have created new modern colors 
to supplement the old, all worked out in excellent taste. 
Their handsome appearance enriches the splendid values 
built into office chairs by the furniture manufacturers. Their 
durability makes Eagle-Ottawa popular with shrewd judges 
of today’s values. 


Write us todey for full particulars and samples 


EAGLE-OTTAWA LEATHER CO. 
Grand Haven, Mich. 


St. Louis, 1602 Lecust St.; San Francisco, 569 Howard St.; 
Los Angeles, 1012 Broadway Place; Portiand, 1238 N. W. Glison St.; 
High Point, N. C., P. 0. Box 386 
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Comfort 
Good Looks 
Correct 
Posture 
IN THIS 


HIGH 
POINT 


Posture Chair 


Recommend this chair! 
Its comfort, correct pos- 
ture and pleasing lines 
attract favorable consid- 
eration wherever shown. 
Upholstered in genuine 
leather or mohair frieze, 
finished walnut, mahog- 
any and oak—also steel 
een for use with metal 
urniture. 
DEALERS: Let us help 
you test out the profit 
possibilities of a display 
of High Point Chairs. 
Catalog on request. 


High Point Bending & Chair Co. 


Makers of Leather Upholstered and wood office chairs, 
bentwood, folding chairs, etc. 


Siler City, North Carolina 





No. 1104—66"x36" 


A RISHEL MODERNE 


In Genuine American Walnut 


Style—Craftsmanshio—Beauty 


Ask for New Catalog 
of Complete Line 


Some Desirable Territory open 
for Experienced Salesmen 


J.K. RISHEL FURNITURE COMPANY 


Williamsport, Pa. 














| 


| 
| 
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No. 110 
124° W.-—-104"H.—55¢"D. 


This new ASCO number has a wide appli- 
cation in office, factory, school or home. 
Just the sort everyone wants for their per- 
sonal use. Made of high grade steel elec- 
trically welded. In either olive green or 
black wrinkle finishes. Nickel plated 
handle and lock. 20 division index. 


Put a sample on display today. 


y4\ ART STEEL CO., INC. 


300 E. 145th St., New York, N. Y. | 

















DARNELL 
Office Chair 


CASTERS 


e BUILD and HOLD 
BUSINESS 


Your customers will 
appreciate the smooth, effortless, quiet operation 
of Darnell Casters. Famous because they 


Always SWAWVAEE. and ROVE 


—Darnell Casters have longer life and give the 
maximum of floor protection. Made of highest 
quality materials throughout. Office Furniture 
and Appliances Factory-equipped with Darnell 
Products indicate the manufacturer’s high regard 
for quality. 

The new Darnell Caster and Wheel Man- 


ual is now ready for distribution. 


CORPORATION, LTD. 
P. ©, Box 4027-O, Sta. B 
Long Beach, California 
24 E. 22nd St., New York City 
36 N. Clinton, Chicago, Iilinoi: 





Featuring the Darnell Patented 
Double Ball-Bearing Swivel 














Write for 
FREE Sample 
Set of Darnell 

Noiseless Glides 
and Special 
Proposition 
for Darnell 
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MAVERICK-CLARKE EXHIBIT SHOWN 
One of the exhibits at the American Vocational Asso- 


ciation Convention held in San Antonio, Tex., during | 
December was that of the Maverick-Clarke Litho Com- | 


pany displaying duplicating devices. Al Eisemann, 
manager of the business equipment department, was 


in charge.—BCR 
= > 


[he lrend lo Dictaphone Sweeps On 


CHICAGO DISTRICT QUOTA BOARD 




















CHICAGO DICTAPHONE SALESMEN BREAK QUOTA RE- 
QUIREMENTS.—The bulletin board shows the record of the 
salesmen during the month of December, in which every one 
exceeded quota. The banners hanging below indicate that 
the office as a whole went over the top in each quarter of 
1936. A. E. Blackstone, branch manager, says, “1036 was a 
great year for us in spite of the fact that our quota was in- 
creased more than thirty percent over 1935.” 


——_$__>————_ 
GREIST COMPLETES MERCHANDISING PLAN 
With national distribution established on its new 
executive desk lamp, the “White Knight,” the Greist 
Manufacturing Company, New Haven, Conn., has pre- 
pared a merchandising plan and a series of dealer helps 
to aid the retailers in gaining wider consumer accept- 
ance. 





By reason of this plan there are now available to | 
dealers selling the new lamp a series of counter and | 


window display cards, newspaper matrices, consumer 
mailing folders and catalogue pages. 

At the same time officials of the Greist company de- 
clared that dealer response to the introduction of the 
“White Knight” has exceeded anything in the history 
of the company. Replies to trade advertising and direct 
mail have been received by hundreds from practically 
every state. In order to meet this increasing demand, 
it was said, production schedules have been revised and 
the factory is working overtime. 

ae ee 
COOPER ON LENGTHY TRIP 

Frank S. Cooper, president of the Codo Manufactur- 
ing Company, 509 South Franklin street, Chicago, left 
January 15 for a western and southern trip which will 
take him through Missouri, Oklahoma, Texas, Louis- 
iana, Alabama, Georgia, Tennessee and Kentucky. Mr. 
Cooper will return to his Chicago office in the latter 
part of February. 

At the same time it was learned that E. C. Hurst, 
who represents Codo in Indiana, Ohio, Kentucky and 
West Virginia, reports greatly increased business and 
much larger orders in the territory which he serves. 




















CEN-TR-KOTED 
SPELLS 
COMPLETE 
CARBON-COPY 
SATISFACTION! 


More and more people are asking by 
name for CEN-TR-KOTED Carbon 
Paper and the perfected CEN-TR- 
KOTED Backing Sheet. For they 
find that this great CEN-TR- 
KOTED combination does give uni- 
formly sharp, clear, and clean im- 
pressions! This fast growing prefer- 
ence for CEN-TR-KOTED is the 
best reason of all for stocking it now 
... and recommending it to your 
customers. CEN-TR-KOTED gives 
better results . . . because it’s bet- 
ter itself! 


Send for our helpful 
booklet ‘‘Carbon 
Paper Facts.”’ It will 
be sent to you free on 
request and will give 


you many informa- 
tive facts on Carbon 
Paper. 





An Exclusive Agency on Grand Prize 
Carbons and Ribbons in your city 
is a sure slep toward greater profits. 
Write for our dealer proposition 


booklet. 
* 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O'Connor, Pres. 





Head Office and Factory: 1451 Harrison St., San Francisco 
Chicago: 608 So. Dearborn St. 


Houston, Tex. Portland, Ore. Denver 


Los Angeles 
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Compass T-square -pen and ink . . . these 





Soo 


are the tools that are building the future. They 
make the plans and drawings which, when com- 
pleted, will mark the progress of mankind. 

Heading this list is Higgins American India 
Ink. Since 1880 Higgins Drawing Inks have set a 
standard of supremacy befitting the great works 
that they have put on paper—a record which we 
are confident will extend far into that future 
which they have helped to plan. 


CHAS. MB. HIGGINS &@ €O., INC. 
271 NINTH STREET - BROOKLYN, N. Y. 


‘sols THAT ARE BUILDING THE FUTURE 








: + 
THE DAWN MFG. CORP 


181 St. Paul St Rochester, N. Y 





Note: The Dawn Mfg. Corp. is a subsidiary of the Hall- 
Welter Co., Inc., who manufacture the famous SPEEDRITE 
checkwriter and the new inexpensive CHEXSIGNO signer 








OFFICE APPLIANCES 


MANN IS CHICAGO VISITOR 
O. D. Mann, well-known manufacturer’s representa- 

tive of Houston, Tex., was a visitor in Chicago last 

month where he attended the Mid-Winter Furniture 

Shows at the Merchandise Mart and Furniture Mart. 
| Mr. Mann, accompanied by Mrs. Mann, made a 
| lengthy stay at the display rooms of the Majestic 

Lounge Company, which he represents, as a guest of 
| M. V. Follin, secretary-treasurer of that firm. 

Mr. Mann represents several nationally known firms 
in the southwest territory. 





THE $500 WINNER!—Here is H. Rudnick (left) portable field 
man for the Royal Typewriter Company, presenting a check 
for $500 to J. L. Robertson, first prize winner in Royal's All- 
America football contest. This contest was run in connection 
with Royal’s Eddie Dooley radio program broadcast through 
September, October and November. T. Wormser, proprietor 
of the Wormser Typewriter Company, in whose store the 
presentation was made, is shown in center. 


i — 

COPY PAPERS, INC., ISSUES NEW CATALOGUE 

Dressed in a snappy red and black cover and with 
a heading of “The Source of Supply,” a new catalogue 
has been issued by Copy Papers, Inc., makers and job- 
bers of all types of duplicating supplies, 517 South Wells 
street, Chicago. 

The company, which was organized in 1929, is one 
of the few in the country which deals in supplies of 
all three types of duplicators—the alcohol process, 
gelatin, and stencil. 

Containing nineteen pages, the new catalogue is of a 
handy size, easily carried in pocket or brief case. In 
addition to outlining the terms upon which the firm’s 
products are sold, the book deals in detail with the 
various accessories and supplies for the three types 
of duplicating machines, including stencil papers, rolls 
and films, hectographs and refills, ribbons and carbons, 
and inks and pencils. 

Copies of the new catalogue as well as test samples 
and prices may be obtained by writing to the company’s 
home offices. 

—— >_> - 
CHAMBERLAIN ENDS VACATION 

W. G. Chamberlain, for more than twenty-five years 
in charge of operations for the Wholesale Typewriter 
Company in the Pacific Coast states, returned to San 
Francisco from a two-weeks vacation at Los Angeles 
and Palm Springs. He is again in fine health and re- 











sumes activities immediately. 
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Another Case of 
GOOD 


Judgment! 
NBC #902 


Leads style 
by a mile 


1937 











A style for 
every prac- 
tical purpose— 
that is why 
National Dealers 


can satisfy all needs. Eight pockets 


sliding handles. 


NBC cases have that elusive style that makes the man 
NBC craftsmen have 


created a great variety of quality brief cases, at at- 


who owns one grin with delight. 


tractive prices. Two and three way zipper envelopes, 


zipper ring books, catalog cases in all types of finishes. 


Your copy of the NBC catalog is waiting for you. 
Write for it TODAY. 


NATIONAL 2225:!32 MFG. CO. 
CHICAGO ~~ Peoria Street LINOIS 


STATIONERS / 175 vour 
IA (AMIAVA Dah 


LINE.. 


STEEL: STRONG” PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY... ‘ 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable .. . 
secure . .. with the guaranty of Members of The 
Nat’l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ... and each product 
has been developed to tke highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL STRONG “PRODUCTS 










“| COUNTER 





BILL STRAPS 








941 CLARK ST 
CINCINNATI,O 


THE C.L.DOWNEY CO. 
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Where the finest is required in up- 
holstery leathers, whether on land, on 
sea or in the air LACKAWANNA 
LEATHERS are used. 


The new United States Supreme 
Court, the new battleships and des- 
troyers of the U.S. Navy, and the new 
“~~ transport oe — - 
a ui with LACKAWA A 
LEATHER 


LACKAWANNA LUXOR LEA- 
THERS have been developed to meet 
the demand for a more satisfactory 
leather at a moderate price. Samples 
sent on request. 

























The Lackawanna Leather Co. 
1000 Grand Avenue, Hackettstown, N. J. 

















THE WISE DEALER 


Regards his stock of EVANSVILLE 


DESKS as a prime investment and 
a source of certain profits. 


The 60” Turned Leg 
Desk in Evansville 
No. 3000 Group 


For quicker turnover and a better 
profit return, concentrate sales effort 


in 1937 on EVANSVILLE DESKS. 


Write for the Portfolio of Designs, 
if you do not have it. 


EVANSVILLE DESK COMPANY 
BUILDERS OF WOOD OFFICE DESKS 
EVANSVILLE INDIANA 
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" AN 
KILI 
Unground Ball Bearings for 
Metal Office Furniture Industry 
(0. 6. Patent 1.788.683. Canadian Patent 834.059. Other patents pending) 
All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in an 
desired shape. (No soft stampings used whatsoever. 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 
cations. 





vv 
the 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 





PATENT NO. 2,066,608 


DROR-TYPE 


Modern; Compact; Scientifically Designed for 
Space Economy and the Efficient Serving of the 
Typist with All Materials—54 and 60 inch Lengths 


Grand Rapids Cf ligiinabes Michigan 

















OFFICE APPLIANCES 


Walz 


SE < 


Why 







Profitable 







Now with 










beautiful 


oak interior 






The Most Attractive Chest on the Market 


¢ Extremely good-looking 
* Built to last a lifetime 
* One hour heat-safe guarantee 







* Minimum shipping weight 


WRITE US TODAY 














GEO. Be WALZ . 
112 Wesley Ave. Oak Park, Il. 









The Lamp 
Ilustrated 
Is No. 512 
Obtainable in 
Statuary Bronze 
or 
Rosewood 
Bronze 





Calvert Lamps give correct indirect 
lighting without the use of glass, paper 
or any other type of defuser. Write for 
circular showing our complete line and 


its unique principle of indirect lighting. 


CALVERT LAMP CO. 
300 East Federal St. Baltimore, Md. 
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BANKERS & MERCHANTS ISSUES STAMP 
DISPLAY STAND 


Made for the purpose of aiding dealers increase sales 
of the company’s merchandise, a new and handsome 
display stand is being offered free of charge by the 
Bankers & Merchants Stamp Works, Inc., 3223-25 Shef- 
field avenue, Chicago, on a purchase of twelve stock 
stamps mounted with the B. & M. exclusive chromium 
mount. 

According to S. M. Weissman, president of the com- 






On 


MOUNT if Sho 


























THIS STAND SELLS STAMPS.—That is the state- 

ment of scores of stationers who have received this 

handsome display stand from the Bankers and Mer- 
chants Stamp Works, Inc., of Chicago. 


pany, the stand was created as part of a plan of mer- 
chandising to make it possible for the stationery store 
to offer a reminder to their customers that they main- 
tain a rubber stamp department. Mr. Weissman said 
that a great many dealers who had taken advantage 
of the free offer have already voiced enthusiastic 
thanks for the increased business brought about by pos- 
session of the display. 

The stand, which is chromium plated, is so con- 
structed as to hold the standard and popular kind of 
stock stamps used by practically every type of business. 
It serves equally well on a show case or counter, or in 
a window. 

—— 

LOOSE LEAF INSTITUTE REVIEWS ACTIVITIES 

In a statement issued last month in which the or- 
ganization extended the season’s greetings to the trade, 
the Loose Leaf & Blank Book Institute, New York, N. Y., 
gave a review of its activities during the year just 
passed. 

Among other things, the statement pointed out, the 
institute was instrumental in securing an extension of 
new and lower freight rates on binders, book covers, 
blank books and loose leaf fillers until June 30, 1937. 

The statement which is signed by Carl A. Baer, execu- 
tive vice-president of the institute, after referring to 
the helpful spirit of the railroads, concludes with the 
following: 

“Truly, in face of these conditions, the railroads are 
deserving of our gratitude, their splendid spirit of help- 








| 
| 
| 


fulness and cooperation at this time is commendable | 
and demonstrates emphatically that the railroads wish | 


to be fair with the shipping public.” 
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it Pays and Pays 
and Pays! 





* ET in on Autopoint’s 
organization use 
nation-wide campaign. Hun- 
dreds of firms are anxious to 
have the facts about impor- 
tant savings possible by 
switching to precision-made 
Autopoint mechanical pen- 
cils, leads and erasers for 
organization use, replacing 
wasteful wood pencils. Pays 
and pays AND PAYS, first 
in quantity sale, afterwards in steady repeat volume on leads, 
erasers and more pencils. This plan sells Autopoints so easily 
it has even made steady customers of users of inferior mechan- 
ical pencils—the hardest prospects you could find!”’ 
You are earnestly urged to get complete data, samples and 
information regarding protection of accounts, etc. 





The # Better Pencil 


AUTOPOINT CO., Dept. OA-2, 1801 Foster Ave., Chicago, Ill. 
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Ml 4i 
DUO-TANG 
NEW AND MODERN 
> LOOSE LEAF 

PRESENTATION 
p COVERS 


Note the L- piece 


built-in double The new DUO-TANG Loose 





tongue fastener. It 

will neither twist nor Leaf Presentation Covers sell 
turn — Binding holes on sight to commercial firms, 
have metal eyelets. executives, salesmen, agents 


and students. A quantity proposition with large 
concerns. Especially valuable 
for surveys, proposals, price - 
lists, booklets, catalogs, | 
letters, briefs, etc. 


DUO-TANG Covers are 

equipped with the exclusive 

1-piece built-in double 
tongue fastener, which will not 
twist nor fall away from bind- 


ing position when inserting 
or removing papers. Bindin 
holes are re-enforced wi 





























metal eyelets. Durably built 
one piece construction in ten 








Durable construction, 








200 South Peoria St. Chicago, Illinois 








I stan rd colors. —— es 
q er pe price list and color Papers inserted and re- 
2 book sent upon request. aan By, mum 
PELLINGSWORTH MFG. CO. 
f Manufacturers of DUO-TANG Covers 

Z 
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INSURE YOUR 

REPEA T Bl SINESS. ee 

by selling merchandise today that has already proven satisfactory 
in the past. DURABILITY branded Filing Supplies are produced 
to give enduring satisfaction and real value. All the items in the 
DURABILITY line are attractively boxed for real merchandising 
appeal. 


SEND NOW .. . for samples and our Catalog No. 736 containing 
latest prices and sales helps. 


C. L. BARKLEY & CO. 


ESTABLISHED 1921 





cManufacturers of Filing Supplies 
517 S. JEFFERSON STREET CHICAGO, ILL. 














“Built by 
jy > RS ) @ ae 


“Built by Tell City” has meant for nearly half a Century 
dependably good desks. In design, style and finish they 
have kept abreast of modern progress. 


Our Dealers have given the stamp of approval to the T 4100 
series illustrated here. It is built in five sizes with typewriter 
desks and tables to match. 


Full details of our entire line will be found in our catalogue 
which will be mailed upon request. 


Tell City Desk Company 
Tell City, Indiana 
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OFFICE APPLIANCES 


SAN FRANCISCO DEALER TAKES NIAGARA LINE 

The duplicator department of A. Carlisle & Co., Up- 
ham & Rutledge, Inc., San Francisco, under the man- 
agement of L. Hay Chapman, has secured the exclusive 
distributing rights to the entire Niagara duplicator line 
of machines and supplies. 

The duplicator department is being enlarged and 
four experienced specialty men will devote their entire 
time to it. A full line of all duplicator supplies will 
be carried and all Niagara machines in the territory 
will be serviced. 

In addition, the cutting of illustrated stencils will be 
a feature. 

—__—_——<@>— —__—_ 
NEW INDIANA CHAIR COMPANY ADOPTS 
FLOTILT CONTROL 

As a means of creating a new demand for business for 
dealers throughout the country the New Indiana Chair 
Company, Jasper, Ind., last month announced the 
adoption of a new type of Bassick Flo-tilt chair control 
for all swivel chairs manufactured. 

According to General Manager Edward J. Beckmann, 
the new chair control has been decided upon because of 
several favorable features of its construction including 
the elimination of springs and the installation of rubber 
inserts which make for smoother and quieter operation. 

cena 
BARRY VISITS EASTERN COMPANIES 

Charles R. Barry, of San Francisco, and Mrs. Barry 
stopped in Chicago for a brief visit while on their way 
East to visit companies which Mr. Barry’s organization 
represents in the Pacific Coast territory. From Chi- 
cago they went to Buffalo and North Tonawanda where 
Mr. Barry attended a sales gathering of Victor Safe & 
Equipment Company. They went on to New York from 
where Mr. Barry called upon Oakville Company and 
others. He reports an attractive volume of business for 
1936 with the longshoremen’s strike as the only obstacle 
in the way of a substantially larger volume this year. 








PENS AND PENCILS 


Chicago, tl.—The Busser Pen Products Company has amended its 
charter, increasing the number of shares from seventy-five par value 
and 100 shares non par value, to 250 shares par value and 100 shares non 
par value. Charles 0. Louks, charter representative, 10 South LaSalle 
street 

San Francisco, Calif.—-Lloyd Wagner, coast representative of the Joseph 
Dixon Crucible Company, 444 Market street, has returned from the east, 
where he attended a company meeting in New York the week of Decem- 
ber 14 

San Francisco, Calif.—Oliver Pierce, manager of the local branch of The 
Conklin Pen Company, has returned from a sales meeting at the factory, 
Toledo, Ohio. Tom Emerson, vice president, outlined an aggressive national 
sales campaign. Mr. Emerson had been in charge of the western district 
formerly 

San Francisco, Calif.._A meeting of the Western managers of The Parker 
ren Company was held by Jas. Black, assistant sales manager at the coast 
headquarters, 220 Post street, January 2. In attendance were Lyden Find- 
ler, Denver; Alge Van Dusen, Spokane; Les Strager, covering Portland 
and Seattle; C. M. Marburger, Sacramento; Howard Spurrier, San Fran- 
cisco ; Oswald Vercket, Los Angeles ; Harry Gross, Pasadena ; Lee Feitskog, 
Beverly Hills; Bernard Freed, San Francisco. Mr. Black reported a fine 
increase in the past year’s business 
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Birmingham, Ala.—Martin Ringleberg has been appointed city sales- 
man for the L. C. Smith & Corona Typewriters Inc., succeeding S. W 
Broussard, who has joined the local branch of the Royal Typewriter Com- 
pany, Inc.—-RHB 

Danville, tt.-The Danville Typewriter Company has moved to the 
Hotel Wolford building. S. B. Walton, the owner, came to Danville from 
Evansville in 1924, and has been in the office machine and equipment 
business twenty-one years 

Long Beach, Calif.—W. R. Inman has opened the All Makes Typewriter 
Company at 210 East First street. He has had an extended experience 
with most of the major typewriter manufacturers. 

Montgomery, Ala.—E. A. Handley, who had been in charge of the 
service department of the Underwood Elliott Fisher Company, has been 
advanced to the post of manager of the Montgomery branch. He suc- 
ceeds O. H. Sellers. 
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LONG RECOGNIZED 
SPECIALISTS 


IN 


HECTOGRAPH 
CARBON 


For All 
GELATIN and SPIRIT TYPE 
DUPLICATORS 


We are specialists in the manufacture 

of Hectograph Carbon and Ribbons. In 

fact we are recognized as having de- 

veloped one of the best and most com- 
plete lines on the market. 


We can meet every Hectograph Dupli- 
cating Requirement. It will pay you to 
send for prices and samples. 


PHILLIPS PROCESS CO., Inc. 
82 St. Paul Street Rochester, New York 
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FOR 69 YEARS 


We Have Been Making 
BETTER OFFICE TABLES 


Since 1868 we've been mak- 
ing America’s favorite office 
tables here in the world’s larg- 
est table factory. No wonder 
they are the fastest and most 
profitable sellers. Write today 
for our catalog and price list 
showing our complete mini- 
mum-inventory line. All the 


That’s Why You 
CAN DO BETTER 
Withthe Famous 
St. 


best selling colors and sizes, 
with sturdy dove-tailed draw- 
ers with 3-ply bottoms. A line 
designed for turnover, profit, 
and customer satisfaction. 


Johns Line! 





St. Johns Office Tab-e No. 24 


Northern Gray Elm. Golden 
Finish. Top, 1%" thick. Legs, 
2'4" square. 6 sizes: 24 x 36, 
27 x 42, 27 x 48, 27 x 54, 27 x 
60, and 30 x 72. Shipped K.D. 
Packed two of one top-size in 
crate. 














































NATIONAL 


SPONGE RUBBER CUSHIONS 


ALL 


Sizes 


ALL 


Colors 





WINDOW & COUNTER 


(ADJUSTABLE) 


FREE DISPLAY RACK 


The Complete Quality Line at Popular Prices 


®@ ECONOMY LINE @ CONVERTIBLE LINE 
VELVET CORDUROYS WOVEN CANE AND 
RICH PILE VELOURS CORDUROY OTHER SIDE 
@ DE LUXE LINE 
CORDED BOXED EDGES 
UPHOLSTERED WITH RICH PILE VELOUR 


ATTRACTIVE DISCOUNTS—Write for Descriptive Circular 


NATIONAL OFFICE CUSHION CO. 
110 GRAND ST. NEW YORK, N. Y. 





ST. JOHNS TABLE COMPANY 
CADILLAC, MICHIGAN 


Office Furniture Warehouse Company, 573 Broadway, New York 
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+ 
Newly Improved 


‘*GAYLO’’ 
METAL 
FOLDING CHAIR 


$ 25 each 


f.o.b. Chicago 


GAYLO 


Correct Posture 
Chairs are now 
RIVETED AT ALL 
JOINTS. Made 
of heav U- 
shaped COLD 
ROLLED STEEL. 
Chairs can be 
bolted together 
in rows, groups of 
two or more. 


Ideal for 
offices, schools, 
churches, clubs, 

etc. 












Baked Synthetic Enamel Finish 


GAYLO chairs are comfortable and rigid in construction. 

They open and close quietly and quickly. Fold flat—stack 

easily. Seat and back heavily upholstered in Spanish leather- 

ette. Rubber tipped non-skid Front legs. Furnished in attrac- 

tive Mahogany, Black, Green, Tan and Bone-White colors. 
BRIDGE TABLES furnished to match. 


SALESMEN—A few vacancies open | 


GAYLO MFG. CO. 
820 NO. MICHIGAN AVE. 














CHICAGO, ILL. ¢ 
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THE NAME MUNSON IS SYNONYMOUS 
WITH TYPEWRITER CUSHION KEYS 





A QUALITY ITEM 
AND 
AKNOWNBRAND 
FOR THE PAST 
30 YEARS 


CUSHION KEYS 
ONE OF THE 
BEST SELLING 

ITEMS — 





load vy ~ 


INTERNATIONAL 
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Munson Suppry Co., 348 Hudson St., New York City 
Please send information about the New Key 
—New Package and Counter Display to 


Name. . — —— a ee 
Address . 
Cily...... SORT PRES eT 
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FOUNTAIN 
PEN 


WORLD'S GREATEST PEN MAKERS SINCE 1858 





Designed to appeal, 
designed to sell, 
and designed and 
built to wear a full- 
value service period 

. « these truths 
about AICO Desk 
Pads have rapidly 
put this line in 
front position in 
the dealer’s favor. 
Over a_ thousand 
combinations of 
colors and styles are 
shown in the AICO 
catalog. 


* AICO 


stationer’s specia 
fies are proven profi 
makers To mention 


few 
AICO GRIP Tub 
Edge T ubbing 
AICO Index 
u ork Di ctributo 
= ia 
“ble ite fo promote 


RRR RES 


Ged: AIGNER: CO 


503 S. JEFFERSON ST. CHICAGO 
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PERFECTION METALS 


for ring books and post binders— 


a service for manufacturing stationers 


Your needs in various sizes of ring or post binder 
metals can be quickly and accurately supplied 
from our ample facilities. 

Many manufacturers and wholesalers can best 
keep their trade informed by means of loose leaf 
catalogs. By using PERFECTION metals, you 
can provide them with fast action binders, durable 
for lifetime service. The information is thus kept 
up to date, complete and at low cost. Sales and 
service manuals, too, are most efficient when in 
loose leaf form. 

Be sure to have our catalog on file. 
you realize on many opportunities. 


LOOSE LEAF METALS CoO., INC. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative 


It will help 








S. & D. Loose Leaf Co., 427 San Pedro St., Los Angeles 
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New Britain, Conn.—Dailey’s Typewriter Exchange has been chartered ; 
capital stock, $50,000; incorporators—William F. Dailey, Winona E. 
Dailey and Arthur W. Meginn, all of Hartford 

New Orleans, La.—Churchill’s Typewriter Repair & Sales Company lost 
merchandise valued at $65.00, including a typewriter, when a window was 
broken and the merchandise stolen 

Oakland, Calif.—Neil Murphy has been appointed to the new branch 
of the Royal Typewriter Company, Inc., coming here from Milwaukee, 
Wis., where he was assistant manager 

Omaha, Nebr.—Fred Weiss has joined the portable typewriter division 
of Remington Rand, Inc. He had been associated formerly with the Cen- 
tral Typewriter Exchange, and later Pacific coast manager of the Wood 
stock Typewriter Company 

Sacramento, Calif._-The Kling Typewriter Company has been established 
at 330 Ochsner building. The activities of this business include typewriters, 
adding machines, supplies, sales and service 

San Francisco, Calif.—Paul Wilson has been transferred from the 
Rocky Mountain territory of the Woodstock Typewriter Company to this 
territory 

West Palm Beach, Fla._-The Palm Beach Typewriter Company has 
been chartered to operate in this state; capital stock, 600 shares at $100 
par; incorporators—E. F. Mulligan, Frank Speno and J. A. Bailey. 








ADDING MACHINES 





Atlanta, Ga.—E. B. Scarboro has opened a sales and service shop at 
74 Pryor street, having distribution for the Allen-Wales adding machine 
and the Friden calculator. Used bookkeeping and posting machines are 
included in his stocks. Mr. Scarboro had been associated formerly with 
the Adding Machine & Typewriter Exchange 

Atlanta, Ga.—C. E. Hale, who had been in charge of the service de- 
partment of the Comptometer Company here, has been transferred to the 
Charlotte office, where he will serve as school and fleld instructor, and 
also have charge of the service department. 

Oklahoma City, Okla.—P. E. C. Gurtler has taken charge of the local 
office of the Victor Adding Machine Company, Commercial Exchange 
building. He succeeds his brother, C. A. Gurtler, who is now operating 
in the Dallas territory. 

San Antonio, Texas.—The Burroughs Adding Machine Company, a Mich- 
igan corporation, has been chartered in Texas; capital stock, 5,000 shares 
no par value; H. A. Brunson, charter representative 





OTHE & MACHINE S 


Chicago, !0.—Burglars stole a typewriter and four adding machines 
valued at $1,060 from the business office of the University of Chicago, 
January 4. 

Chicago, til.—Charles R. Acker Associates, 1156 Merchandise Mart, 
Chicago, has taken on distribution of the Neison Corporation in Northern 
Illinois, Northern Indiana and Southern Wisconsin 

Forest City, lowa.—The N. C. Milliron Company, Des Moines, Iowa, 
has opened a branch here, dealing in new and used office equipment; 
typewriters and office supplies are handled 

San Francisco, Calif.—A. Obstfeld, vice president and sales director of 
the Markwell Manufacturing Company, has been actively engaged in making 
the rounds of the coast trade 

San Francisco, Calif.—A. Carlisle & Company, Upham & Rutledge, Inc., 
has taken the exclusive agency for the Niagara duplicator. L. Hay Chap- 
man is manager of the department 

San Francisco. Calif.—Ralph D. Buckley, western representative of the 
Automatic Pencil Sharpener Company, Chicago, made a trip to the home 
office in December. While in the central west he visited his sister at South 
Bend, Ind. 

San Francisco, Calif.—0O. H. Davison, of the 0. H. Davison Company, 
is working on a thorough canvass of his territory. The company is well 
settled in its new headquarters. Among the lines represented are Neva- 
Clog Products, Inc., The Fulton Specialty Company; Josephson Manufac- 
turing Company; David Kahn, Inc; Erie Art Metal Company; and Finch 
& McCulloch 

Wilmington, Del.—tThe office of the Delaware Coal Company was en- 
tered in January by Everett Henry, who is accused of taking two type- 
writers, an adding machine, check writer and other items 

Wilmington, Del.—The Pay-Indicator Machine Company, Inc., has been 
chartered to deal in adding, writing and tvpewriting machines; capital 
stock, $130,000: incorporators—-Frederick W. Walker, Roselle, N. J.; 
Fred E. Duesenberry, Rye, N. Y Arthur C. Henshaw, Brooklyn, N. Y.; 
charter representative, United States Corporation Company, Wilmington 
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Chicago, 111.—The Universal Loose Leaf Manufacturing Company, 161 
West Harrison street, has surrendered its corporate charter 

Toledo. Ohio.—Charies C. Kitchen has been appointed sales representa- 
tive of Baker-Vawter, Inc., 841 Edison building.—AK 














FURNITURE 


Boston, Mass.—Beach & Belledeau has increased the space devoted 
to this progressive establishment, an additional expansion which began 
about a year ago. 

Chicago, !11.—George Dewey, who had been with the Kendrick Furni- 
ture Company, has joined the G. A. Stowers Furniture Co. at San Antonio, 
Texas. 

Columbus, Ohio.—Thomas W. Ruff & Company, 21 North Fourth street, 
was established late last year, handling office furniture, filing equipment 
and supplies. Mr. Ruff has been in the office furniture line in Columbus 
eighteen years. 

Corry, Penna.—R. C. Anderson has become vice president in charge of 
sales for the Corry-Jamestown Manufacturing corporation. W. Bruce 
Ellsworth has been made sales manager of the company’s stock division. 





| & Carbon Mfg. Co. 
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CERTIFIED 
PAPER 


ROLLS 


or 


Cash Registers 
Adding Machines 
Stenotype 
Teletype 
Police Signals 
Addressographs 





Red ink end-marked. Va- 
riety of sizes, colors, car- 
bonized, duplicate and 
triplicate rolls. Precision- 
made to insure perfect 
operation. 


CON, 


LYNN PAPER PRODUCTS MFG. CO. 


2000 HOWARD ST DETROIT, MICH. 











Make Your Ribbon 


and Carbon Dept. 
PROFITABLE I 


CROWN PRODUCTS 
Build Profits 


Modern business requires Typewriter 
Ribbons and Carbon Papers that 
afford the maximum of Economy, 
Legibility and Permanence. 


For more than 35 years Crown Prod- 
ucts, quality and service guaranteed, 
have met all requirements of business, 
thus insuring profitable reorders. 





Crown Dealers and Distributors are 
covering nearly 100 foreign countries 
and every state in the U. S. A. 


Crown Ribbon 


782-790 St. Paul St., Rochester, N. Y. 


























DOPP-CRAFT 
Has Earned Its Popularity 


Like the whole Dopp-Craft line the brief case here illustrated 
has earned its popularity with fine materials, excellent work- 
manship and reasonable price. This fine brief case has three 
pockets with gussets and a wide zipper tape on top to allow 
tor extra capacity. Size 16 x 11. Strong partitions and two 
strong disappearing handles. Walrus top grain cowhide, 
with leather gussets and partitions. Black or brown. Can 
also be had in good grade split cowhide. A beautiful case 
and a4 fine value. Cash-in on customer satisfaction with 
Dopp-Craft; send for catalog of complete line. 


CHARLES 
DOPPELT 
& CO. 


Opposite 
Merchandise Mari 


412 Orleans St. 
Chicago, Ill. 


Dopp - Craft 
No. 428 











Offer this office Machine Stand FREE to your 
customers and prospects who are interested in a 
Typewriter, Calculator, Addressograph and 
watch them buy. 

It’s a big seller too—big discount, low 
retail price. 

Write Pruitt for Booklet No. 6 on all office 


machines and supplies. 





COMPANY 


526 Pruitt Bldg. Chicago 
We buy machines for cash. 


Get our allowance schedule book on office machine values and 
make more deals, worth $$5$$, Pruitt price only $1.00. 





OFFICE APPLIANCES 


Hamilton, Ohio..-Harry Lynn, vice president and treasurer of The 
Mosler Safe Company, has announced a ten per cent wage increase for 
its 300 employees._-AK 

New York, N. Y An item on Page 155 of the December issue 
of Office Appliances gave the address of the new office furniture 
business of Louis Frank incorrectly. Mr. Frank is operating at 13 
East Thirtieth street, where new and used office furniture is sold. 
We regret the error, and suggest that manufacturers who sent 
printed matter to the Twentieth street number remail their mate- 
rial to 13 East Thirtieth street. 

New York, N. Y.—The Brause Desk Company, Inc., formerly at 404 
Broadway, has moved to 575 Broadway 

New York, N. Y.—The Rhodes Desk Company, Samuel Axelbrod, presi- 
dent, has leased the premises at 533 Broad street, organized to deal in 
new and used office furniture. Mr. Axelbrod was formerly in business at 
356 Broadway 

New York, N. Y.--The Beacon Office Equipment Company has moved 
from 134 West Twenty-third street to 146 West Twenty-third street. The 
company has increased the space occupied at the new location This 
business is conducted by Mr. B. Gliedeman 

St. Petersburg, Fla..-P. K. Smith has opened a commercial furniture, 
stationery and office machine business at 344 Central avenue. He had 
been active in the local field in the past, having operated The Office 
Outfitters and the Pinellas Stationery & Printing Company some years ago 

San Francisco, Calif.—-The Acme Business Equipment Company is a 
new business conducted by Herman and Phil J. Cohen, 30 Battery street 
rhe lines handled include new and used office furniture, office equipment, 
office machines and stationery 

San Francisco, Calif.—Charles R. Barry, factory representative of The 
Victor Safe & Equipment Company, Inc., attended a special sales meeting 
of the company early in January at North Tonawanda. He called on other 
Eastern connections while on this trip. 








MARKING DEVICE S 





Chicago, 111.—The Louis Melind Company, 362 West Chicago avenue, 
reports a lively demand for its new Catalogue No. 60 

Detroit, Mich.—-At the first meeting of the Detroit Stamp Manufacturers 
Club in 1937, officers were elected to serve in the current year 

San Francisco, Calif.._The local branch of the Louis Melind Company, 
‘93 Market street, is distributing a new catalogue of marking devices, list 
in some 300 items of merchandise which the branch distributes on the 


ist 























rents OO Re a 


Bryan, Ohio.—-The Fulton Office Supply Company will move from the 
present location in the Kunkle building.—AK 

Chattanooga, Tenn.—The T. H. Payne Company, Market street, has 
added a camera department 

Centralia, tt!.—The Master Fingerprint Equipment Company, 140 South 
Locust street, has been chartered to deal in equipment and devices use- 
ful in the science and art of fingerprinting; capital stock, 1,000 shares 
par value common; incorporators—O. T. Bounds, R. W. Ross and 
C. Baker; Jonas and Branson, charter representative, City National 
Bank Building 

Chicago, Il!.—-S. D. Childs & Company, 21 Sheldon street, was one of 
a group of local business houses celebrating a century in business last 

onth 

Chicago, tli.—-William Baar, formerly active in the local commercial 
tationery fleld, and later a member of the merchandising staff of The 
Fair, has been appointed to the merchandising council 

Chicago, I!!.—Earl E. Miller, who had been connected some time with 
the Swigart Paper Company, has joined the Fick Paper Company, 440 
North Halsted street. Mr. Miller will devote most of his time to the com 
mercial lines, and also specialties 

Columbia, S. C.—Arthur St. J. Simons has become president of the 
R. L. Bryan Company, succeeding the late Lomax Bryan. 

Deita, Colo.—-The stationery store of J. D. Van Volkenburgh, at 338 
Main street, has been purchased by Ernest Youngblood 

Jersey City, N. J.—David Brothers Paper Supply has been chartered 
to deal in paper supplies, by Leo and Theodore Davidowitz, 222 West 
Side avenue 

Lima, Ohio.—-The Emerson W. Price Company has renovated its store 
and shop, following a destructive fire in December 

Milwaukee, Wis.—-The Eau Claire Book and Stationery Company has 
leased space in the Plankinton building for a permanent downtown dis- 
play room and sales office. The company maintains a Milwaukee ware- 
house at 3100 West Cherry street 

New York, N. Y.—The Artistic Pad & Novelty Company has moved to 
55 West Seventeenth street, where room for expansion has been secured 

New York, N. Y.—-Duplicating Papers, Inc., has been chartered to 
deal in paper and printing; capital stock, $20,000; Minna Mayers, char- 
ter representative, 820 West End avenue, New York, N. Y. 

Philadelphia, Penna.—Philadelphia Stationers, 208 South Eleventh 
street, has been registered in the common pleas court by Joseph E. Marx, 
1621 Sansom street and Albert Marx, 6624 North Gratz street 

Philadelphia, Penna.—The Star Stationery Company, 6 South Second 
street, has been registered as a commercial title in the common pleas 
court by George Shapiro, 6026 Catharine street 

Providence, R. !.—The store of the Capitol Stationery Company has 
been spruced up, including new display equipment and arrangement 

San Francisco, Calif.—The Pacific Paper & Office Supply Company has 
been opened at 711 East Ninth street, by Harry Ferguson, formerly with 
the Stationers Corporation, Los Angeles. 

San Francisco, Calif..-The H. Edwards Manufacturing Company, inks 
and adhesives, has moved from 38 Natoma street to 37 Clementina avenue. 

San Francisco, Calif..-G. R. Morton, manager of the western branch of 
the Eaton Paper Company, 770 Mission street, reports that the branch sales- 
men are on the road with the spring lines of the Eaton plant, as well as the 
Z. & W. M. Crane Company. 

Sioux City, lowa.—The Sioux City Stationery Company has been char- 
tered, with capitalization of $10,000 
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Popular Office Chairs 


QUALITY CRAFTMANSHIP ... 
MODERN STYLING... = 
EXTRA COMFORT 


Office furniture dealers can 
make greater progress and 
do more business with 
Jasper Seating Co. chairs. 
Keyed up to present day 
demands in points of style, 
construction and comfort, 
their self evident value often clinches the sale for 
the entire ensemble—desk, 
table, cabinet, etc. Good 
furniture . . . prompt ship- 
ments. Catalog and details 
on request. 


Jasper Seating Co. 
JASPER, INDIANA 


CHICAGO: L. H. Farber, 529 So. 
Wabash Ave. Phone: Webster 3217 


NEW YORK: Office Furniture Ware- 
house Co., 573 Broadway 
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WIRE-O BOUND 


The new WIRE-O bound Social 
Security Record Books are very 
popular sellers. 

The Employees’ Record of Earn- 
ings (WO-103) and the Em- 
ployees’ Service Record (WO- 
101) are both designed for con- 
cerns having 25 or less em- 
ployees. 

These two attractive items are 
enjoying a heavy sale along with 
our other outfits designed for 
larger concerns. 

Why not order one or two dozen 
outfits today. Here are the list 
prices: 


WO-103—$1.25 WO-101—$1.00 


TRUSSELL MANUFACTURING CO. 
Poughkeepsie N. Y. 
































WOOD GRAINED ASH TRAYS 
Ncw TO MATCH OFFICE FURNITURE 
MAHOGANY, 


WALNUT, 
AND 


BRONZE 


THE SANI-TRAY LINE 


Now includes finishes to 
harmonize with any office. 
To the family of floor and 
desk models in lustrous 
chromes, and rich com- 
binations of chrome and 
black, red, or green, has 
been added desk models in 
bronze, and grained ma- 
hogany and walnut fin- 
ishes. All desk models 
have the patented “*Sani- 
fills,”’ paper cups, treated 
to prevent smoke odor. 
The larger floor models 
have inner metal contain- 
ers. Prices range from 
One Dollar retail. 


PRECISION METAL WORKERS 
3100 CARROLL AVE. CHICAGO, ILL. 
“The Worlds Finest Line for Smokers” 














COPYBRITE 


Pa Rolls 
Films Supplies 


For Gelatin Duplicators 


COPYBRITE Duplicating 
Supplies need only an ade- 
quate introduction to your 
trade to become regular 
demand merchandise. 
These supplies are outside 


COPYBRITE the ae oer: 
staple lines. - 
Peper Fleid BRITE’S extensive variety 


Carbon Supplies 
For Fluid Duplicators 


enables you to serve all 
duplicating requirements 
satisfactorily and profit- 


COPYBRITE satis 
Papers Stencils Our new catalog just off 
Inks Supplies the press gives full details 


For Stencil Duplicators 


COPY PAPERS, 


517 S. Wells Street 


of the line. Write for your 


7 INC 


Chicago, Illino 
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with 


Graffeo MAPTACKS 


You'll find Graffco Map- 
tacks in everyday service 
wherever maps or charts 
are used. They're world- 
famous for quality, uni- 
formity, and dependability. 

They’re made and stocked in 
practically limitless combinations 
of colors, symbols, etc.; have un- 
breakable spherical heads; and tem- 
pered tool steel points. 

Graffco will be delighted to ad- 
vise you on any problem involving 
the use of Maptacks. 





Write for samples, prices, and trade discounts 


GEORGE B. GRAFF COMPANY 


Creators of Time-Saving Office Devices 


64 Washburn Ave. Cambridge, Mass. 








TWIRLIT 





Drills 


150 sen 


at one operation 


EXACT perforations, to produce the perfect line- 
up of visible record sheets, filed carbon copies or 
other post bound records are easily and quickly 
produced by TWIRLIT. Small size, low cost, yet 
most durable and precise. The two and three 
hole TWIRLITS are adjustable as to distance 
between centers and fitted with etched scale and 
back and side guides. Choice of four hole diam- 
eters, from “% to 13/32 inch. Series 300 shown 
above lists at $10.75—other models at $6.25 and 
$2.50. Details on request. 


Mitchell Binder Co. 


HAGERSTOWN, MARYLAND 














OFFICE APPLIANCES 


ALL GONE? 


What a ieee 








AND ADEQUATE PROTECTION 


Costs. so Little! 


Even a small fire sometimes is disastrous, not in loss of life but in 
business valuables and records. Yet, these things are easily pro- 
tected and kept in order, readily accessible, in a SCHWAB SAFE 
And the office equipment dealer who knows the Schwab line and 
the Schwab sales plan is equipped to survey the conditions and 
recommend the type and size of SCHWAB SAFE that will insure 
safety of vital business records and valuables. Make no mistake 
safes are most important in the furnishing of the modern office 
Include them in your service. Write for details, 


The Schwab Safe Co., 





LAFAYETTE 
INDIANA 











TRINER 


BEAM POSTAL SCALES 
ELIMINATE 
POSTAGE WASTE 


< Over 
Under 
Weight 
instantly 
shown by 
this indicator 


Capacity 1 Ib. x ¥2 oz. 


WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility and tolerance 
for checking postage. 

Forty-eight cents to 96 cents per pound prevailing 
postage cost must be checked by every mailer to prevent 
costly postage waste. 

Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities 9 oz. to 4 Ibs. 
in various models, with computing charts on those of 1 
Ib. and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Illinois 
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RIBBONS AND CARBONS 


president of the Codo Manufacturing 
after an exten- 





Chicago, I.—-Frank 8S. Cooper ' 
Company, is expected back at Chicago early in February, 
sive trip through the south 


Kansas City, Mo.—D. C. Newhaus is traveling in the southwest for the 
H. H. Smith Ribbon & Carbon Company, 1011 McGee street He had been 
connected previously with the H. M. Storms Company 


Philadelphia, Penna.-The Unique Ribbon & Carbon Company, 1211 
Arch street, has been registered in the common pleas court by George 
M. Heisey, 33 Fairlamb avenue, Upper Darby, Penna 


West New York, N. J..-The New Jersey Ribbon & Carbon Company 
has been chartered to deal typewriter ribbons, carbon paper and office 
supplies; charter representative, William A. Fossetta, 4858 Boulevard, 
West New York 

> 


(Exports—-Continued from page 9) 


United States Exports of Typewriter Ribbons, Carbon Paper, Duplicating 
Machine Parts, Filing Folders and Index Cards—November, 1936 


‘ 


Dupl 











: cating 
Filing nla 
ler chines, 
lex card parts & 
and I tbe Ty pew ! supplies 
ftice [ Carbon ayer bho for 
Countric Li Va Li Value bD Value Va!ue 
2 $ 12 51 isd $ 142 
l $ 5 130 72 211 517 1,688 
l p> 1a 4,036 
265 
1 2 ; 
s x 2 hth, oo YOS 
4 
477 51S 14 ’ 4,42 
S 24 7S4 621 12 7 432 
246 211 l 77 eee 
Sweden $12 5 2,017 1,488 14 320 2, 069 
Switzerland 5.028 12 730 557 9] ie 532 
United Kingdom . 2,287 1,447 11,308 5,915 461 7,505 823 
Canada . . ° 20,288 6,057 2,684 1,631 624 l ),281 
British Honduras , 
Costa Riva 797 41 l 188 15 
Guatemala wm 289 i 2 59 184 72 
Honduras 1,001 1,17 8 107 21 81 72 
Nicaragua . G47 18 65 80 26 Nt 
Panama .. $40 4 xS 131 44 oth) 90 
Salvador 152 l 4 8S 
Mexico -. 2,648 1,322 671 730 62 7.980 
Newfoundland and 
Labrador 52 x8 22 112 ee 109 
Bermuda oe 12¢ 15 74 7 29 eece 
Barbados .. sees . 44 
Jamaica . 67 167 i4 19 } 10 ee 
Trinidad and Tobag« 777 7 145 87 29 M4 41 
Other Britis West 
Indies os S 8 22 & 
Cuba .... es 754 457 2,495 1,365 1 2 19 
Dominican Repullic 167 l ] l 
Netherland West Indies 687 S 4 445 2 14 7 
French West Indies... l . . : 
Haiti, Republic of 601 } 2 . $8 44 
Argentina 493 457 602 170 641 
2 8 19 49 7 49 
l 24 2.341 1,693 149 967 
7 622 85 254 S4 154 
7,850 1,396 1,052 667 1,723 01 
j 154 10 v 4 lt 5 
ifia 
l ‘1 
x 18 29 191 84 1 
61 1s¢ »4 S 
Venezuela 1,65 §22 917 2,813 139 731 171 
British India 24 10) 1,926 1,135 59 lll 384 
British Malay f 42 ood : 105 
China 535 : ° 262 649 476 
Netherland India 2 14 74 35¢ 87 229 63 
Hong Kong . 2 41 ° 
Japan ‘ 20. 0¢2 12.506 180 736 1,031 
Valestin 54 50 2 ( 
Philippine 1! nd 1,28 1,344 750 287 1,05¢ 42¢ 
Siam .. 2 oess 27 63 
Other Asia 1,24 } ° oe ° ee 
Australia 168 0 5,423 2,214 364 1,348 1,039 
New Zealand 1) . ° 75 259 27 
Ethiopia e f 
ritish Ea Africa 192 121 
Union of South Africa 1,100 65 98 1,131 1,071 
Egypt : 71 150 4 
Algeri ne 106 
Tunisia ; eeee 24 56 
Other French Africa . . 5 13 
Liberia ... ‘ l 5 
Total 74,32 $ 60,961 $39,927 11,719 $29,691 $55,27¢ 
Shipments to 
Hawaii ..... 5.958 §$ R78 246 17 a4 6$ 
Puerto Rico 18,9 410) 2,847 1,372 71 446 $ 784 
Virgin Islend i bt 
> 


Country of Origin Mark on Globes 
Commerce Reports state that France now requires a country of origin 
mark on globes, luminous or not, including globes for the amusement of 
children. The mark used can be United States of America.”’ 


> - - 


Ecuador Requires Origin Certificates 


The Consul General of Ecuador in New York has announced that for 
shipments leaving on and after January 1, 1937, certificates of origin 
will be required and until instructions to the contrary are received the 
consulate general in New York will require that all shipments (including 
parcel post) be accompanied by certificates of origin. The fee for consular 
legalization of origin will be $1.00 per copy. The certificates must be cer- 


tified by a recognized business organization before presented to the con 
sul. Any standard certificate form may be used 








WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 








TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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STOCK THIS LINE OF 





Field-Tested T RANE 
BUILDERS 


®@ Designed to meet the demand for 
an attractive, sturdy office cabinet at 
a moderate price ... The “500” 
Line of Steelart Cabinets are proving 
fast, profitable sellers wherever dis- 
played. 


Of welded construction and attrac- 
tive design that compares favorably 
with heavy deluxe office cabinets. 
Finished in durable enamel, in two 
soft colors — Lyon green and flat 
brown. Available in single and 
double door style. Equipped for 
either storage or wardrobe purposes. 
Write for illustrated Bulletin No. 855, 
illustrating complete line and giving 


Available in both single full details. 


and double door ... with 
four fixed shelves or with 
one shelf and coat rod. 


LYO 


Lyon Li-Flat Cabinets meet the demand 
for compact, practical files to accom- 
modate blueprints, sales maps and other 
large forms. if you aren't displayin 
Li-Flat Cabinets now, write for illustr 
Bulletin No. 471-A. 


METAL PRODUCTS 


INCORPORATED 
2802 River Street, Aurora, lll. 














OFFICE APPLIANCES 








All purpose type especially designed 
for drawers, doors, files, cash reg- 
isters, ete. 


Foolproof 


POSITIVE tinea ictike ues 
- 


everything the ordinary 


show case should 


Wronper [OCK 


Wonper LOCK offers positive theft 
securely every kind of drawer, file or door. 
lock can do—plus many things no 

other lock has ever done before. Can be instantly applied. =>) 

No holes to drill. No nails or screws. No tools required. cm 

Every store, office, factory and home a prospect. Every 
protected with a WONDER 
of door when ordering. 


be 
LOCK, Advise thickness 
Descriptive circulars and prices on request. 


Theftproof > 


proof protection for locking 
WONDER LOCK does 










’ ~ 
~ 





53 W. Jackson Bivd. 


WONDER /OCK 


Showcase type, adjustable safety 
lock, fits all sliding, frameless or 
framed glass or wooden doors. 


Chicago, Illinois 








Inspect the high quality and get the 
attractive prices of Browne-Morse 
office equipment and supplies. Put 
your stock in order with merchan- 
dise that sells. . . . . The Retail 
Trade is hitting a new high level. 


Are You Prepared 10 casu 1 


on improved business conditions? Write today. 
Begin now to sell more with real profits. 


Browne-Morse Company 
MUSKEGON, MICHIGAN 





LOOSE LEAF 


—_— —~— So ——— ) 


F. B. 


Bind sheets orderly and se- 
curely. Fit any width of 
sheets or distance between 
punch centers, capacity regu- 
lated by interchangeable 
posts. $3.50 per dozen sets, 
f. o. b. N. Y. Request on 
your letterhead brings sam- 
ple and details. 


F. B. Mfg. Co., 





== = 


HOLDER 


1228 Intervale Ave. 
New York, N. Y. 








SUPER ENVELOPE MOISTENER 


| ~For moistening 


ENVELOPES 
STAMPS 
LABELS 


Only $300 


Moistens gummed surfaces as gg for quick and permanent 
adhesion. Handles every shape and size envelope. Dip-gal- 
vanized rust proof tank. No moving parts to wear’ out. 


Sole Distributors 


Allyn W. Kellogg Sales Co., Waltham, Mass. 


Mfd. by BETTER PACKAGES, INC., Shelton, Conn. 





A PROFITABLE 
REPEAT ITEM 


Nationally advertised. At- 
tractively packaged. 
Supplied in six sizes. 
Brush-in-cap can, Half 
Pint, Pint, Quart, Gallon 
cans and handy tube. 
Preferred for over a dec- 
ade for every paper-join- 
ing need in the Home, 


Office, School and Studio. 
Stocked by leading jobbers 
Write for Sample and Dealer's List 8B 
UNION RUBBER & ASBESTOS CO. 
TRENTON, N. J. 














New STEEL SAFE 


Defender 


Most economical SAFE in 
the Country—/ow price 


Seller can make big money giving 
attention fo this proposition 





Inside—15 in. high; 12 wide; 13 deep. Weight 240 lbs. 


Write HILLSBERG CO. Jefferson St., Syracuse, N. Y. 













Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 














Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
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RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street Philadelphia, Penna. 





























eq: ’ ‘These’ 0 Hensey Model sd 
Meilicke. Systems, Sell More Scales!  grvpmuimei,sca: 
— computations of There’s a wide market + 


ae by half 
for shipping scales, as ounces 


Payrolls Unit Costs Aer 
; iii ar well as those designed 
Express and Freight Charges RASS is, Pe ater, for regular postal and 
Time Interest ‘sgheee: it; See eras air mail use — if you 
febsalers Ze teata know how to reach it! 


Tonnage Discount, Etc. 


Let HANSON Ideas 
Help You 


End Mistakes— 
Double Speed with 








Precalculated, er er 2 Siete A 
: A >. Hanson service does not stop at me- 
Verified Answers tad chanical perfection. There's a success- 
a ful merchandising plan available to all HANSON SCALE CO. 
Meilicke. Systems, Inc. 6 ie aon Hanson dealers—write for it today. 525 N. Ada St., Chicago 
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The Government 


will allow the deduc- 
tion of traveling ex- 
penses on Income and 
Payroll tax returns 
only upon presenta- 
tion of definite, item- 
ized records. 


BEACH'S 
“Common Sense" 
EXPENSE BOOKS 


Our New Complete Catalog of 


Columbia 


Sign Markers, 


Chart Printers, and 
Rubber Type 


is off the press. 
Send for your copy. 


HANS H. HELLESOE 
2446 Ainslie St. Chicago, Ill. 














are best for keeping 
such records. 


BEACH PUBLISHING CO. 
Detroit, Mich. 
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Better Service for 


users of Stencil Nobody goes broke taking profits; 


ee R O O C and no stationer’s business will suffer where 
New York City demand exceeds supply. 


Richard C. Loesch Co Demand for business cards always exceeds 
— a supply when Wiggins Book Form Card 
Pittsburgh Stock is specified. It detaches from tabs 
’ . 2 with rfect edges when others come off 
Chatfield & Woods Co waleaiied Gu Gaaanedl. 


Ask us about the stationers’ sales proposi- 





Duplicating Black gives first class re- 
sults on both open and closed drum 
stencil duplicators. Better ink gives 


better service and that stimulates Cincinnati 
, ; . . . 7. tion, or any of these © merchants for 
the dealer’s business with profit. The Chatfield Paper Co. samples. — 
, , Detroit 
Samples and prices will prove it. Seaman-Patrick Paper Co The John B. 






H. D. Roosen Company canna W | (; q 


Brooklyn, N. Y. 








Chicago Houston 1162 Fullerton Ave. any 
Factory L. S. Bosworth Co., Inc fam ap sat 
Foot 20th St. 609 S. Clark St. ge CHICAGO —- 


Tobey Fine Papers, Inc. Book Form Cards 











MANY EXTRA DIMES FROM THIS 






Neur All-Metal Revolving Display Cabinet 


and i FREE! 


Advertising creates a steady demand 
for Moore Push-Pins, aluminum or 
glass heads and Moore Pushless Hangers. 
Our new Revolving Display Cabinet given 
absolutely free with 72 window front pack- 
ets... occupies only 6 square inches 
of counter space ... makes sale after sale. 
Get one from your jobber today... 
then watch the extra dimes build 
your daily volume. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 
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MARCHANT CALCULATORS 


Nu-Made 
HAND—ELECTRIC 


Automatic Division Automatic Multiplication 
Electric Clearance _ Dial Clearance 
Duplex Models 
Write for Our Low Prices 


RELIABLE TYPEWRITER & ADDING MACHINE CORP. 
303 WEST MONROE STREET CHICAGO 














DEALERS WANTED 


(One in a territory) 
For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will get 
more key business by sell- 
ing 


MASTER 
SPEED KEYS 


(no rubber to wear out) 
Write for our interest- 
ing proposition. 


Speed Key Mfg. Co. Inc. 


299 Columbus Place 
Brooklyn N. Y. 





hee Special INDEXING «+ "CEL DEX ' 
CEL-‘U-DEX CORP, 











LOOSE-LEAF 
and 


VERTICAL 


ALPHABETS 

MONTHS 

NUMBERS 
STATES 


| Main Street 








All large 
msers sh mld 
buy in bulk 
i Sd 


cans, Grippit’s economy invites you 





to use it wherever you require adhesive that never wrinkles 
paper that keeps work and workers unsoiled . . that 
holds permanently, yet can be peeled off without damage. Write 
for Free Tube and Profit Story to Harriman-Welts Products Co., 


200 Summer Street, Boston, Massachusetts 








ULUTES 


Replacement Parts for Adding, Book- 
keeping, and Caleulating Machines 


Write for our new catalog 


CLOYES GEAR WORKS 


17214 Reseland Read, N. E.. Cleveland, Ohie 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 


_———-— = « 





LEVER SEALS 


I ee or 


POCKET SEALS SPECIMEN IMPRESSION 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24to30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


xr x re ee re 
x<xxxuyxy x 
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The 


ADAMS 


Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ny al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 
point. The enlarged joint, nicely 
rounded and smoothed, keeps ring 
right side up in position to be in- 
stantly unlocked. 

Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals. 


Henry T. Adams Mig. Co. 25¢!, Se (hicase Av. 








PATENTED 
PER. 17,1820 JAN. 11, 1028 
mOV. 6. 1823 


Seven Sizes 
Inside Diameters: 


No. 000,%,"" No. 1, 1%’’ 

No. 00.%'’ Wo. 2, 1%’’ 

Ne. 6%’ No. 4, 2%" 
Neo. 6, 3°’ 








BROOKLYN. NEW YORK 
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There's An Ever-Growing Market tor 


‘‘Pelouze’’ Postal Scales 


The use of Pelouze Postal Scales saves loss daily wher- 
ever mail is handled. Certainty replaces guesswork, 
prevents overpayment or underpayment of postage. 
Self-computing dials for all mail matter including parcel 
post by zones. Made in several styles, beautifully 





Eb | 








National 4 Ib. 
Columbia 2 4 Ib. 
Crescent 1 Ib. 


numm<>pun <mZO 





finished in green or gold bronze. 


Pelouze Postal Scales are warranted absolutely accurate, and are money makers for 
dealers who insist on the best for their customers. Write for full particulars at once. 
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Pelouze Manufacturing Co. 


232-242 EAST OHIO STREET 
ORIGINAL 





CHICAGO, ILLINOIS 
MANUFACTURERS RELIABLE AUTOMATIC SCALES 











HOW MANY OF YOUR CUSTOMERS 
ARE Pin-Pickers ? 


Sell a stenographer a type cleaner 
that half-works and you make a pin- 
picker instead of a customer. 


Sell Clarotype and you make stenog 
raphers repeat customers. You make 
repeat profits. 


More than 4000 dealers are selling 
Clarotype. They know Clarotype is 
the one type cleaner that builds sales 
and worthwhile profits. 


Rely on Clarotype for your type 
cleaner sales. Take advantage of our 
free advertising aids. Order a dozen 
today from your jobber or direct 
from The Clarotype Co. Inc. 16-B 
Hudson St., New York City. 














To Meet Every 


A Complete Line 
Duplicator Demand 


and Range of Prices 


Investigate NOW. Drop us acard 
and you will receive samples that will 
convince you that FIBROIN stencils have 
more selling points than any other brands 








ACCURATE = > 
DURABLE > 
DEPENDABLE > > 


RESU 


thect im- 





® CLEAR—more 
pressions insure 









LINE DATERS 
oe eee emma 


Also available in LINE NUMBERERS 


\LITY pRooucr SELLS 


@ JUNIOR JUSTRITE will sell itself for you 


S MELIND COMPANY 


=" Ww . Chicago Ave. 593 Market St. 
: Chicago, Illinois an Francisco, Calif. 











BRANCHES: 


@ oarias @ 0s avoeiss 


Fibrom Products ere bocked 
by en unconditione! guoren 
tee of perfection 











@ ssTow, @ civcrrnarh 








409 west avams steer STENCIL CORPORATION incxsowvince, rroniva 








You can Actually Staple 
from 2 sheets up to 

a Pile of Paper 

This Thick (34") 

with the New 


ACME No. 1 


Heavy Duty 
Hand Stapler 










COMPANY 
1643-1647 Haddon Ave. 
CAMDEN, N. J. 














When you are in need of — 


STATIONERS GLASSWARE 
STATIONERS HARDWARE 
STATIONERS CALENDARS 
STATIONERS SPECIALTIES 


Send to 


Frank A. Weeks Mfg. Co. 


311 Broadway New York, N. Y. 











SPEEDEX 


TELEPHONE INDEX 
RETAILS AT $1.00 


Sturdily built and beautifully 
finished in black, brown and 


green. 


Actual Size 3x4x2%4 


Attractively boxed. Weight 14 oz. 


THE SPEEDEX COMPANY 
Sales Directors: TARA SALES COMPANY 


843 South Los Angeles Street 
Los Angeles, California 
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Convertible 


OFFICE 
CUSHION 


+e ASS 


The Pioneer—Popular Priced 
Convertible and Fine Quality 


Once you try it, you'll agree it’s profitable to keep 
“Convertible” always in stock and display. Costs no 
more than other good quality cushions and has the 
advantage of a velvet corduroy surface in brown, green or 
maroon for winter use, and a fibre covering on the re- 
verse side for cool summer comfort. 


STATIONERS—Compare the “Perfect” line of sponge 


rubber office chair cushions. We'll be glad to send you 
full details and prices on request. 


The Perfect Rubber Seat Cushion Co. 
5200 Akron Street Philadelphia, Pa. 


THE PERFECT 








IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 





SAFES 


FOLDERS 





GUIDES 


STAPLES 


STAPLING 
MACHINES 


WASTE 
BASKETS 


IN NEW YORK STOCK 














s 
CAL CAMERON 
155 LEONARD ST. 
NEW YORK, N. Y. 
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Brands 


DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


Dunham-Gdatson @ 


Manufacturers of Ink Specialties 
644 SO. CLARK ST., CHICAGO 


AMERICA’S FASTEST SELLING 
PARCEL POST and OFFICE SCALE! 


The amazing world-wide pop- 
ularity of the Borg Parcel Post and 
Office Scale has been phenomenal! 
In a few short months it has be- 
come America’s fastest selling Par- 
cel Post and Office Scale! 

Such recognition must be de- 
served. The Borg Parcel Post and 
Office Scale must have everything 
that’s wanted in a scale of this 

































type. It makes all other postal 
scales old-fashioned . . . and out 
of date! It can truly be said that 
here is a scale that has made good 
in a day! 


BORG PARCEL POST and OFFICE SCALE 


MANUFACTURED BY THE SCALE DIVISION 
GEORGE W. BORG CORPORATION - 469 E. OHIO ST. - GHICAGO, ILL 








Phe Vial Style DIRECTION FOR PAPER 
Ink Eradicator ae waite 


’ SSered in te Nd see i 
SURE TO ’ 0 oem tases ia 


POR et CLOTHING. alte 


A shaded 
——————eee 


Satisfy 
Just a touch for a 
small erasure—a 
tap releases a drop: 
Bent neck prevents 
overflow. 





Sold Through Stationers Everywhere 


H. A. INK ERADICATOR COMPANY 


1707 Zerega Ave. CABLE: ERADICATOR New York, N. Y. 





























menu covers, factory record protectors; tag holders, 
bill-fold envelopes, stamp containers, etc. Made of 
LF acetate (slow-burning) transparent cellul We 
build to fit your particular need. Write us for details. 


MARKILO COMPANY, Mfrs. 
3633c S. Racine Ave. Chicago, U.S. A. 


ns \ Card-cases, any size; loose-leaf envelopes, punched; 
GEN 
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ALLEN-WALES 


A record of more than 25 years’ satis- 
factory service recommends Allen-Wales 
Adding Machines and The Allen- 
Wales Franchise to office machine 
Dealers of experience and sales 
power equal to a first-class 
roposition. We offer a valuable 
usiness getting opportunity 
Write today for details. 








Allen-Wales 
Adding Machine 
Corporation 


515 Madison Ave. New Voeork,. N. Y. 


= ——= 
| Let the Buyer Compare [ig a | 
Your Typewriters cL 


—Use TURN-TABLE 


to vitalize your selling 











Three typewriters displayed 
and demonstrated easily and 
safely on this attractively fin- strong and modern in 
ished, well constructed table. *ppearance; obtainable | 
- “ in various finishes at 
It’s the focal point for the attractive prices. | 
. anil >». A. Get full particulars 
typewriter dealer’s display. oe ouaal 
THE TURN-TABLE SALES COMPANY | 
240 East 86th St. New York, N. Y. | 
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SPEED-MO 


TV Pee 
BRUSH 


and 


CLEANER 


Unique new fountain brush cleans type or removes spots from 
clothing—easily, quickly, safely. A keen profit-maker. Smart 
self-display package. Write us for details on this and other 
SPEED-MO products. 


RIVET-O MFG. CO., 47 Jason St., Orange, Mass. 














DEALERS Cash in on this FAST-SELLING AUTOMATIC 


ASTERLRAFA 


AUTOMATIC FEED -AUTOMATIC INKING ~- /INCLOSED DRUM 


(7 
Three Models, All Closed Drum, D U PLICATOR 
Automatic Inking, Low Price. 

Model A, completely automatic, Auto- , 

matic Feed, Automatic Inking. 

| Aggressive dealers are cashing in on 
this wonderful line of Mastergraph 
duplicators, they are simple in con- 
struction, speedy in opera- 
tion, beautiful in design, 
and small number of parts 
make it popular with users 
and a profitable trade- 
builder for DEALERS 

Write for complete infor- 
mation on our liberal dealer 
franchise . 


THE AUTOMATIC MASTERGRAPH DUPLICATOR CO. 
807 Walnut Street, Des Moines, lowa 
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CARBONS 
AND 
RIBBONS 






Quality products that assure con- 
sistent, topnotch performance 
through the year—packed in col- 
orful, eye-taking containers that 
make introduction and getting in 
service so much easier. Feature 
this line! Codo carbons and rib- 
bons are guaranteed for five years 
ggotace deterioration in stock. 
T y have been accepted exclu- 
sively in hundreds of offices by 
reason of high grade and uniform 
results. We shall be glad to help 
you solve your ribbon and carbon 
problem. 


Codo Mfg. Corp. 


Coraopolis, Penna. 
New York Chicago 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 


The Office Appliance Company 
417 S. Dearborn Street 
Chicago, Il. 


D4 D4 D4 Ot +4 G4 G4 G4 G44 G+ G4+ G+ G+ G+ G+ G+ S+S+ St Gre 


PEP tt Ot Ot Ot G+ G+ G+ G+ G+ G+ G+ G+ S1S+ S++ S+S+ Ste 








176 OFFICE APPLIANCES 


WHAT 10 YEARS OF ROYAL 
PORTABLE LEADERSHIP 





) 

















AN UNMATCHED <1 mcd 
RECORD 


The Royal Portable! An immediate Today, Roy al offers you three Roy al Portable models. 


success! FIRST with strong national each a quality leader in its price class . . . Backed by 


- : broad-gauge, experienced advertising penetrating ever 
advertising to the family . . . FIRST iii nS Sennaany Ie) 
, ‘ wrtable typewriter market ... Profit-protected by the 
with Duotone* colors .. . FIRST with YI : 
. , most liberal policy of dealer promotion and protection 
Vogue", a type-face specially de- 
the industry has ever known! These are values in- 
signed for personal correspondence 
herent in the Royal Portable which no other manufac- 
. . . FIRST with the Duo-case*... : 
turer can give you! Write for information concerning 


FIRST with modern streamlines . . . 


FIRST with TOUCH CONTROL* and 


1937 plans. Address: Royal Typewriter ¢ ompany, Ine., 













; 2 Park Avenue, New York. Factory: Hartford, Conn. 
countless other mechanical features 

... FIRST with Student America! aie 

> Sa 

... AND FIRST ALWAYS IN 

) DEALER COOPERATION! 

| 

k a 

. Tou ht " Mark —_ 


ROYAL PORTABLE Typewriters 





STENCILS ANDINKS * 





ECONOMY 
| STENCILS 


POR LOWER OPLRATIN 


ree weren conrenarres 
eereaee wendiow® S86 




















Another 
Improved 
Package 


HE Heyer Line has much to offer you both in 

superior performance and wide variety. For only 

in the Heyer Line will vou find a selection of Six 
Different Stencils, a complete assortment of Black and 
Heyer firmly believes 
that quality packages 
promote sales for Heyer 
Dealers. The New pack- 
age for No. 998 Ink 
shown to the right has 
real sales-appeal. Why 
the change? Merely to 
help you sell more Heyer 
Ink to more customers! 


Colored Inks and other supplies that will so completely 
cover the requirements of All of your duplicator cus- 
tomers. Lettergraph, Mimeograph, Neostyle, Roto- 
speed, Niagara and all other stencil duplicator users 
once introduced to this quality line of supplies con- 
tinue to demand Heyer Quality Merchandise because 
they know that it is standard and of constant high qual- 





ity. Investigate this modern and most. complete line. 
Write for additional information and prices today! 


CORPORATION-CHICAGO 








